








SUPPLY 


SUNSHINE 


To Help Turn Food into Life and Energy Quicker—at Less Cost 










FREE TET od ETS 










YOU GET [ CAT. NO. S.P.D.225]  wiatn bn . = jes 
ye ay s/he §=25 Sq. Yds. Flex-O-Glass 36’’ 225 5lc Sq. Yd. $4.25 


‘feu sf. 25 Sq. Yds. Glass-O-Net 36’ 225 66cSq. Yd. 5.50 
gh 25 Sq. Yds. Wyr-O-Glass 36’ 225 87c Sq. Yd. 7.25 
25 Lin. Ft. Screen-Glass 36’ 75 15cSq.Ft. 3.75 


(Prices gubject to ehanee’ 


SELLS FOR $62.25 TRIPLE YOUR SALES! 


Now you can give your customers any Warp’s Window 
Material they want. With this complete stock for a small 
investment you can compete with mail order houses. 
The attractive display gives your customers an oppor- 
tunity to make selections easily and conveniently and 
prevents their going elsewhere. Only 3 sq. ft. of counter 
space needed for complete display and dispenser, and 
the handy re-rolling outfit enables you to count the 
yards as you turn the crank. Yards and feet are marked 
along the edge of each material. Only one to a dealer. 





You can order 50-yard rolls to fit this dispenser from 
your Jobber. Remember each of these Warp’s Window 
Materials is the leader in its field and has the name ALL 


“Warp’s” printed along the edge—your customers’ 
guarantee of years of satisfaction. Take advantage of PACKED IN 
this special deal. Order from your jobber today. ONE CARTON—IMMEDIATE DELIVERY 


Warp’ 's Window Materials are Distributed by Reliable Jobbers Everywhere (Not Sold by Mail Order Houses) 





When quality of materials are equal, it's the "know-how" that 
counts most when it comes to making a good painting tool. 
Wooster has pioneered in better brushes for 96 years, and 


today is foremost in the opinion of good painters everywhere. 


WOOSTER f°3°:*| BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 


BRUSH MANUFACTURERS — 2 oe 1851 





The More Protection... 
the More Frofit 


WARDED — Moderate Security 


Improved clam-shell with patented spring construc- 


tion, Can be keyed-alike—nor master-keyed. 


DISC-TUMBLER — Good Security 
Solid block of metal—no rivets. Steel shackle. Can 
be keyed-alike—not master-keyed. 


PIN-TUMBLER — Real Security 
Hardened shackle—locks on both sides. Solid case. 
Can be keyed-alike—and master-keyed. 


YALE's “Silver Six" give you the opportunity to 
make the most money out of every padlock sale. 
The group includes several degrees of security 
.. with prices—and profits—in proportion, 
When a customer asks for “a padlock”, point 
out to him that by paying a little more he can get 
a lot more protection. And at every price level, 
YALE offers the most protection for the money. 


FREE ‘SILVER SIX"’ DISPLAYS. ASK YOUR 
JOBBER FOR A SET 


REAL stcuriry 


NEW RED, BLUE AND SILVER BOXES 
CREATE INTEREST, REFLECT QUALITY 


TRADE YA 


THE YALE TOWNE 


MER % 


MANUF, 
Stamford, Com, y Pn C0. 


The Name Yale Helfis Make the Sale 
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Age, published every other Thursday by Chilton Co. (Ine. ), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as secon 
$1.u0 per year. Single copies, 25¢ each. Vol. 160, No. 


Hardware 
Office at Philadelphia under the Act of Murch &, 1879 ( Printed in U. 8. 4.) 
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d-class matter March 24, 1983, at the Post 
7. 














Athactive, practical 
and auatlatle, loo — 


cmon GARAGE DOOR SETS 


Yes, these popular garage door sets that have been in 
such constant demand by the trade are again avail- 
able after a long absence from hardware dealers’ shelves. 





Perhaps the strength of their popular appeal is attributable to 
the completeness of these National Garage Door Sets, which 


include every hardware requirement for a first-class installa- 
tion, with nothing extra to buy. 


Perfect working coordination Ayers 
; 
is assured when all parts are (0 o- 
designed and built to func- 
° cm] 


tion as a unit, such as the - ¢ 


No. 800H and the No. 801H . eatin” 
Garage Door Sets (illustrated). 


They’re easy to stock and sell 
due to the secure packing 
which keeps the merchandise 
in the original fresh condition 
and prevents loss of parts. No. 801H Garage Set 


Make provision today for supplying your trade with this timely hardware 


NATIONAL MANUFACTURING COMPANY 


STERLING * * * ILLINOIS 
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LITTLE ale conndiee 
pin-tumbler mechanism 


GIANTS —750 key changes! 
b 


Handsomely embossed 1 % 
strongly reinforced. Highest grade brass cylinder 
pin-tumbler locking mechanism. Steel pilfering 


| 
protector, heavy brass locking lever, two coined 
r nickel-silver keys. Rust proofed 
rs | y e { throughout. Individually packaged, 
: 12 to a smartly designed new carton. 
fom XK, 


2 a 
—> 


No. 66 Y am \ 


Master quality at lowest cost 


Sturdy 1%” embossed wrought steel case. Ward- 
ed multi-spring lever locking mechanism. Self- 
locking swivel shackle. Rust proofed throughout. 
Two coined milled keys, 12 key changes. Indi- 
vidually packaged, 12 to a colorful new carton. 


Make sales faster with 


er 
You Weave. Padlocks 


Jobber! A EVERY ONE AN QUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis. ° World's Leading Padlock Wanufacturers 
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WITH DECALS 











MEYERCORD 


DECAL NEWS 





ADVERTISE EXTRA! 
IDENTIFY SEND FOR 
DECORATE LITERATURE 








TODAY—FREE! 





Any Industry Can Profitably Use Decalcomania in Some Form 





Issued Periodically by The Meyercord Co. 


e Chicago 44, 


lilinois 


e Offices in Principal Cities 





EVERY BUSINESS CAN USE DECALS 





DECAL NAME PLATES 
ae — FIRMS 


Millions of prod- 
ucts in American 
homes and _ busi- 
ness are durably 
identified by 
Meyercord De- 
cals. Geared to 
production line 
speeds, Decal 
nameplates, 
trademarks, instructions and other data 
can be easily applied without screws or 
bolts at extremely low cost. Decal name- 
plates are resistant to moisture, oil, 
acids, temperature extremes, vibration 
and abrasion. They can be produced in 
any sizes, colors or designs for applica- 
tion to metal, wood, glass, plastic or 
crinkled surfaces whether curved  e 
flat. Check for complete details. 


NEW ‘EYE-APPEAL’ WITH 
DECAL DECORATIONS 


Decorated products 
out-sell plain. Meyer- 
cord Decorative Decals 
offer colorful effects at 
a fraction of hand- 
painting time and cost. 
Easily applied on any 
commercial surface. 
Hundreds of stock de- 
ba signs. Special designs 
on yeaa. No color or size limitation. 
Easy, quick application. Washable. 
Resistant to acids, alcohol, grease and 
rough use. Send sample product or 
finish for decoration recommenda- [| 
tion. Check for full information. 








THIS NEW TRUCK DECAL BOOK 
SENT FREE | erm - 


a tas 
a oda 
el 






~~ ere 
merer’ eats 








See details 
at bottom of page 





NEW AND UNUSUAL USES 
for MEYERCORD DECALS 


RUBBER: Elasti-Cals stretch with and 
become a colorful part of rubber 
surfaces. Applied in mold—or cold. 


VINYL: Special Elasti-Cals to decorate 
and trademark vinyl-base materials. 


POULTRY: Easily applied trademark for 
poultry. Adaptable to greasy, curved 
surface of skin. Resist freezing, de- 
frosting. Edible colors. Inexpensive. 


GLASS & POTTERY: A heat-treated, 
multi-color Decal for bottle trade- 
marks and pottery decoration. Eas- 
-ily applied. Inexpensive. Durable. 


NOW - DECAL 
LETTER KITS 


Letter outdoor 
signs with Meyer- 
cord’s durable, 
self-spacing Decal 
letters at a fraction of hand- 
painting time and cost. Check. 














pated AND TRUCK DECAL BOOKS—FREE! 





WINDOW SIGN BOOK 
or Meyercord Window and 

je Truck signs are the world’s 
~: major free-space advertising 
—_ | medium. Meyercord’s Decal 
‘ Sign Ad-Visor tells where and 
\ how national advertisers use. 
tSend for copy — free. 
Check for details here. 


TRUCK DECAL BOOK 
New, full-color Truck Decal 
book ‘‘Ads on Wheels”’ illus- 
trated above shows how hun- 
dreds of fleet owners convert 
free space on trucksinto 
traveling billboards at a frac- 
tion of handpainting 

cost. Check for copy. 


a 


Investigate Their Time, 
Cost and Labor Saving 
Value in Your Business 


Nameplates, instruction data, wiring 
diagrams, product decorations, truck 
signs and lettering, window valances, 
counter, mirror and window signs, auto- 
motive vehicle licenses, liquor and to 
bacco tax stamps are but a few of the 
broad uses for Meyercord Decals. 
Decalcomania is a process of printing 
with lacquers and oil colors, instead of 
ink. The special paper upon which it is 
printed is soluble in water—permitting 
the transfer of the Decal film to any 
desired surface. Adhesion is durable and 
lasting. Any size, color or design can be 
made. Their resistance to washing, 
wear, acids, sun rays, fumes, vibration, 
abrasion proves Decals value to com- 
merce and industry throughout the 
world. Read about specific uses on this 
page. Check and mail page for s 
detailed information. Don’t delay. 


SERVICE MGR’S WANT 
DEALER NAMEPLATES 


soBN DEER Well known service 
a mgr. says: ‘‘Stand- 
Pants coma ardized Meyercord 
Decal dealer name- 
plates on our products intercept service 
calls to factory and route them to local 
dealers.”” Manufacturers now design 
their own dealer-nameplates and pool- 
purchase with dealer’s name, address 
and phone imprinted. Dealers gladly 
pay for and apply them. Simple device 
makes order-pooling easy. Pool-buying 
for thousands of dealers reduces cost 
80%. A potent ‘‘family-resemblance”’ 
addition to factory-identity. Check 
mark for samples and full details. 


JeM EYERCORD( 















5323 W. LAKE ST., CHICAGO 44, ILL., Dept. 11-9 
4500 DISTRICT BLVD., LOS ANGELES, CAL., Dpt.11-9 





| CHECK ITEMS OF INTEREST—TEAR OUT PAGE AND MAIL FOR COMPLETE DETAILS | 
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361 x 55 —This is the new TEGCO completely stamped tubular 
latch set with No. 361 glass knobs. All TEGCO knobs fit these 
Popular latches. Patent applied for. 
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FAST INVENTORY TURNOVER — for example —the 
widely diversified designs of TEGCO door knobs cover 
the varying appeals of every one of your customers 
There's a design to harmonize with every interior. Only 
TEGCO gives you this sure-fire, sure-sale formula! 


MASS PRODUCTION — TEGCO owns the greatest door 
knob producing machine in the entire world — making 
66,400 glass door knobs per day! With such huge quan 
tities involved you HAVE to have consumer acceptance 
and TEGCO'S 27 years’ active leadership in the field 
is your guarantee of the right items at the right price 
TEGCO offers you REAL builders hardware manufactur 
ing and selling experience! 


RIGHT PRICING — TEGCO'S prices are based on volume 
production and are the LOWEST in the entire industry 
Discounts are liberal and provide for sound markups 
and quick profits. Full freight is allowed on orders of 
100 ‘pounds or more to any point in the United Stotes 








QUICK DELIVERY —TEGCO'S mass production tech 
niques and stocks guarantee extra quick deliveries to 
EVERY destination. 


HIGH QUALITY — Millions of TEGCO products are in 
use throughout the world. Their presence in small homes 
as well as large, and in old homes as well as new, is 
ample proof of their universal popularity and the best 
possible testimonial as to their superior quality 


Dealers throughout the Country have been making 
big profits on the TEGCO line for 27 years. Why not 
cash in on these fast-selling features yourself. Order 
your supply today! 


438 x 57 —This is the new TEGCO completely stamped tubulor 
locking set with No. 438 metal knobs. Knobs utilize the famous 


TEGCO plated aluminum finish. Patents applied for. 








Ferry Cap hexagon head screws — Hi-Carbs — are The high carbon content (.35-.42) of the steel with 
made of high carbon C-1038 steel. The heads are proper double heat treatment (heat and draw) 
accurately and carefully die made to size, not secures 130,000-160,000 p.s.i., assuring addi- 


machined. All points are machine turned and tional toughness found in our line of Hi-Carbs 


chamfered to assure prompt assembly. furnished in black satin finish. 


Carried in stock, furnished in packages or bulk, NC or 
NF thread. Simply specify Hi-Carbs NC or NF thread. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD « -« e « CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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Aluminum Pigment alone will not make one paint 


good for everything 












+ 


is absorbent. It swells and 
shrinks with weather. Wood re- 
quires a slow-drying, full- 
bodied paint, very rich in oil. 


Aen ff «& = ee eC 





rusts, and must be protected 
against moisture. Metal requires 
a hard-drying paint, medium- 
bodied, with waterproofing 
resins and sufficient oil to 
prevent cracking and peeling. 


surfaces require a thin-bodied 
paint in which most of the oils 
‘are replaced with high-quality, 
heat resisting ingredients. 


That’s Why 3 ALUMINUM PAINTS For 3 Uses! > R 


Your paint knowledge will tell you that good aluminum paint is more than 


— 8 TR meee . 
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° “just a color”. When your customer looks you in the eye and asks for the @: 
° right aluminum paint for one of these three surfaces, you'll be glad you stock se 
° “3 for 3”. That is why the Alcoa National Program promotes 3 types of Tas 
° aluminum paint—made by many paint manufacturers—sold by dealers who @ : 
: want to give their customers results—so they'll come back and buy again. -_ 
"e , * 
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@ atuminum House paint 


ee ALUMINUM METAL & MASONRY PAINT 


@ avuminum Enamel 





We can state flatly that there’s a big market for 
first quality aluminum paints. We can do this 
because farmers, homeowners, painters—paint 
users of all kinds—have written us in response 
to “3 for 3” national advertising. These letters 
describe painting problems, ask where they can 
get “3 for 3” aluminum paints. 


You can sell these paint customers—at a 
profit—if your store is headquarters for “3 
for 3”. Buy a brand with the Alcoa Albron 
Shield on the packages. It is the nationally 
advertised trade mark your customers will be 
looking for, when buying aluminum paint for 
home, farm, or commercial use. For further 
details, write Paint SERvICcE Bureau for free 
copy of 24-page booklet “Paint It Bright— 
Paint It Right”. ALuminum Company OF 
America, 1984 Gulf Building, Pittsburgh 19, 


Pennsylvania. Sales offices in principal cities. 







Rich in oil, elastic, durable—for priming 
or painting outside wood. 


Hard, protective, waterproof finish for 
metal, brick and concrete surfaces. 


Fast-drying, chrome-like, satin-smooth, 
heat-resisting, for coating interiors. 
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Real Sales Aids For “3 for 3” Dealers 


Suppliers of “3 for 3” first-line aluminum paints are 
making available to their dealers these colorful sales 
aids: big counter merchandiser. Window displays and 
streamers. Newspaper ads. Farm, home and general 
literature. All geared to tie your store to this national 
program—sell quality aluminum paint in large volume! 
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This catalogue illustrates and describes the most com- 


plete line of brushes offered. today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 


Write for your copy today on your business letterhead. 


N BRUSH CO., INC.) sums 


INSULA 


135 WEST 19TH STREET - A-3 ¢ NEW YORK 11, N. Y, aah 
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JUST 


: 1. BARRETT LIQUID ELASTIGUM* Roof Coating 


AND YOU’LL 


High-turnover 2. BARRETT PLASTIC ELASTIGUM* Roof Cement 
protective products 


for those 
everyday repair jobs 





























tvery home-owner and farmer nowadays has repair 
jobs he never got around to doing. Maybe he couldn’t 
get the right materials. Maybe he couldh’t find the time. 

Here’s your chance to cash in on that backlog of 
left-over repairs. Just display these Barrett specialties 
as a reminder to your customers. They’re fast-moving e 
items, in demand the year ’round. And they add up to Se: ORES 
a nice, steady source of extra business. 

Why not make up an order for the Barrett 
representative when he calls, or write us direct? 


Thanks to enlarged production facilities and greater 





availability of containers, we can now supply your 
4. BARRETT HYDRONON} Paint 


needs if you act promptly. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 
2800 So. Sacramento Avenue Birmingham 





Chicago 23, Ili. Alabama 
BARRETT SHINGLES AND SIDINGS ... ROLL ROOFINGS ... ROCK WOOL 
INSULATION ... PROTECTIVE PAINTS ... OTHER BUILDING PRODUCTS. 





*Reg. U.S. Pat. Off. +Trade-mark of Allied Chemical & Dye Corporation. 
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! a NEW HEAVY DUTY BASKET 


No. 502—Androck’s new heavy duty basket 
is designed to carry maximum heavy loads 
and will fit all bicycles. Constructed of 
heavier gauge wires than standard models. 
Steel straps to anchor hub braces and 
handle bar fittings. Size, 18” x 13” x 6”. 




















cectwnics By. 





No. 1642—Large size—18”x 13”x6” No. 641—Medium size—15” x 10” 
» -» deep. Long clamps to handle bar; x 4%” deep. Short clamps to 
No. 243—Giant size—21’ x 15”x 9” adjustable front hub braces; fits handle bar; adjustable front hub 
deep. “Bulldog” clampand heavy any bicycle. braces. 


gauge steel straps. No. 1641—Medium size—15” x 10”x 434”. No. 642—Large size—18” x 13” x 6”. 








THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS. e ROCKFORD, ILL. @ NILES, MICH. 
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GLOBE JUVENILE 
SPORTS EQUIPMENT 


can “grow-up with you! 





COMPLETE LINE DISPLAY 


NATIONAL HARDWARE SHOW 
GRAND CENTRAL PALACE, N.Y.C. 


Visit Booth No. 340 


October 15, 16, 17 and |8th 





















Ask your nearest ey a 
Jobber. oe 


iG aN 





” 
: S, i7¢ “Loujtient 
‘a 4 GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 
CH. 


Empire State Bldg., 350 Fifth Ave., New York !, N. Y.—Public Ledger Bldg., Independence Square, Philadelphia 6, Pa. 
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It’s simple and practically effortless to ring up 
an extra sale in your sporting goods department 
when you put up these attractive related dis- 
plays by CARBORUNDUM. Here's how it works. 
You know yourself how careful most sportsmen are 
about their equipment. After all an axe is of little use 
on a camping trip if it isn’t sharp. And the same is 
true for knives, fishhooks and other outdoor articles. 


it doesn’t stop there. He’s going to be 
a lot happier with the way his axe cuts. 
Chances are you have built a repeat sale 


for some other equipment. 


It’s the alert merchandiser who will cash in on these 
smart related displays. Placing them alongside of 
knives, axes and fishhooks, he'll pyramid sales. Re- 
member, the CARBORUNDUM trademark attracts 
a lot of attention too. The quality for which it stands 
will add saleability to items with which it is displayed 
These displays are paying off plenty for others. See 
your jobber for yours. The Carborundum Company, 
Niagara Falls, New York. 


Now, if you have the new, attractive No. 196 Axe 
Stone Display set up alongside your axes, you're 
able to put over a convincing story in a hurry. It 
reminds your customer on-the-spot of a future need. 
Makes it easy for you to pick up another sale. And, 
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SEASONAL 
MERCHANDISE & 
WRAPPING 
COUNTER 


But, you've got to stop the flow of 
traffic through your store at strate- 
gic spots if you want to pick up 
these extra profits. No other way 


has proved more effective than by 
using the new related displays by 
CARBORUNDUM. 


Whether your customer’s purchas- 
ing paint, cutlery, sporting goods, 
kitchenware, edge-tools, farm and 
garden equipment, or other items, 


you can probably sell him a related 
abrasive product if you have a dis- 
play to remind him of the need. 


Ask your jobber about the atractive 
display deals which are available, 
or look in our new 105 Hardware 
Catalog. 


CARBORUNDUM 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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Announcing 


CAMPBELL-FAIRBANKS EXPOSITIONS, INC. Th 


1947-1948 SEASON C 
— SPORTSMEN'S SHOWS — 9 


os ° : ie November 29-December 7, 1947 
a January 31-February 8, 1948 
NEW YORK ...... February 14-February 22, 1948 
a February 28-March 7, 1948 
TORONTO .... . . . March 13-March 20,1948 
6. March 27-April 4, 1948 
Ee April 17-April 25, 1948 
* 


— CRAFTS and HOBBY SHOWS — 


INTERNATIONAL HOBBY, CRAFTS. & SCIENCE SHOW 
International Amphitheatre, Chicago, Ill. 
November | thru 8, 1947 





NATIONAL HOBBY, CRAFTS & SCIENCE SHOW 


Exposition Hall, Madison Sq. Garden, New York City 
November 23 thru 30, 1947 


* 
— HOME SHOWS — 
NEW YORK, Grand Central Palace. April 17-April 24, 1948 


BOSTON, Mechanics Building..... May 24-May 29, 1948 | | 
3 . 
— New England ELECTRICAL SHOW — 3 
BOSTON, Mechanics Building..... April 3-April 10, 1948 ; 





Write or Wire ; 


CAMPBELL-FAIRBANKS EXPOSITIONS, Inc. 


Park Square Building, Boston, Mass. 139 E. 47th St., New York City s 
HANcock 8996 Plaza 3-5925 Plaze 8-1269 


* 7 * 
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No. 12D Victor Coil Spring (Top) — 
Sturdy, effective, has excellent holding 
power. Double jaws are designed to prevent 
raccoon, skunk and mink from pulling out 
and escaping. 


No. 12 Oneida Victor (Center) — Skunk 
and opossum trappers have used this trap 
for generations. Single spring, plain jaw. 
Welded pan, cross and bottom extend the 
life of the trap. 


Ne. 1% Oneida Jump (Below) — The 
choice of trappers who prefer the Jump 
style trap. It is light, compact—svitable for 
use in small holes. Widely used for skunk, 
opossum, martin and mink. 





KUNK, ’Coon or ’Possum—one of these is 

found on almost every farm. And into 
every hardware store in the neighborhood come 
trap customers—men and boys who earn extra 
money by trapping. To them, traps are an invest- 
ment. Victor Traps are theif favorites because 
they catch and hold. When trappers swap suc- 
cess stories, the traps that usually get the credit 
are Victors. The three models shown here have 
brought real money to thousands of satisfied 
users. Powerful sales impetus is given by 
advertising in leading farm, boys’ and outdoor 
publications. 

Sell the brand your customers demand— 
Victor. Order from your jobber now. 


Animal Trap Company of America - Lititz, Pa. 


the TRAP that trappers know 
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| ‘popular 
BRIGHT STAR (| FLASHLIGHT 


> FlasHiiGHt 


BATTERY 





Stuy an ot 
ees 





Packs a big sales wallop wherever Cash in with the fastest selling metal 

displayed, Attractive 3-color pop-up flashlight on the market. Popular priced ‘to sell 
dispenser catches the eye and ready cash. on sight. Colorful new easel card 

Rigid box holds 2 dozen fast selling holds 3 No. 57 2-cell Nickel Plated Flashlights. 
Bright Star No. 10M metal top batteries. 98¢ retail, complete with cells. 





NATIONALLY ADVERTISED TO OVER 51,771,633 READERS 
Write your jobber now BRIGHT STAR BATTERY Co., 


for details of Bright Star's 
big profit-making CLIFTON, N. 3. 
merchandise display deals. | BRANCHES: CHICAGO « SAN FRANCISCO 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN CO., INC. 
Dallas 2, Texas 
AMERICAN WHOLESALE HDWE. CO. 
long Beach 1, California 
B. C. SUPPLY CO. 
Battle Creek, Michigan 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New Yor 
BROWN-CAMP HARDWARE CO. 
ies Moines 6, lowa 
BROWN-ROGERS-DIXSON CO. 
Winston-Salem, North Carolina 
WwW. W. CONDE HARDWARE COMPANY 
Watertown, New York 
DUNHAM, CARRIGAN & HAYDEN CO. 
San Francisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
Little Rock, Arkansas 


C. D. FRANKE & CO., INC. . 


Charleston, South Carolina 
GREER & LAING 
Wheeling, West Virginia 
HERR & CO., INC. 
| " Pp. 4, ? 


F 





HOLMES HARDWARE CO. 
Pueblo, Colorado 
IMPERIAL HARDWARE CO. 
El Centro, California 
JELCO MILWAUKEE CO. 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO. 
Omaha 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washingten 
KEITH-SIMMONS CO., INC, 
Nashville 1, Tennessee 
KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Konsos 
MAY HARDWARE CO. 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO, 
Huntingdon 19, P ee 
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MOREHOUSE & WELLS CO. 
Decatur 60, Illinois 
MORROW-THOMAS HARDWARE CO. 
Amarillo, Texos 
J. H, OLIVER & CO. 
Grenada, Mississippi 
RAILEY-MILAM, INC, 
Miami, Florida 
READER'S WHOLESALE DIST. 
Houston 2, Texas 
REHM HARDWARE CO. 
Chicago 8, Illinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 
Decatur, Indiana 
C. Y. SCHELLY & BRO., INC. 
THE SEEDMAN COMPANY, INC, 
Brooklyn 6, New York 
SOUTHWESTERN HARDWARE CO. 
Oklahoma City 1, Oklahoma 





‘now able to supply -you with 





TIEMANN HDWE. & SUPPLY CO. 
St. Lovis, Missouri 
UNION DISTRIBUTORS, INC. 
Red Bank, New Jersey 
UNIVERSAL SUPPLY CO. 
Dayton, Ohio 
ZORK HARDWARE CO. 
El Paso, Texas 
ZORK HDWE. CO. OF NEW MEXICO 
Albuquerque, New Mexico 


CANADA 
FALCON HARDWARE, LTD. 
Winnipeg, Manit 
WOOD, ALEXANDER & JAMES, LTD. 
Hamilton, Ontario 
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GET ROLLING NOW 
WITH TRU-TEST | 
WHEEL GOODS 


Your Tru-TEstT Distributor is 


Tru-TEST wheel goods. Good 

looking, sturdily built bicycles, 
velocipedes, and strollers . . . each 
with many, many exclusive features of pay 
design and construction to give them 


get 


extra eye- and buy-appeal. So 

rolling now in the profitable wheel 
goods business with TRu-TEsT’s 
complete, high quality, fast mov- 
ing line. Ask your Tru-TEsT Dis- 


tributor aboyt wheel goods—today! 





ASK YOUR TRU-TEST DISTRIBUTOR FOR “THE MARKETER” NEWS BULLETIN OF HARDWARE VALUES 





WOUSEWARES + MAJOR APPLIANCES + RADIOS + AUTOMOTIVE, TIRES AND ACCESSORIES + SPORTING GOODS ~ TOYS 
WHEEL GOODS * HARDWARE + FARM SUPPLIES * ELECTRICAL SUNDRIES + FURNITURE » HOME MAINTENANCE SUPPLIES 


21 


HOW TO SELL AS MANY RODS 
AND REELS », VJecember 
AS YOU DO IN MAY! 


= a8 
Quidoot 


Lile 2 


outdoot 
rific cl 


em | 
rchandise . 


Gift Ads—Selling Rods, Reels, Fishing Kits to 


21,500,000 Readers ! 
me 
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“There’s | 

your guide 
to 


Sporting Footwear 


PROFITS! 


“CONVERSE SUPER QUALITY” ... that 


long-famous label means quick sales and satis- 





ROD & REEL 


, fied sportsmen customers for you. Hunters and 
Sporting Boot P y 


fishermen have confidence in that familiar 


Finest sporting trade-mark. They know that it identifies the 
boot that skill 
and know-how 
can produce. In produce — footwear designed by sportsmen 
fit, appearance, 


best sporting footwear skilled craftsmen can 





Kits to for sportsmen. For easier sales . . . for a better 


wear, it’s the 
preference of profit ... put this nationally-advertised* trade- 


America’s real 





mark to work for you! 
sportsmen. 


*In Field & Stream, Outdoor Life, 
Outdoors and Sports Afield 


HUBBARD 

leather Top 
Sporting Shoe 

Perfect footwear for 


ANN hunting and woods- 


\ rs! ' travel. Extremely 











n 
st price. practical shoe for 


year-round sporting 
use. 


CONVERSE RUBBER COMPANY 


MALDEN 48, MASSACHUSETTS 


CHICAGO 6 - 564 West Monroe Street 
NEW YORK 13 + 241 Church Street 
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Brighten Your Xmas Profits 
With — Brilliantly Styled, 
Priced 


E> Gillette Gift Sets 


ns 








LL dressed up in gay holiday colors, these hand- 
some, practical gift sets sell themselves and make 
plenty of money for you. You pay only the regular 
price for the merchandise ... the smart packages 
are free. With prices ranging from $1.00 to $5.00, 
you cover every Christmas budget. And you know 
Gillette Razors and Blades are in demand all year 
’round, so their sales value is permanent. Place your 
order now and get set for the heavy traffic Gillette’s 
advertising will pull to your counters. 

Gillette Safety Razor Co., Boston 6, Mass. 


No. 2 


Gillette One-Piece Milord Razor 
with five Gillette Blue Blades 
in handsome case, plus four 
extra packages of blades. 
Your cost per set 


(Fair Trade Minimum 
1 


Gillette One-Piece Aristocrat Razor and 
10 Gillette Blue Blades in rich 
traveling case with four extra pack- 
ages of blades (5’s) and large tube 
of Gillette Shaving Cream. 

Your cost per set 


(Fair Trade Minimum 


No. 3 


Gillette Tech Razor and three pack- 

ages of Gillette Blue Blades. 

Your cost per set.. 74c Retail. $1.00 
(Fair Trade Minimum 


Gillette 


Blue Blades 


Carton of 100 Gillette Blue Blades— Your cost per carton 
10 packages of 10’s—in special (100 blades) 
Christmas wrapper. Sleeve is easily ; 126 
removed. Unsold cartons may be , See these Gillette Gift Sets at Booth No. 111, boa 
placed in regular stock after holidays. ini ‘ National Hardware Show, October 15 to 18 polais 


glowing 
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‘BUBBLE-LITES) 
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509— Noma Bubble-Lite Set— Nine glass 
candles alive with colorful bubbling action. 
Completely wired. Special clips hold 
candles erect on tree. Candles. can be pur- 
chased separately for use in existing sets. 







3010 —7-Light Indoor 
Outfit — Lamps burn 
independently... fas- 
tens securely to tree. 
















503G — Nome Bubble- 
Lite Tree—18 assorted 
Bubbie-Lite candies with gaily- ie 
colored plastic bases. Six extra red | 

lamps for replacements. 26” tall eat ~y 
—available in green or white. ‘ a 





700—Tree-Top Angel—With 
silvered wings and dress, 
Noma's illuminated angel 
is perfect for tree-top use. 














110 — 8-Light Series 
Type Outfit—Tri-plug 
connection with open 
outlet for attach- ats 
ing additional sets. ry 


Remember,,, NOMA, the 

greatest name in Christmas 

lighting, year in and year 
out. 


Remember ,,, NOMA style, 
NOMA design, NOMA quality 
are unsurpassed... unequalled 
in decorative lighting. 
Remember, ,, NOMA Bubble-Lites, 
gay and alive with bubbling action, and promotion campaign in 
newest member of the always favored, all NOMA history. 


—=—~> NOMA | 

















fast-selling NOMA family. 


Remember, ,. NOMAcolor 
lights and NOMA Christmas 
decorations should be stocked 
now for a busy, profitable 
holiday season. 

Remember,,, NOMA this year 
is backing NOMA dealers 
with the greatest advertising 


capt Oe ens a 








3005—7-Light Weather- 
proof Outdoor Outfit 
—Lamps burn inde- 
pendently. Set has 
add-on connector. 


126— Color Point Star — 
ond flent Ubeaned she ELECTRIC CORPORATION 
points turn gay with a 55 WEST 13TH ST. » NEW YORK 11, NEW YORK 
glowing red. 
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Three popular types of accurate, de- 


T bd - R M O S T AT S pendable Space-Heater Thermostats 
of high quality. 


FOR For kitchen heaters, gas steam 
AUTOMATIC SECTIONAL radiators, circulators, radiant circu- 


lators and radiant heaters, gas con- 
HOUSE HEATING 
version coal ranges, floor furnaces 


WITH GAS and central heating. 





aT : e i) it ( 
















: f 








« Se 

do fe 

ing n 

kitch 

attic | 

bess. | ie 1 tion | 

MODEL “BJ” ROOM MODEL “‘2E” MODEL “’2ES” helps 

Hydraulic. Combination dial and gas Throttling Type. Can be furnished with A snap-action thermostat; %, /2” and N. 
cock turns gas on and sets dial with one locking device preventing change in 34" gas pipe sizes. 

motion. temperature setting except with key. ‘ your | 

° ° ° ° P 2 trim . 

Your customers will get maximum heating satisfaction : wen 

from heaters equipped with Robertshaw Thermostats. nat 

incluc 


handy 


THERMOSTAT COMPANY 
YOUNGWOOD, PA. You 


Grayson Controls Divison American Thermometer Division 66-71 
Lynwood, Cal. St. Louis, Mo. 
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HERE’S PROFITABLE TRIM 
BUSINESS FOR YOU!. 


ees 




































HOME REMODELING WITH 
GUreERIOR BRINGS IN 
&zv2 BUSINESS = é CUSTOMERS 


¢ See what sparkling SUPERIOR trim and smart planning can 
do for an unused, ugly garret room! Home owners are becom- 
ing more and more design-conscious...are brightening up drab 
kitchens and transforming unused storage space into charming 
attic nurseries and guest rooms. This trend to home moderniza- 
tion and remodeling opens up a whole new market for you... 
helps you sell more metal trim and gain many new customers. 


Now that the building and remodeling season is on, step up 





your profits and win instant acceptance with SUPERIOR aluminum 


trim . ... decorative, eye-appealing, easy to install. SUPERIOR’S e Copy fie d 

: ; : ay, 
sparkling beauty is due to the exclusive Schuler luster ro. . Pa of oe 2? ee 
process, and there’s a wide range of shapes and designs, Dept. Please send us new Catalog and Price List 


including the new “350” and “650” series. Free liter- 


ature-and price lists are yours if you’ll just mail in the Company 
handy coupon below. Your Name 
Add 
YOUNGSTOWN MANUFACTURING, INC. aa, ne 


66-76 S. PROSPECT ST. - YOUNGSTOWN 6, OHIO 
MAKERS OF SUPERIOR METAL TRIM SINCE 1930 Bn Mh mB a 2 = oe 
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TWO 
FAST-SELLING, QUALITY 
BEATERS 


Here are two beaters that will make it possible for you to answer the 
egg-beater demands of most housewives. You could offer none finer than 
the “Favorite’’—the “Ideal” is a sturdy, practical beater at a very aitrac- 

tive price. 


The FAVORITE” 


This deluxe hecter is expertly made with fine quality mate- 
rials throughout. Features not found in any other beater are br Long-life 
plentifui here. It measures 1134 inches high and has eight 4 y Bronze bearings 
high-speed beaters measuring 2%, inches in diameter. It’s easy "7 * 
to sell to the housewife who wants and demands the finest! Dual Crown 
It wili prove a high profit item in your store. Individually boxed Driving Gear 


for dealer convenience; packaged 12 to a carton. r 
Large Size 
Stainless Steel 


SHINING STEEL — NICKEL @ | Beaters & Shatt 


PLATING — ATTRACTIVE RED HANDLES e 
Never-slip Square 
3 


Socket & Shanks 


The “IDEAL” 


Here is the beater that will enabie you to meet price 
competition, and at the same time to offer something 
‘just a liitle bit better’’ to your customers. Sturdily built, 
it is a full-size beater made with dual drive to give more 
positive power to its eight stainless-steel blades. 


Dual Driving 
Wheel Order from Your Jobber — Today! 


e 
Large Size 


Stainless Steel \ 3 . 
Beaters AY / LL! L F d A ¢ 
* < ; eh 
Sturdy, Long- 
MILLE LACS MANUFACTURING COMPANY 
704 2ND AVE. ISLE, MINNESOTA 
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. TO CATCH A LADY'S EYE 


sa ah 
















Eye-catching is the word for Armorlite . 
rugs and yard goods. The bright colors and 
attractive designs win immediate acceptance 
from style-conscious homemakers. That’s : 
because no Armorlite pattern goes into pro- 


duction without the okay of a consumer 


—| 


jury selected from income groups who buy 
enamel surface goods. This pre-testing for 
consumer preference takes the guess-work 


out of styling. That, plus the quality that 


al Ae 


is basic with all Bird products, is your 


assurance of a fast-moving, profitable line. 


“LD 


* EYE-CATCHING — PROFIT-MAKING 


Here’s another patented design— the Colonial 
Hooked Rug. It’s an exclusive Bird pattern 
that sells on sight. The picturesque early 
American motif will charm your customers. 
In ground colors of tan and brown (6221). 
Ideal for living rooms, bedrooms, dens, dining 
rooms. Can be used with early American or 
other period pieces. Also in 8/4 and 12/4, 


ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass., 295 Fifth Ave., N. Y. 
13-118 Merchandise Mart, Chicago 
Southern Furniture Exposition Bidg., High Point, N. C. 
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Diamonds 


Ge, 


memMco 


PORCELAIN 


more than thirty million 
women will see the famous 
diamond MEMCO trademark 


WARE in four leading magazines 


ea Pre-sold when 


they come in your store, women re- 





spond with quick purchases when you 
offer MEMCO. The hardest part of sell- 


ing has been done for you in women’s 
favorite magazines. Follow through 
with point-of-sale displays and news- 
paper tie-in ads. Show all 16 pieces, 


make the MEMCO diamond a profitable 
gem in your housewares section. 


MEMCO ware is acid-resistant, has 


nm 
War 


lan = 


a 


Spe yor hike,’ 


i , ad our we / 


ack ee 
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your modern range 


> Pore 


med ones 


black non-boil-over dome covers with 
cool, white plastic knobs. Percolator has 
patented lock-on knob, non-fall-off 
cover. Make acceptable MEMCO ware 
accessible to your customers. Stock one 
complete line for your entire utensil 
requirements. Standard packed in small 
quantities for flexible inventory control. 


—— He MOORE 


ENAMELING & MANUFACTURING COMPANY 


west 


tara 


YETTE OHIO 
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DEMAND THE BEST = 


DOUBLE-THUMB HUSKING GLOVES 
FOR DOUBLE WEAR ... a typical 
Riegel “fit-the-job” work glove. And 
whatever the job... husking corn... 
puddling steel . . . sinking oil shafts 
. . . wherever skilled hands are at 
work ... they deserve the best— 
for production efficiency as well 
as long-lasting protection. 


WAGON BRAND Work Gloves are 
the product of one of America’s 
largest textile mills. Each pair is de- 
signed for wear, and comfort. They 


® There’s 
» than Ste 
» steel-cla 

design u 


Y% to Vr 
large as 
bit. Ch 
nut and 


are Riegel-controlled—in one plant— | 


from raw cotton to finished gloves. 
That's the kind of close supervision 


of detail that means unbeatable ‘a 


quality, durability and economy. 


*Rieged WAcon BRAND © WORK GLOVES | 


Riegel Textile Corp. ¢ 342 Madison Ave., New York 17, N. Y. © Atlanta « Chicago « Dallas 
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A tool that gives ( more 


...makes more for you 


© e It’s giving more that gets you 


more... giving more value gets 


more business. 


There’s no better example of that 
than Stanley Bit Braces. From the 
steel-clad cocobolo head to the new 


» design universal jaws, these braces 


are built for heavy duty. They’re 


| fine tools, smooth working, depend- 


able. Ball bearings and bronze 
bushing in the head. Strong, sturdy 
box ratchet. Universal jaws hold 
round shank bits and drills from 
Y% to % inch and taper shanks as 
large as Clark’s No. 2 expansive 
bit. Chuck locked in place with 
nut and cotter pin. 


STANLEY 
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The more a customer uses a tool 
like this the more he appreciates a 
store that stocks that kind of mer- 
chandise. Stanley Tools, New 
Britain, Conn. 


Stanley No. 923 
Bit Brace 








CWE DRIVER FITS ALL SIZES OF 


REED & PRINCE RECESSED-HEAD SCREWS 












for varying screw sizes. There is no fumbling, no shifting, no wast- 
ing time. Remember, ONE Reed & Prince driver fits ALL Reed & 
Prince recessed-head screws and bolts. Good workmen appreciate 
this fast, modern, efficient method — and it shows up to advantage 


on your time sheet. 


REED & PRINC 


MANUFACTURING CO. 
CHICAGO, ILL. WORCESTER, MASS. 


34 








Wi rece: auto-race driving or screw-driving — you waste time and 
speed when you have to change drivers! When you use the Reed & 


Prince ONE DRIVER method, you do not need to change drivers 

















MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 


Machine Screws Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 
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Hardware Dealers everywhere are cashing 
in on the power, speed, performance and 
price of this handy tool that cuts every- 
thing from rough lumber to hardened 
steel by simply interchanging blades. 
Four powerful models with 2”, 214”, 
27%” and 41,” capacities. 
Ask your Jobber or write for full 
information 


eel 


'URING 

Slotted 

t Metal Screws 
Stove Bolts 


Set Screws 
Wing Nuts 
Rods 
and Bits 
es 
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All four assembly lines in this new plant are now roll- All the latest-type equipment installed in this new plant’s 
ing—multiplying capacity several times and enabling 600,000 feet of floor space is hard at work —enabling even 
even Duo-Therm to surpass itself in volume! Duo-Therm to surpass itself in precision manufacturing! 


i 


| 


edie: 


“AH 


hes. .. this is the pay-off on Duo- 
Therm’s $3,000,000 expansion 
program—its expression of faith and 


confidence in the future of this great 
and growing industry. 


This is why it is now more evident ; ( 


I 


WAN 


aie 
= 
<7 
= 
— 
pnend 
= 
= 
“o-~ 


than ever that when you sell Duo-Therm, 
you sell the leader! 


DO0-THEKM 


DIVISION OF MOTOR WHEEL CORPORATION 
LANSING 3, MICHIGAN 





All the meeting rooms, display rogms, service school facilities 
and other innovations in this new plant-addition are now fully- 
equipped and in use—enabling even Duo-Therm to surpass itself 
in helping dealers sell! 


‘ 


America’s Largest Manufacturer of Fuel Oil Heating Appliances 


ey 
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In most cases, the “tag line" ends the story . . . but here's a well-known phrase that's only 
the beginning: "This certifies that you have purchased a genuine WITT Can, which is guaran- 
teed against defects in material and workmanship and to 

outlast from 3 to 5 ordinary Cans.” 








The guarantee tag which is attached to every WITT Can lists 
the reasons for the time-defeating superiority of these truly 
better products. Special materials, superior design and first- 
class workmanship are proved by amazing service stories told 
by WITT Can owners. 


And because they are increasingly quality-conscious, your cus- 
tomers find real value in WITT Cans . . . remember your store 
as "Where we got the WITT Can"... return again and 
again for other profit-making merchandise. 
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THE WITT CORNICE COMPANY 
. CINCINNATI 14, OHIO 
Cit) “ORIGINATORS OF THE CORRUGATED CAN” 
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Hose Faucet 


Be A WE'RE POURING PROFITS 


No. 115 
S.S.S. Plain 
Compression 

Faucet 


No. 700 
Bent Nose 
Garden Valve 


No. 310, Straight Rennie 
Compression Pfister foun- 
Stop (No. 316, me From castings 
With Double mished products, 
Stuffing Box) |” Price-Pfister is to- 


ay, after 37 years 
i experience, one of 
America’s Leaders. 





R,... 315, Angle 
Compression 
Stop (No, 318, 
With Double 
Stuffing Box) 





6 





‘ 
No. 137, Compression No. 139, Compression No. 132, S. O. T. No. 134, S.S. 5S. 
Sill Faucet. Sill Faucet. Loose Compression “No Compression “No 
Wheel Handle Wheel Handle Hose Kink” Faucet Hose Kink” Faucet. 
Male or Female 


f 
oc. 
$ 
$ 


Out from a battery of new furnaces in the Price-Pfister foundry pours 
the molten brass that forms the top quality fixtures you see here. 
(Specification ingot brass, no scrap used.) Put these valves and faucets 
out on your counter where customers can handle them—and then 
listen to the sweet music of your cash register ringing. 


No. 326, Straight 
Compression 
Stop and Drain 
(No. 327, With 
Double Stuffing 
Box) 





Every time our foundry pours, it’s pouring profits. Every Price- 
Pfister valve or faucet is a gem of modern engineering skill — in 
design, material and workmanship. Let your nearest wholesaler show 
. you why we can say we're pouring profits for you — or write direct 
for our new, condensed, quick reference catalog. 


“Once You Install — No Trouble at All” 


RICE-PFISTER BRASS MFG. CO. | 


3011 Humboldt Street «+« Los Angeles 31, California 
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CUTS TIME... MATERIAL ...COSTS 


Available in Two Types —Spring Nut and Spring Lock Nut 


PROVED BY TESTS and hard usage on 
all kinds of products, this new, revolution- 
ary fastening device is already saving time, 
material and money for the nation’s pro- 
gressive manufacturers. 


TWO TYPES of this new Diamond G 
Product, manufactured by the Garrett Com- 
pany, are available. One replaces the con- 
ventional nut and is called the Diamond G 
Spring Nut. The other is made with spring 
action tension in it in such a way that it 
supplies action similar to that of a lock nut 
—the threads inside of the Diamond G 
Spring Lock Nut maintain a strong grip on 
the bolt, or screw, and the tighter it is 
drawn up the greater the locking action. 


AVAILABLE IN TWO AND THREE 


TURNS —depending on the requirements 
The two turn type is for use on light assem- 


Manufacturers of 


blies and the three turn type is recom- 
mended when it is necessary to use heavy 
tightening torques on assembly. 


FOR DRIVING OR SETTING—adapt ble 
socket wrenches are now standard items as 
manufactured by Apex Machine and Tool 
Company. These new Diamond G Products 
—Spfing Nut and Spring Lock Nut—have 
all of the advantages of regular nuts and 
are adaptable for use in hopper feeders 
Both types are priced to offer a consider- 
able saving over the conventional type of 
nut, or fastening device. These products are 
available in rust-registing metal as well as 


high carbon steel. 


START YOUR PLANT on greater eff- 
ciency today . . . write for the complete 
data sheet on these new Diamond G time 
and money saving products 


GEORGE K. GARRETT CO., INC. 
1421 Chestnut Street, Philadelphia 2, Pa. 


mn! DIAMOND <> PRODUCTS 


LOCK WASHERS «+ + FLAT WASHERS + + STAMPINGS + + SPRINGS + + HOSE CLAMPS + + SNAP AND RETAINER RINGS 
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PLUS THIS 


GIVES YOU 
THIS 





Cash registers ring profit notes all year 
long, when brush counters are stocked 
with everyday household necessities—such 
as toilet bowl brushes and scrub brushes. 
In fact, many dealers feature these staples at 
a special counter reserved for always-in- 
demand merchandise. Andalways-in-demand 
brushes are OXCO brushes—made by Ox 
Fibre, the world’s largest maker of quality 
brushes. There are styles of OXCO brushes 
to appeal to every customer—and OXCO 
quality is customer-satisfying quality. 













So keep those cash register bells ringing all 
year long—stock and display OXCO prod- 
ucts—for steady, profit-building turnover. 
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@ Imagine a ratchet-rod Trigger 
Type Calking Gun retailing at only 
$1.98! Think of a gun that never needs 
cleaning! A light-weight all-steel gun that | 
will last indefinitely. That's HANDICALK! 


@ Fastest thing in calking. You simply snap 
the cartridge in the gun and pull the trigger. 
No gun caps, nozzles, washers, bolts or any 
other parts to fuss with. Gun rentals no 
longer necessary, because HANDICALK is 
made and priced to sell. Distributed through 
jobbers. Don't underestimate your needs. 
Write, phone or wire your gun and cartridge 
orders for earliest possible shipment. 
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SEE YOU AT THE 
NATIONAL HARDWARE SHOW 
BOOTH NO. 116 


OX Fibre Brush CO:, CC 
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Come See Us at BOOTHS 312 & 313 
NATIONAL HARDWARE SHOW 





October 15-18 


COOK & DUNN PAINT CORP. 


SAINT FRANCIS STREET, 
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Rural hardware dealers know this. Asked 
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what rural magazine would be most effective, 


~~ 


from an advertising standpoint, in helping 





them sell their prospects 


they chose Country Gentleman almost 3 to 1 


Advertisers know this. They invest more 
advertising dollars in Country Gentleman 
than in any other farm magazine. 
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e Attractive baked- 
enamel finish... large, 
rubber-tired wheels — 
easy on the lawn . 
sturdy, heavy-gauge 
sheet steel to stand hard 
knocks... big capacity 
top opening 28"x1834” | 





Milcor Pick-up Cart 
does the hard work where 
there is hauling to do... 


¥ Hauls leaves, ashes, sand, dirt, gravel 

¥ Carries coal and kindling wood 

¥ Ideal for spreading gravel on drive- 
way 

v Brings home groceries 

v Carries laundry from wringer to line 
and back to house 

W Does dozens of other jobs on farms, 
in orchards, greenhouses, stores, gar- 
oges, warehouses, and factories. 
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When leaves 
come down, 


sales go up- 
on the 


Fall is pick-up season—clean-up season 
for your customers. You clean up too, 
when you offer the popular Milcor 
Pick-up Cart. Your customers really go 
for this handy pick-up cart when they 
see the time, steps, and effort it saves 

. when they see how much easier 
it makes yard and household work. 


With the Milcor Pick-up Cart, they 
can take as many as several basketfuls 
in one load—and wheel it away easily. 
The front end of the cart tilts to the 


ground for convenient loading and un- 
loading. The weight of the load rests 
on the wheels—not on the user's arms. 
Balance is perfect—no.tipping! Is it any 
wonder these carts sell by the score. . . 
especially in the Fall when there are so 


many hauling chores around the home! 


Get set to haul in the profits the 
fast-selling Milcor Pick-up Cart offers 
you! Stock and display them now. 


Write today for free descriptive literature, 
advertising, and dealer helps. 


MILCOR STEEL COMPANY, MILWAUKEE 1, WISCONSIN 
Inland Steel Products 


BALTIMORE 24, MD. @ 


BUFFALO 11, N. Y. @ CHICAGO 9, ILL. 


CINCINNATI 25, OHIO @ CLEVELAND 14, OHIO © DETROIT 2, MICH. 
KANSAS CITY 8, MO. @ LOS ANGELES 23, CALIF. © ROCHESTER9,N. Y. 










No Delay in Delivery 
'—NO WAIT FOR PROFITS! 



















Patented 





MOP WRINGER PAIL 


Now is the time to stock this popular item 
...to display it where your customers see it. 
For women are reading about it in Better 
Homes and Gardens, Good Housekeeping, 
House and Garden, Ladies’ Home Journal 
and House Beautiful. And every day more 
and more of them ask to see, want to buy 
the pail that wrings the mop without wet- 
ting lovely hands. We’ve stepped up produc- 
tion to meet the demand...can give you 
immediate delivery. Order from your Jobber 
— today. 
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CHLUETER MFG. CO. 





The Good Housekeeping 
Guaranty Seal Appears 
on Every Pail 

















ST. LOUIS. MISSOURI 
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ILLUSTRATED: 

® Cosco Model 4-D Step Stool. Gleaming 
a chromium finish, upholstered seat and 
Fy 


back. An ideal gift inspiration! 


| | 
| See the exhibit of COSCO Stools and | 
| Step Ladders. National Hardware | 
| Show — Oct. 15-18, Grand Central | 

| Palace, New York 
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r item & . : ° 
ate 4 $ To help send your holiday profits soaring toa new NATIONALLY ADVERTISED 
ecole Fi high, the manufacturers of Cosco Household Stools © Cosve’s Chelemeas adverdicing will 
é a are launching a special, pre-holiday advertising cam- catia ia tila etait teat 
eping, paign reaching almost 13,000,000 homes and urging PP 7 Q ee ae 
purnal . Yuletide shoppers everywhere to give practical pres- rmmereated nailer add 
more oun... detniie tha Cosce Chee. Home Journal, Better Homes and Gardens, 
o buy Breaking in five leading national magazines at a time when gift on on: eee a EN 
t wet- lists are in the making, this great, new Cosco program is geared a muee ( 
roduc- to produce top profits for your store. Make the most of this oppor- 
e you tunity. Stock plenty of modern, all-metal Cosco stools. There’s a 
obber : sturdy, stylish model for every purpose in every home—priced for 
My every purse: step stools, kitchen stools, youth chairs, bar stools and 
ee bathroom stools. All are smartly designed and beautifully finished, VA M/A HtoolA 
eping - with a wide variety of models, styles and finishes to provide the per- 
pears a fect selection for every customer. See your Cosco distributor or write 






for full information on the complete Cosco line and the hard-hitting 
promotion program—including free tie-in newspaper mat for dealers’ 
use—for increased Christmas sales! 
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HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA « The Leading Manufacturer of All-Metal Household Stools 
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Remington Rand bookkeeping machines 


reduce payroll 
administrative costs 


for hardware dealers 


58,000,000 workers in American industry today 
necessitate streamlined and mechanized payroll 
accounting for efficient administration. Whatever 
the size of your organization, deductions for social 
security, withholding taxes, pension plans or insur- 
ance premiums mean that your payroll procedure 


must be accurate, fast, informational and controlled. 


Remington Rand bookkeeping machines pro- 
vide the special features to solve your payroll 
problems. Every form you require— payroll regis- 
ter, statement, pay check or envelope, individual 
earnings record, etc., is prepared at one operation. 

Individual, adjustable registers accumulate each 


deduction separately. Cross computing registers 


compute and print the net pay automatically. Com- 





pletely electrified alphabet, numeral and operating 
keys speed each operation. Checks are numbered, 


dated and “protected” automatically / 


Let your Remington Rand specialist show you 
how this machine works on your payrolls. Write 
to Remington Rand Inc., Adding-Bookkeeping- 
Calculating Machines Division, Department HA, 
315 Fourth Avenue, New York 10, New York 








MACHINES FOR MANAGEMENT 
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Whatever your size... 


200 employees or 20,000 . . . complete electrification € 
and balances computed and printed automatically are just two of the many : 
Remington Rand features to help you eliminate waste effort in 











your payroll administration—give you extra facts and figures 
; for departmental and management control.. 
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when you modernize your store like this 


7. hardware store that presents 
an attractive appearance to the 
public . . . that looks smart, modern 
and inviting both outside and inside 
_.. is the one that draws the most 
business and makes the most money. 
This is a proven fact. 

So, make sure that “passers-by 
don’t pass you by.” Remodel your 
store now with Pittsburgh Glass and 
Pittco Store Front Metal. These are 
the outstanding leaders among store 
modernization products. They are 
more widely and successfully used 
than any others. If you wish, you can 
arrange for convenient terms through 
the Pittsburgh Time Payment Plan. 
Consult an architect for a _ well- 
planned, economical design. 





Meanwhile, fill in and return the 
coupon below, for your FREE copy of 
our interesting booklet, containing 
factual information and illustrations 
of many Pittsburgh Glass and Pittco 
Store Front Metal installations. 


“OPEN VISION” type stores, like this one in Cuyahoga Falls, Ohio, which utilize an attractive 
interior as a powerful display feature, are proving highly effective in increasing sales and profits. 
It's another example of how Pittsburgh Glass and Pittco Store Front Metal are being used by 
progressive merchants. Architect: James Wm. Thomas. 


Pittsburgh Plate Glass Company 


W NM 2311-7 Grant Building, Pittsburgh 19, Pa. 
Please send me a FREE copy of your illustrated brochure, “How Eye 
Appeal—Inside and Out—Increases Retail Sales.” 
STORE FRONTS a 
Address_ 
AND INTERIORS oy 
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into 
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NATIONAL PACKAGE SEALER 


Gives Clerks More Selling Time 
Pays for itself over and over again! 





Are your clerks losing valuable time — too busy 
wrapping instead of selling? National Package 
Sealers speed up the selling by speeding the 
wrapping. “Easy does it” in a jiffy — and you’re 
free to wait on more customers per hour, per day, 
per month, per year — and how it totals up! 


INQUIRE DIRECT FROM US 
or from our Salesmen 





money son res 






NASHUA, NEW HAMPSHIRE 









Please send more facts on National Package Sealer 








Company ___ 











Address Be 
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Hammered SILVER-CRAY Fi if 









These are truly America's finest cash and utility bor” 


| made of heavy gauge steel for rugged service; made wi 










appealing hammered silver-gray finish—beauty which tei 
lights the buyer. Baked-on finish for lasting life, good o 
pearance. Radius corners, counter-sunk handle, seam 
construction. Every fine feature has been provided! Ini © 


vidually cartoned. 


GENEROUS CAPACITY 


The box comes in large size—I!1!/2 x 6 x 434 — with te 
(No. 1923 $3.70* list) or without tray—(No. 923 $2.05 
list). This provides ample space for all average neei) 
Each box has flat lock—2 keys furnished. Your custom 
will want it! Sold by leading jobbers—or write us dire 
for full details. 


*Price slightly higher west of the Rockies. 
gry 


(Size 11%x6x 4g 


No. 192) 
With Tro” 













Without Trou 








= foy-4 mm erey, ¥-7-4) By 
2415 West 19th Street - CHICACO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 
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National Sales Representative 
D. E. Sanford Company 
Offices in Principal Cities 
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Be sure 
it’s a 


You'll find that buyers prefer the 
line of Kitchen Helps that bears the 
Dazey name. All of them turn over 
quickly at a good profit. 


DAZEY CORPORATION 
St. Louis 7, Mo. 


Retail prices FAIR TRADED 


The DAZEY Sharpit 


An accessory all 

housewives can use. Sharpens 
scissors and knives quickly without 
damage to blades. Fits the 
Dazey “One-For-All” Wall 
Bracket. 


The DAZEY Aluminum Juicer 


Bowl holds full pint of juice. 
Easy to clean—simply rinse under 
a faucet. Made of strong, 


satin smooth aluminum. Reamer and 


knob fn gay color combination of 
red, green, yellow or black. 
Model 120. 














The DAZEY De Luxe Can Opener 


A favorite with housewives 
for 20 years. More than 6 million 
enthusiastic users. Patented angle 
cutting wheel irons down can rims. 
Swings aside to hug wall when 
not in use. Model 80, cadmium. 
Model 80C, chrome trim. 





The DAZEY Plastic Juicer 







Spins juice from citrus, 

straining pith and seeds at 

the same time. New type plastic 
practically unbreakable. Cast zine 
handle absolutely guaranteed 
against breakage. Fits Dazey 
“One-For-All” Wall Bracket. 
Model 100. 


The DAZEY Triple Ice Crusher 


An ideal gift item. 

Instantly adjustable to crush 

ice coarse, medium or fine. Sturdy 
stainless-steel construction. 

Fits Dazey “One-For-All” 

Wall Bracket. Model 160, 
enameled body. 


The DAZEY Senior Can Opener 


All the features of the 

Dazey De Luxe in a simplified 
version. A leader in its price 
field. Turns over quickly. 

Also Dazey Junior Can 
Opener 


The DAZEY Egg Beater 


Newest member of the Famous 


Dazey Family of Kitchen Helps 


It beats... whips. .. mixes 

with remarkable ease. Precision-fit 
gears with high speed 4-1 

ratio. Stainless steel 

dashers. Entire beater 

sturdily built, heavily 

chrome plated. Sanitary 

and easy to clean. 


Adjustable Handle 


Easily and quickly adjusts to any 
position for comfortable use, elimi- 
nating wrist strain. Permits right 
and left-hand use—an exclusive 
Dazey feature. 
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Again CIPCO leads the way in 
merchandising builders hard- 
ware. CIPCO Kick Plates and 
Push Plates NOW are avail- 
able in individual packages... 
exclusive with CIPCO. e FS 













No confusion. No hunting for correct size 
or finish. The CIPCO package puts system 
into selling. Every unit is in an individual 
package with finish and size clearly indi- 
cated. Complete with necessary screws. 


Makes it easier to arrange your stocks 
for quicker selling . . . bigger profits. 
Available now—through your jobber or 
dealer. 


CITY PLATING & MFG. CO. 
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The Revelulionary New 
OUTDOOR 


7 SY 5. MOSQUITO-KILLER 
_— j ‘ - \" <- Comfort....... and convenience .......-. 
— ae real enjoyment of garden parties, camping trips, 
picnics, and other outdoor , activities. 


hard- : E A 5 Just light a Black Leaf Mos- 
i . quito-fumer and let its effec- 


s and 


avail- | © a tive ‘“‘smoke aerosol’’ drift 
ges... =f - an through the area — it quickly 
.- F n ir: a 


penetrates hiding places, and is deadly to 


ili mosquitoes. Full directions on each package. 


ystem |} hg ’ = 3 Made by the manufacturers of Black Leaf | 40" 
jidual i i: 


- indi- | ; - i; / BE SURE! 


he 


nate « a Get the package with the Black Leaf ! 
rofits. | q Se = CONTACT YOUR JOBBER NOW — 


IN PREPARATION FOR THE SEASON’S DEMAND 


A) toracco BY-PRODUCTS & CHEMICAL CORP. 


Z INCORPORATED - LOUISVILLE 2, KENTUCKY 


ra 
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Cash registers ring profit notes all year 
long, when brush counters are stocked 
with everyday household necessities—such 
as toilet bowl brushes and scrub brushes. 
In fact, many dealers feature these staples at 
a special counter reserved for always-in- 
demand merchandise. Andalways-in-demand 
brushes are OXCO brushes—made by Ox 
Fibre, the world’s largest maker of quality 
brushes. There are styles of OXCO brushes 
to appeal to every customer—and OXCO 
quality is customer-satisfying quality. 

So keep those cash register bells ringing all 
year long—stock and display OXCO prod- 
ucts—for steady, profit-building turnover. 


@ Imagine a ratchet-rod Trigger 
Type Calking Gun retailing at only 3% gy C0 toilet bow 


Ab 

: filling 
choice of 
colored bristles: 
—_ 





$1.98! Think of a gun that never needs 
cleaning! A light-weight all-steel gun that 4 

‘ ° # ; , -end an 
will last indefinitely. That's HANDICALK! oxco pointerer re two 


@ Fastest thing in calking. You simply snap 

the cartridge in the gun and pull the trigger. 

No gun caps, nozzles, washers, bolts or any 

other parts to fuss with. Gun rentals no 

longer necessary, because HANDICALK is 

made and priced to sell. Distributed through 

jobbers. Don't underestimate your needs. SEE YOU AT THE 
Write, phone or wire your gun and cartridge a ee eas — 


orders for earliest possible shipment. 
OX Fibre srusu CO:, CO 


INCORPORATED 


FREDERICK, MARYLAND 


FOUNDED 1884 
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Come See Us at BOOTHS 312 & 313 
NATIONAL HARDWARE SHOW 
October 15-18 


| 
COOK & DUNN PAINT CORP. 


SAINT FRANCIS STREET, NEWARK, NEW JERSEY 
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more profits 


for you! 


ENDS WAXING 
_-ENDS scRUBBIN 
DRIES IN ONE H 








Eliminates scrubbing and 


Perfect for Kitchen Linoleum 
waxing of woodwork 


Floors 
Over 1000 prominent stores throughout the country are now stocking, 
displaying and profitably selling PLASTICA No. 1 and No. 2. For here 
are two transparent Plastic finishes that are skyrocketing in consumer 
popularity from coast to coast, building up Extra Volume—Extra 
Profits for alert dealers everywhere. Feature them now—and see how 

Doubles the life of office quickly PLASTICA’S superb quality and thrifty low prices make More Ideal for beautifying and pre 

floor coverings serving furniture 
Profitable Sales for you! 





PLASTICA NO. 1 is a clear, trans- PLASTICA NO. 2 is a transparent liquid 
parent, liquid plastic linoleum finish that plastic all-purpose finish that is especially 
is easy to apply, dries quickly, is non- designed for woodwork, tabletops, fur- 
skid and actually eliminates waxing niture and wood floors. Eliminates scrub- 
and polishing. 1 quart covers average bing and polishing...is alcohol and acid- 
kitchen ... lasts up to 6 months. stain resistant—won't chip or crack! 








Adds hard, brilliant finish to 


Gives longer-lasting lustre to 
bar tops 


store floors Call or write for Liberal Dealer Offer 


PLASTIC COMPANY OF AMERICA 


GENERAL OFFICES: 3012 BROADWAY, CHICAGO 14, ILLINOIS 
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RETAIL DISPLAY NO. 1-D 


SUGGESTED RETAIL $1.45 . . ‘% Dz. 3” Brushes 
2%" Bristle %" Thick 


SUGGESTED RETAIL 1.79 . . %Dz. 3%” Brushes 
2%" Bristle %" Thick 


SUGGESTED RETAIL 2.00 . . %Dz. 4” Brushes 
2%" Bristle %" Thick 


A. G. JACOBUS’ SONS, INC. 


VERONA, NEW JERSEY 


Our complete line of paint 
brushes are made of pure 
black Chinese Bristles and set 
in vulcanized rubber. 


RETAIL DISPLAY NO. 2-D 


SUGGESTED RETAIL $.25e0. . 3 Dz. 1” Brushes 


1%” Bristles 5/16” Thick 


SUGGESTED RETAIL .33 ec. . 2Dz. 1%" Brushes 


2” Bristles 5/16” Thick 


SUGGESTED RETAIL .45ec. . 1 Dz. 2” Brushes 
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2” Bristles %” Thick 


Order TODAY from your jobber, or send this coupon: 
A. G. JACOBUS’ SONS INC. 

770 Bloomfield Avenue 

Verona, New Jersey 

Please ship at once: 


] Display No. 1-D cartons @ $13.50 
Display No. 2-D cartons @ $14.10 
Free Catalog 





All four assembly lines in this new plant*are now roll- All the latest-type equipment installed in this new plant’s 
ing—multiplying capacity several times and enabling 600,000 feet of floor space is hard at work — enabling even 
even Duo-Therm to surpass itself in volume! Duo-Therm to surpass itself in precision manufacturing! 


hes. .. this is the pay-off on Duo- 
Therm’s $3,000,000 expansion 
program—its expression of faith and 


confidence in the future of this great 
and growing industry. 


This is why it is now more evident 
than ever that when you sell Duo-Therm, 
you sell the leader! 


DU0-THERM | 


All th P — ‘ faciliti DIVISION OF MOTOR WHEEL CORPORATION 
the meeting rooms, display rooms, service school facilities LANSING 3, MICHIGAN 


and other innovations in this new plant-addition are now fully- 
equipped and in use—enabling even Duo-Therm to surpass itself 
in helping dealers sell! 


America’s Largest Manufacturer of Fuel Oil Heating Appliances 


OUO-THERM IS A MARK OF MOT“R WHEEL CORP., COPYRIGHT, 1947 
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In most cases, the ‘tag line" ends the story . . . but here's a well-known phrase that's only 
the beginning: ''This certifies that you have purchased a genuine WITT Can, which is guaran- 
teed against defects in material and workmanship and to 
outlast from 3 to 5 ordinary Cans." 

The guarantee tag which is attached to every WITT Can lists 
the reasons for the time-defeating superiority of these truly 
better products. Special materials, superior design and first- 
class workmanship are proved by amazing service stories told 
by WITT Can owners. 

And because they are increasingly quality-conscious, your cus- 
tomers find real value in WITT Cans . . . remember your store 
as "Where we got the WITT Can"... return again and 
again for other profit-making merchandise. 
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THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“GRIGINATORS OF THE CORRUGATED CAN” 


EL CORP., COPYRIGHT, 1947 
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BUILDER SATISFACTION—" #ollymade 

trademark means modern, streamlined design, utmost 
engineering skill in builders’ hardware, includirig 
latch and lock sets, cylinder sets, drawer knobs and 


plastic and metal pulls 


Tubular 4p) Bm G5 F/7 


él is distinctively fashioned with 
"ta ee Chrome, Satin Chrome, 
a C e S a & Polished Grass, Dull 
. t P Brass or Dull Bronze 
4 : finish on Cast Brass 


French Shank with 
Wrought Brass Body. 


These fully reversible 
yt ee oe No. 95 1/4 The “Santa Fe” 
Knob is handsomely finished 


deadlocks and Night ‘ No. 9% the “Los Angeles” is : fe in Dull or Polished Brass, 


an all plastic knob in ivory 2 f , | 
atches of advanced ie: ny ‘ Dull Bronze, and Satin or 
Lat = color that will not tarnish. All Nae e / ¢ Reliched Gheeme. Une 6 


i i : trim in wrought brass. Plastic ’ ] 
design and construction J j ¢ a og yal 
g ’ . material moulded around knur! - ro Wrought Sees Sede on 


eliminate the necessity ' . € a ed metal inserts. 


h right ; 
pe tt Ii j HOLLYMADE HARDWARE MFG. CO. 


Los Angeles 











Successors to 


PACIFIC PLASTIC & MANUFACTURING CO., INC 


16, CALIFORNIA 


@ Each HANDY PACK contains 100 beau- 
tiful Milapaco Lace Paper Place Mats or 
Doilies of a single design. The delicate 
design illustrated in full size on the outside | dla : iva 
of the carton, and the handy “use” ideas Ma | lemme 1 Regie Fore 
shown on the back, make Milapaco ‘‘Handy- ae Bi « & ’ 

Packs’’ powerful and steady ‘‘self-sellers”’ @ | a i? ; xe: Sroweay 
and at a unit-of-sale-price many times that # | “ Nala oute 
of other lace paper packaging. In a mass 
; display on counter or rack, women stop to 
admire and buy ‘‘Handy-Pack.” Prove these 
traffic-stopping sales builders in your paper 
goods department. 


, Handy BA. f a | 
Order Milopee Future ieccuheo LACE PAPER CO. BE Px 
packs Now ] 1306 EAST MEINECKE aves « uae 12, WISCONSIN 


ivery 
Delive Branch Offices and Warehouses: 98 Bleecker St., New York 12, N. Y 


1018 Santa Fe Ave., Los Angeles 21, Calif 
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5 PREWAY 


| Oil Heaters 
tne line tat) nuaede by move 


: in 


Pts 


z . 
alse 7” 


No RS 

- : It's time now to get down to business, time now 
F to give your customers the dollar values they 
Santa Fe want and can recognize. Give them heating 
4 The“’Santa Fe” power in B. T. U.’s that will out-perform all others. 
eae 
ze, and Satin of ‘ Give them personal comfort and freedom from 


ze, and Satin or 


Chrome. Has a 
Crees Bede 9 care that really touches their daily lives. Give 
them economy in fuel consumption that registers 


ft ——= — = ————" in their pocket-books. Give them year around 
functional service that heats in winter, cools in 
summer. Yes . . . give them Preway heaters — 
you can’t give them more. 


Preway Heaters are 


made in two sizes—with 


annem Major PREWAY Engineering Advantages 


Breeze pot burner. 


Heatmiser Jumbo 
Fuel Saver Panel Doors 


Only Preway heaters give you 

nach pyeoese: apd —— 2 _ Opening to 180°, these wide 
same amount of fuel, The long | tabinet doors provide quick + 
Guners of Game ising Sata and direct radiant heat — are 
2 ght d ve ht by the most effective and welcome 
leataileer on ime se | when heat is wanted in a 
Sin’ conibusti her “ieull hurry, such as taking the 
before ‘reaching the chimney. morning chill off of rooms. 
This increased flame travel as- 

sures added heating capacity. . 








“Weather-Wizard 
Forced Air Unit 


- Preway alone has this of 
fo air circulation 
lly di- 
s to eliminate 
delivers warm 
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Turn Your Wrapping Time 
into 
Selling lime! EF 
















beautiful 
Hammered SILVER-CRAY Finish 














g 





| These are truly America's finest cash and utility bom 
| made of heavy gauge steel for rugged service; made with” 
| lights the buyer. Baked-on finish for lasting life, good ap. 
| pearance. Radius corners, counter-sunk handle, seamless 

construction. Every fine feature has been provided! Indi. 


| vidually cartoned. 


appealing hammered silver-gray finish—beauty which | 


GENEROUS CAPACITY 

The box comes in large size—!1!/2 x 6x 434 — with tray 
| (No. 1923 $3.70* list) or without tray—{No. 923 $2.30* 
| list). This provides ample space for all average needs. 
| Each box has flat lock—2 keys furnished. Your customers 










will want it! Sold by leading jobbers—or write us direct 


NATIONAL PACKAGE SEALER | s#s=s | 
Gives Clerks More Selling Time eT eee re 
Pays for itself over and over again! 













Are your clerks losing valuable time — too busy 
wrapping instead of selling? National Package 
Sealers speed up the selling by speeding the 
wrapping. “Easy does it” in a jiffy — and you're 
free to wait on more customers per hour, per day, 
per month, per year — and how it totals up! 






No. 1923 
With Tray 












INQUIRE DIRECT FROM US 
or from our Salesmen 






woncie paris want 
menir sen ree 











ASHUA PACKAGE SEALING (9, 


NASHUA, NEW HAMPSHIRE 
Please send more facts on National Package Sealer 





ae Aes CAN COMPANY 
2415 West 19th Street - CHICAGO 


Export Representatives 
Company — ——— <2 FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Address Cable Address: “FRAZAR” New York 
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Be sure 


You'll find that buyers prefer the 
line of Kitchen Helps that bears the 
Dazey name. All of them turn over 
quickly at a good profit. 


DAZEY CORPORATION 
St. Louis 7, Mo. 


Retail prices FAIR TRADED 


National Sales Representative 
D. E. Sanford Company 
Offices in Principal Cities 


SEPTEMBER 25. 


The DAZEY Sharpit 


An accessory all 

housewives can use. Sharpens 
scissors and knives quickly without 
damage to blades. Fits the 
Dazey “One-For-All” Wall 
Bracket. 


The DAZEY Aluminum Juicer 


Bowl holds full pint of juice. 

Easy to clean—simply rinse under 
a faucet. Made of strong, 

satin smooth aluminum. Reamer and 
knob {n gay color combination of 
red, green, yellow or black. 

Model 120. 


The DAZEY De Luxe Can Opener 


A favorite with housewives 

for 20 years. More than 6 million 
enthusiastic users. Patented angle 
cutting wheel irons down can rims. 
Swings aside to hug wall when 
not in use. Model 80, cadmium. 
Model 80C, chrome trim. 


Spins juice from citrus, 

straining pith and seeds at 

the same time. New type plastic 
practically unbreakable. Cast zinc 
handle absolutely guaranteed 
against breakage. Fits Dazey 
“One-For-All" Wall Bracket. 
Model 100. 


The DAZEY Triple Ice Crusher 


An ideal gift item. 

Instantly adjustable to crush 

ice coarse, medium or fine. Sturdy 
stainless-steel construction. 

Fits Dazey “One-For-All” 

Wall Bracket. Model 160, 
enameled body. 


The DAZEY Senior Can Opener 


All the features of the 

Dazey De Luxe in a simplified 
version. A leader in its price 
field. Turns over quickly. 

Also Dazey Junior Can 
Opener 


The DAZEY Egg Beater 


Newest member of the Famous 


Dazey Family of Kitchen Helps 


It beats... whips. .. mixes 

with remarkable ease. Precision-fit 
gears with high speed 4-1 

ratio. Stainless steel 

dashers. Entire beater 

sturdily built, heavily 

chrome plated. Sanitary 

and easy to clean. 


Adjustable Handle 


Easily and quickly adjusts to any 
position for comfortable use, elimi- 
nating wrist strain. Permits right 
and left-hand use—an exclusive 
Dazey feature. 











Test the sensational new TOP LINE 
Model 1300 and you'll see for yourself 
just why customers go for this revolu- 
tionary electric room heater. Feel the 
radiant warmth surround you the minute 
you turn it on; then see how quickly it 


heats the whole room! Notice, too, how ' 


it’s engineered for safety—won’t tip over, 
won’t harm the finest floor or rug. Look 
at its beautiful design and finish (irides- 
cent blue heat-baked enamel!) and the 


lustrous blonde maple handle and feet. Women customers 
love it—and you'll love it too when you see how fast it 
sells in your Fall heater promotion. Write for catalog 


sheets and prices today. 


Address: Dept. ~* 


—_ 









OP LINE 


TRADE-MARK REG. U.S. PAT. OFF. 


APPLIANCES 





Radiant Heat 
Reflected Heat 
Con 
with natural up 
draft circuletion 


vection Heat 


TENNESSEE VALLEY 
MARKETERS, INC. 





117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 





*” Pioneers in Electrical Appliance Manufacture * 





in the Tennessee Valley 















SHOL 
NOW 






Moore light... more styling .. . more 


distinction—that’s the new Lawson “60” 












2 





Line of Light Fixtures. Four tubular 


shades—held in beautiful chromium- 


plated brackets— insure glareless, per- 
fectly balanced illumination. And Lawson 
provides this new, de-luxe styling at 


moderate prices. Write for catalog today! 


World's Largest Ta | DELIV 
Builder of Lwson 2% 10 ¢ 


Bathroom Cabinets | BATHROOM Packed 
| \ CABINETS j 


THE FH. LAWSON CO, es 


| 805 EVANS STREET... Cincinnati 4, Ohio 
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| 131 YEARS 
| OF QUALITY 


4, Ohio 


ARE AGE 


SHOULD OUTLAST ANY OPEN FRONT SEAT 
NOW ON THE MARKET—REGARDLESS OF COST! 


@ Manufactured of a special plastic formula developed 
in cooperation with The Dow Chemical Co. 


Built for years and years of service. 

Won't chip or peel. 

More sanitary, easier to clean. 

Fits all standard bowls. 

Furnished with brass fittings, rubber bumpers. 
Available in JET BLACK only. 


DELIVERY 60 TO 90 DAYS: F.O.B. OUR PLANT 
2% 10 days, 30 days net 


Packed in individual cartons - 6 to a master carton 
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lling “Lifetime’’ Seat 
g profit opportunity! 


SEAT 


SEE US AT THE 
NEW YORK 
HARDWARE SHOW 
Booth 450 


99 


USUAL 
DISCOUNT 


NOW-: BIGGER SELLER THAN EVER 


with a Reduced Price and 5 Eye-catching Colors! 


FEDERAL’S 
“Lifetime” SEAT 


Was *975—NOW 
ONLY 


]39 


RETAIL 


P 


Acid-resistant plastic, feather-light, strong as 
steel! Chrome-plated., solid brass fittings! And 
now available in five beautiful colors: rose, 
blue, green, black or white —all with a smart 
marbleized effect. Unconditionally guaranteed. 


SEAT CORP. 


, LONG ISLAND CITY 1, 
milton, Ont. (Canadian prices slightly aha 
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‘No Delay in Delivery | 
‘NO WAIT FOR PROFITS! | 













Patented 










MOP WRINGER PAIL 





Now is the time to stock this popular item 
...to display it where your customers see it. 
For women are reading about it in Better 
Homes and Gardens, Good Housekeeping, 
House and Garden, Ladies’ Home Journal 
and House Beautiful. And every day more 
and more of them ask to see, want to buy 
the pail that wrings the mop without wet- 
ting lovely hands. We’ve stepped up produc- to pro 



















lo 


THE PATTERSON-SARGENT CO. 


~ 
N 
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tion to meet the demand...can give you Cnaney 

immediate delivery. Order from your Jobber sand 

— toda retin 
y: bathrd 


with g 
fect se 
for fu 
prom 
use— 


The Good Housekeeping 
Guaranty Seal Appears 
on Every Pail 






CHLUETER MFG. CO. 





ST. LOUIS. MISSOURI 








HAMILTO 
SEPTEM 









ivery | | 
FITS! , ms MILLIONS WILL READ THIS MESSAGE: 


‘fake Yours a case Christmas 






ILLUSTRATED: 


® Cosco Model 4-D Step Stool. Gleaming 






chromium finish, upholstered seat and 






back. An ideal gift inspiration! 






| 

| See the exhibit of COSCO Stools and 
| Step Ladders. National Hardware 
| Show — Oct. 15-18, Grand Central 
| Palace, New York 
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ao 
= oe $ To help send your holiday profits soaring toa new NATIONALLY ADVERTISED 
it. i ¥ 
S see high, the manufacturers of Cosco Household Stools ® Cosco’s Christmas advertising will 
Better are launching a special, pre-holiday advertising cam- : . , ; 
; ; : ‘ appear in five leading magazines having 
eeping, 3 paign reaching almost 13,000,000 homes and urging 7 ? hoe 
. x : im a total circulation of 12,773,966—Ladies 
Journal : Yuletide shoppers everywhere to give practical pres- 
" : ‘ Home Journal, Better Homes and Gardens, 
y more ents... 40 make this a Cosco Christmas. 
" ‘ . ‘ ‘ ‘ , American Home, Household and Parents’ 
to buy Breaking in five leading national magazines at a time when gift uM : 
ut wet- lists are in the making, this great, new Cosco program is geared oe 
roduc: to produce top profits for your store. Make the most of this oppor- 
ve you tunity. Stock plenty of modern, all-metal Cosco stools. There’s a 


sturdy, stylish model for every purpose in every home—priced for 


Jobber 


every purse: step stools, kitchen stools, youth chairs, bar stools and 
bathroom stools. All are smartly designed and beautifully finished, VY 54 4 { tools 
eeping with a wide variety of models, styles and finishes to provide the per- 


ppears fect selection for every customer. See your Cosco distributor or write 


' ' " 
for full information on the complete Cosco line and the hard-hitting “Alyled ie wiling prelly 


promotion program— including free tie-in newspaper mat for dealers’ 







use—for increased Christmas sales! 










HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA + The Leading Manufacturer of All-Metal Household Stools 
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These Two Bulletins 
TELL THE STORY OF 


PEERLESS 
QUALITY 


PEERLESS 
WATER KING ° 


For shallow wells. 


im ZIPPER TOP Xd” 
| RUBBISH BURNERS 
ACW ah mh a If SAY : 


Write For Your 
Copies Today 


Read for yourself 
the convincing details 


of quality construction 


of Peerless’ two domes- 
tic water systems. You'll 


be sold on their well- Capacities: 275 to 


constructed, trouble-free 860 gals. per hour. 


Everybody’s a prospect.., 
homes, stores, hotels, fac- 
tories, institutions, parks 
... all need trash burners. 
Here’s the finest burner 
of them all...here’s the 


pumps. Peerless knows best seller of them all! 


that these quality pump- 


ORDER NOW- start that Cash Register Ringing! 


Heavy Duty Burner HW 303—Extra: 
heavy steel wire for extra-long 
b= service. Unique Zipper Top opens 
makes a Peerless dealer- peERLESS when you pull, closes when you 
WATER SYSTEM img ii push any one of series of inter 
locking loops. No cover to lose, 
non-sagging, smoulder-proof Vol- 
cano Bottom—300% stronger than 
flat-bottom construction. Close: 
mesh (1’’) rust-resisting wire; heat: 
proof welded joints; 28’ high, 
20” diameter at top; weight 96 7 
lbs. to the dozen. 


ing systems... plus 
Peerless merchandis- 


ing and advertising 











ship a partnership for 


profit. Write today for 











PEERLESS 
JET SYSTEM 


For deep or 
shallow wells. 
Capacities: 120 to 
7500 gals. per hr. 


your copies of these 





Bulletins and other details 





of Peerless support for 


dealers selling PeerlessWater 


Price and Quality Leader—the Standard 
Economy Zipper Top HW 1270. Has same 
quick, convenient, ‘‘Lose-proof’’ Zipper Top 
and no-sag, no-smoulder Volcano Bottom 
construction as No. HW 303. 26” high, 
20” top diameter; strong rust-resisting- 
finish wire. Weighs 62 lbs. to the dozen. 


Order Zipper Top Rubbish Burners from 
your jobber Today! 


King Pumping Systems and 


Peerless Jet Pumping Systems. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORPORATION 
Factories: Indianapolis, Ind. * Quincy, Ill. © Los Angeles 31, Cal. 
District Offices: Canton 2, Ohio; Philadelphia Office: Sub- 
urban Square; Ardmore, Pa.; Atlanta Office: Rutland Bldg.; 
Decatur, Ga.; Dallas 1, Texas; Los Angeles 31, California 


UNION STEEL PRODUCTS COMPANY 


126 Berrien Street a Albion, Michigan 
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It Pays To Sell 


SADDLERY HARDWARE 


The name MOLINE on Saddlery Hardware 
means that it is a good product. MOLINE 
Quality products are widely 
known and have given satisfac- 
tion to thousands of farmers for 
many decades. The MOLINE 
line is the best that money can 
buy, and a profitable line to 


handle. 
e 


BRIDLE BITS 

No. 47 Stiff Mouth. No. 
47\/2 Jointed Mouth. Six 
inch mouthpiece. 234" ring. 


SNAPS 


No. 200 flat spring snap 
with non-corrosive spring. 


BUCKLES 


No. 167 Loop and Imita- 
tion Roller Buckle. '!/," 


Write to Dept. HA-10 for com- 
plete Saddlery Hardware Cata- 
log and prices. WE SHIP QUICK! 


IRON WORKS 


A 
MOLIME ILLINOIS, u.S 





Sick Picker Rollers 
Teed the Squirrels 
ro hh 





Corn Picker 
Roll Compound 


A Quick Profit Item 
That Builds Traffic 


Noursite Picker Roll Compound is an especi- 
ally prepared petroleum adhesive for use on the 
rollers of mechanical corn pickers. Continuous 
use makes these rollers so slick that serious loss 
results from valuable corn slipping onto the 
ground. Light applications of this compound 
several times a day on both husking and picking 
rollers enable all types of corn pickers to pick 
and husk cleaner and better. 





You can order all Nourse 
products from your Whole- 
sale Hardware Jobber. If 
he cannot supply you, or- 
der from the Nourse Oil 
Company direct. We will 
gladly ship through any 
Wholesaler you request. 


Complete catalog of 
Nourse lubricants and 
Petroleum Specialties. 
Write for your copy. 


Noursite Picker Roll com- 
pound has been ‘‘Farm 
Tested” for years. Increased 
production now makes it 
available for sale wherever 
mechanical corn pickers are 
in use. Backed by the 
“Nourse Iron Clad Guar- 
antee.”’ 

Order a supply from your 


wholesaler today or write di- 
rect. Sold only thru dealers. 


SE OIL COMPANY 


KANSAS CITY 8, MG. 
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MARKET...REPUTATION... MERCHANDISING 
combine to help you... 


Sell Ferguson! 


The Ferguson Name and Reputation is solidly backed 
by years of consistent advertising and on-the-farm 
promotion. Together with Ferguson Implement per- 
formance, they have built a volume demand among the 
over 300,000 owners of Ferguson System Tractors. 

These owners have been waiting for the day when 
increased production would allow them to complete 
their line of Ferguson Implements and to obtain re- 
placements. Now, these Ferguson Implements—more 
than 40 of them—are becoming available in increas- 
ing volume. 

To build even greater demand, more than 14 
million monthly advertising messages in National, 
State and Sectional Farm Papers continue to help 
Sell Ferguson. In addition, a complete new local tie-in 
program is available to help Ferguson Dealers cash 
in on Ferguson Implement Advertising. 

Yes, it pays to Sel! Ferguson. Let us tell you more 
about it. Write for information about the Ferguson 
Franchise and the profit opportunities in your territory. 


HARRY FERGUSON, INC., 3639 E. MILWAUKEE, DETROIT 11, MICHIGAN 


Here are some of the 
reasons why dealers profit when they 


Sell Ferguson| 
FERGUSON 


SYSTEM 


IMPLEMENTS 


Copyright 1947 by Harry Ferguson, Inc. 
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Moldboard Plows 
Two-Way Plows 
Single Disc Harrows 
Tandem Disc Harrows 
Spring Tooth Harrows 
Offset Harrows 

Row Crop Cultivators 
Lister Cultivators 
Corn Planters 

Corn Pickers 

Feed Grinders 

Power Saws 
Terracers 

Tillers 

Weeders 

Grain Drills 

Mowers 


Rotary Hoes 


Implement 
Service Parts 


Accessories 














now Gradder PACKAGED FITTINGS 


erevere Make Time for Handling Other Things 


Grabler Square ‘‘Gee’”’ Packaged Pipe Fittings reduce handling and 

















waste. Packaging protects fittings while in stock. One size and type 
of fitting packaged in a small carton. Label plainly indicates type, 
size, and number of fittings in each carton. Packaged fittings are 
easier to handle, easier to stock, and easier to sell. Small cartons are 
shipped in sturdy master containers sized for convenience in storing] 
and handling. Inquire of your wholesaler if he has Grabler Square 
“Gee” Packaged Fittings on order. Even though short in supply, 


everything possible is being done by us to meet his and your needs, 






THE GRABLER 
__ MANUFACTIE"\ 


* 


J Ws 













undamaged when taken from the carton as they were 
when they were packaged at the factory. Grabler Square 
“Gee”’ Packaged Fittings are protected from rust, ditt, 
and damage. Every fitting is clean, usable, saleable, andj 





profitable. Nationally advertised Grabler Square ‘Gee’ 
Packaged Fittings have a constant, steady rate of turn 
over, and Grabler Square “Gee” Packaged Fittings 


cost you not one cent more. 
a 










THE GRABLER MANUFACTURING CO. 


6565 BROADWAY +++++ CLEVELAND 5, OHIO 


RAB 








THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings © AAR Fittings | GO ¢ 
Unions e@ Rail Fittings © Cast Iron Steam and Drainage Fittings 
Patented Drainage Fittings © Brass Fittings and Unions e Steel and Brass Nipples SEPTEM! 






Hangers @ Floor and Ceiling Plates e Copper Tube Solder-Joint Fittings 
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%s turn of Leek 


and the latch 
1 as they were stays back 


Grabler Square 


rom rust, dirt, 


- as clean and 


, saleable, andi 
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y rate of turn 
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PB«F.Corbin Division 


New Britain, Connecticut 


kG OOD BUILDINGS DESERVE GoOoD HARDWARE 
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CASH IN ON THIS BURPEE 


Christmas Gift Sensation 


BACKED by the greatest name in seeds, this 
unique selection of flower seeds means extra 
profits to you! Cash in on today’s great demand for 
flower seeds—half of all American families have 
gardens. Stock this fast-moving gift sensation right 
away! 


de Luxe Gift Box 
of BURPEE 
_ FLOWER SEEDS 


This beautiful, bright red gift box (9% x 10% in.), 


decorated 


with a lovely Kodachrome garden scene, is so eye-appealing that 


it will sell itself. 


The perfect Christmas gift, it is also appro- 


priate for Valentine’s Day, Easter, Mother’s Day and Father’s 


Day— 


ideal for birthdays and bridge prizes. All 12 packets have natural 


color pictures of the flowers they will produce—enough for a whole 


garden! They are truly “The Hit Parade of Favorite Flowers.” 
Burpee is the best-known, most advertised brand of seeds. 


Leading 


magazines and newspapers have published many articles and news of 


Burpee seeds. The famous slogan ‘ 
among gardeners everywhere. 





DISPLAY RACK 








‘Burpee Seeds Grow” is a buy-word 


“—— 


Shipped Prepaid 


TERMS—60 days net, 
or less 2% cash dis- 
count for payment 
within 10 days from 
date of invoice to those 
with established credit, 
or 8% discount when 
cash nies order. 





Immediate Delivery! 


eel 





Retails 
for only 1 


Costs you 60¢ 





Color Packets 


A SPECIAL SELECTION 
OF FAVORITE FLOWERS 


All 12 full-size color packets, 
2 in each of the 6 compart- 
ments, show their regular sell- 
ing prices, ranging from 10¢ 
to 25¢—they total $2.20. An 
outstanding gift value. 


Bi + Send Your Order Today 
OC Your Customers Buy 


; bode 
—<—-_ W. Atlee Burp ee Co. a $2.20 Gift for $1 


PHILADELPHIA 32, PA. CLINTON, IOWA 
































This is a representative showing 
of Seymour Smith products . . . 
the net result of long experience 
in making fine tools for gar- 
deners, nurserymen, tree experts, 
utilities, mechanics, and others. 


These products are packed in at- 
tractive, colored cartons, accom- 
panied by effective store displays, 
the whole backed up by advertis- 
ing in garden, farm and general 
magazines. 


Popular-Priced 
CLIPPER TYPE 
PRUNERS 


TREE TRIMMERS Six Types 


The Seymour Smith line is available 
through jobbers only. 


SEYMOUR SMITH & SON, INC. | oi 
900A Main Street 
OAKVILLE, CONN. MILK CC 

High =e 

Quality 


HEDGE 
SHEARS 


Four Types 


=, 





LONG HANDLED 
PRUNERS 


é 





Sales Representatives 
JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, N. Y. 
Standard 
GRASS 
SHEARS 





Stand-Up 

EZY-CUT => 
GRASS 
SHEARS 
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Sift for $1 CPI LY DOLL Ok E THE WESTINGHOUSE FARM WELDER 
: OFFERS A BIG, PROFITABLE MARKET NOW 


More and more the farmer is becoming aware of the time 
and moneysaving advantages of welding: 

for “on-the-spot” repairs « for special equipment he can 
build himself « for hard-facing cutting edges, for longer life. 

Cash in, today, and get your share from this expanding 
market. 

The new sturdy Westinghouse a-c farm welder, designed 
especially for rural electric power, comes complete with 
all accessories . . . at low cost. Welds quickly, easily, safely. 
NEMA approved, it is available in three ratings— 130, 160, 
180 amperes. It comes with a complete merchandising 
package ... puts a salesman on the floor to boost your sales. 

Farmers are ready to buy, now. In a recent survey of six 
midwestern states—one out of every six electrified farms 
want welders NOW. Why not get on the job early with a 
product that’s available now . . . and get your share of this 
profitable business? Mail the coupon for complete 
dealer information. 





Westinghouse Electric Corporation 
Farm Products Section 
P.O. Box 868 

OTHER WESTINGHOUSE FARM PRODUCTS Pittsburgh 30, Pa. 


AVAIL ABLE MN yy! I am interested in dealer information on the following 
—_ = perhge e Westinghouse Farm Products. 
——“ io r ' 


[| Farm Welder | | Milk Cooler {| Water Heaters 


re, —* ! Be t t ( 
& > : ‘J |_| Farm Lighting Devices [_] Lamps 


F , wee 
cr, PLANNED FARM LIGHTING LAMPS U4 


Westinghouse 


PLANTS IN 25 CITIES... OFFICES EVERYWHERE 
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SELF-SEAL 
STEP-ON CAN 


CONVENIENCE The famoars TWO-STEP TREADLE. Step 
once, step off...it OPENS and STAYS open... Step again, step 
off...it CLOSES. 





CAPACITY 16 full quarts. Big, without "7 POLORON 
being bulky, because it’s square. Lasts 
average family 3 days without emptying. 





HEAVY DUTY Made of steel twice the 


gauge commonly used. 





“TITE SEAL” Heavy lid with rubber 
gasket keeps odors IN—keeps insects OUT. 








BEAUTY Gleaming white triple-ply enamel. Modern streamlined 
design. Complements finest kitchen. 


16-qt. inner can of rustproof Armco Aluminized Steel 





POLORON PRODUCTS, inc. - 55 AVENUE E, NEW ROCHELLE, N.Y. 


For 16 years, known from Coast fo Coast for 


RED CAP (<>, WOODLAND THERMEX WOODLAND Lz) WOODLAND 
PICNIC [see] PICNIC PICNIC PORTABLE [=i CHARCOAL 
JUGS JUGS JUGS ICEBOX GRILL 


er 
SS 





ee nr 








ALL BASKETS FURNISHED IN BRIGHT NICKEL FINISH 
LARGE ROOMY WIRE DISH DRAINERS ° 





PRECISION 
BUILT 


BICYCLE & 
With extended basket for silverware and cups. Heavy TRICYCLE BASKET 


wire frame—spot welded. Capacity for 12 plates. 
LOOP OVER KNUCKLED CONSTRUCTION 


3 . ntti sg _ ge 4 Sturdily constructed of heavy gauge wire 
18" by 13" by 4/2, (Bright wee ie 2 with bright nickel finish. Complete with 
16" by 13" by 4! (Bright Nickel Plated) nuts, bolts, and struts, ready for assembly. 
Write for information and literature, set-up for jobbers. Available in three sizes 

Loop Over Spot Welded 
15%" x 10” x 5” 15%” x 10” x 5” 
16%" x 11” x 6” 16%" x 11” x 6” 
te «4 19" x le ats a 


HI TCHELL INDUSTRIES 


4424 PAUL STREET ¢ PHILADELPHIA 24. PENNA. 
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NESCO EVENHEET COOKING UTENSILS ARE 
MADE OF 3 LAYERS OF METAL FUSED TOGETHER: 
Locked in gleaming 
stainiess steel, endur- 
ing ond good-looking! 


A metal core thet 
spreods the heat for 
even, faster cooking! 


1. Covered Sauce Pans—2, 3 and 4-quart. 
2. Percolator—8-cup. 
3. Covered Sauce Pots—4, 6 and 8-quart. 


4. Multiple Purpose Double Boiler—3 and 
4-quart. Combination of sauce pan (1) 
and mixing bowl (6). 


5. Covered Fry Pan—8” and 10”. 


6. Mixing Bowl—1¥/2 and 2'/2-quart capac- 
. ity—fits 3 and 4-quart sauce pans. 





items 
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STAINLESS STEEL UTENSILS 


HE beautiful new Nesco Evenheet 
Utensils offer many revolutionary 
advantages that make them the biggest 
news in housewares for several years. 
A special heat-diffusing metal 
between chrome-nickel stainless steel 
surfaces spreads the heat quickly 
through both the bottom and sides. 
This avoids “spot scorching,” saves 
fuel and time, because heat is more 
efficiently utilized. In every way, 
Nesco Evenheet utensils are built for 
perfect cooking and peak satisfaction! 


NATIONAL ENAMELING 


Surfaces stay bright— 
make cleaning work light! 

Without scouring or special cleans- 
ers, Evenheet Stainless Steel Utensils 
stay bright indefinitely with just 
simple washing. They resist food- 
acids, stains, rust, corrosion, crack- 
ing, denting, bending and scratching, 
and remain beautiful for years. 

Get in on the profits from Nesco 
Evenheet Stainless Steel Utensils! Get 
in touch with your Nesco distributor 
or write us direct for information 
about this fine new Nesco line! 


& STAMPING COMPANY 


270 NORTH 12th STREET, MILWAUKEE 1, WISCONSIN 


Sales Offices: 1430 Candler Bidg., Atlanta + 1166 Merchandise Mart, Chicago * 200 Fifth Ave., New Yort 
Western Merchandise Mart, San Francisco + 901 Ambassador Bidg., St. Lovis 
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FEATURE-PERFECT FOR 
QUALITY SELLING! . 


1. ‘“Slumber-Sentinel’’ Tempera- 


V sure Control ... the simplest, surest 


thermostatic control ever developed 
to maintain temperature accuracy. 
Simply set it and forget it. 


2. Good Housekeeping Guaranty 
Seal and Underwriters’ Laborato- 
ries Seal... granted to UNIVERSAL 
Electric Blanket assure your custom- 
ers of high -performance and safety 
standards, 


3. Plenty of Spread for Double 
Bed... Customers will be impressed 
by this big quality Blanket 72” wide 
by 90” long assuring plenty of spread 
for double bed. 


4. High-Quality Blanket with Pre- 
cision Control... the UNIVERSAL 
Blanket is a fine quality Blanket 75% 
wool... beautifully satin bound at 
each end... and for added safety six 
separate thermostats guard a-vainst 
overheating. 





Comes in Rose, Blue and Green 


OW. . . THE SENSATIONAL new UNIVERSAL Electric 
Blanket with the exclusive “Slumber-Sentinel” 
‘Temperature Control opens up new profit opportuni- 
ties for retailers everywhere. This fall will be one of 
the greatest Electric Blanket seasons ever ... be alert, 
capitalize on the extra value and extra profits from 
this great sales potential with the famous UNIVERSAL 


Electric Blanket. 


To capture this market for your store, UNIVERSAL 
has prepared the greatest promotion in Electric Blan- 
ket history... featuring famous feature firsts of this 
sensational UNIVERSAL Electric Blanket... directing 
traffic to your store... pre-selling consumers on its 
quality features... telling them to look to your store 
as UNIVERSAL Electric Blanket Headquarters in your 
community! And the campaign is timed seasonally 
when Electric Blankets are easiest-to-sell. 


Take fulladvantageof this great selling opportunity 
Call your nearest UNIVERSAL distributor today. Don’t 
miss the chance to participate in this great campeign 
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MAKE MORE BLANKET SALES! 
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“ THE HOUSTON CHRONICLE 
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TAKE FULL ADVANTAGE OF THIS 
GREAT FALL BLANKET CAMPAIGN! 


UNIVERSAL’S big fall Bianket promotion includes full 
page four-color advertisements in leading national 
weeklies and monthlies throughout October and No- 
vember and a great newspaper campaign in over 150 
key markets that tie in dealers featuring UNIVERSAL 
Electric Blankets. In addition, UNIVERSAL Dlankets 
are being featured on the nation’s top audience par- 
ticipation shows over national networks during this 
campaign delivering 31 million radio impressions 
every week. Window displays, counter cards, folders 
and ad mats have been specially prepared for dealers. 


Fa 


r e ; 
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UNIVERSAL 


LANDERS, FRARY & CLARK «+ NEW BRITAIN, CONN. 
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5, Me ongen 
us ttle 


Drip 


individual coffee P 


Cover and Cup Hold- 

er in GAY PLASTIC... $489 

Red, Yellow, Green, complete 
or Ivory. 


MAKES DRIP COFFEE 
RIGHT IN THE CUP... 











Add boiling water 





write to. 


THE GEORGE S. THOMPSON CORPORATION 
509 Mission St., South Pasadena, Calif. 





The BIG SELLING céaner 


that REPEATS and REPEATS 
BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 
@ nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 


in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 





home craftsmen alike 
its powd 

form stays ready to 

use—mixes with water 





Consumers 
Patching Plaster 
+» mixes white 


in cold water. 


—works so easily. No checking or 


Tiger Grip tl- shrinking. Quick 
Paste— bond to old 





favored for use 
on wood floors 
—only a thin 
coat needed— 
no special tools 
—just a scrap of 
linoleum for a 


plaster without 
sizing. In 1, 2/2 

& 5 lb. cartons; wm Cold Water 

2, 5, 10 & 15 lb. paper bags; 50 Ib. 
bags—100 & 300 Ib. bbls. 








spreader. 2 pt., 
pt., qt., 1 5 


gal. containers. ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 





Feature the 


jp SWING -A'Way 


JAR OPENER and 
SEALER 


with 
YOUR FALL CANNING DISPLAY 


Make money 

for yourself. 

Save money for 
your customers. The 
effortless tight seal 
made with the floating 
jaws of a SWING-A- 
WAY Jar Closer pre- 
vents spoilage. As o jar 
opener, it’s always in 
season. As a jor Sealer 
it's hot right now! 


STEEL PRODUCTS anracrunne 


4100 BECK AVENUE ° ST. LOUIS 16, MISSOURI 
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IUDPae@ RUBBER COATED 


EGG BASKETS 


For quality egg production, profit-minded poultrymen 
use Androck rubber-coated egg gathering baskets for 
collecting and cooling eggs. Holds 15 dozen eggs 
(% crate). Heavy black rubber coating. 





BALE HANDLE 
with easy, 
comfortable grip. 





RUBBER COATING 
prevents breaking 
of eggs. 


7 HT, pac act Hf 


48 i 


| ° ar 
iy of Ay 


BASKET SIZE 
13” top; 

11” bottom 
9” high. 


CAPACITY 
15 dozen eggs 


#2393—RUBBER COATED (% crate). 


#393—GALVANIZED WIRE 





THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., ROCKFORD, ILL., NILES, MICH. 
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666 LAKE SHORE DRIVE 





} CHICAGO 11, ILL. 
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- Nuonising 


HARD ROCK MAPLE PRODUCTS 
BEAUTIFULLY FINISHED AND 


® CAREFULLY SELECTED FOR QUALITY 


New Modern Designs in 
Munising’s Super-Hi Finish 


HAND CARVED SALAD BOWLS @¢ _ SALAD SETS 

WOOD CHOPPING BOWLS:* WOODEN SPOONS 

PLAIN SALAD BOWLS ® LADLES * ROLLING PINS 

CLOTHES PINS * STEAK MAULS * WOOD PLATES 
SPECIALTY WOOD PARTS* 


*Munising’s Marquette plant is one of the largest manufacturers 
of special wood parts and turnings. If you have a wood parts 
problem we'll be glad to work it out for you. We have 18 
million feet of lumber capacity. 


RUSH THIS COUPO 


MUNISING WOOD PRODUCTS CO., INC. Dept. P-97 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 


Please send me newest catalog and prices. 
Firm Name 

Name Title 
Address 

Cy... ____ State 














FOR SAFETY’S SAKE—SAY 


Broad Bevel Inside Lock Set 


AN OLD FAVORITE ALL 

DRESSED UP IN ‘'SUNDAY- 

GO-TO-MEETING"’ 
CLOTHES 


¢ Standard Size 
Lock, just right 
for replacements. 
Zamac Ailoy die 
cast lock, can't 
rust or corrode. 
Baked - on Black 
Wrinkle Enamel 
for durable beau- 


ty. 

Dull Brass Plated 
Steel Knobs, face 
plate, escutcheons. 
Heavy two-piece 
Knobs, threaded 
spindle for ac- 
curate adjustment. 


Also available for 
prompt delivery: No. 
2001 and No. 200IB 
glass knob inside lock 
sets with brass plated 
and wrought brass 





4 ea / modern design escuteh- 
No. 1000 = ae eon plates. 


r 


Your Hardware Wholesaler has a complete line of the 
Taylor-Made Quality Products You Need: Padlocks, 
Night Latches, Inside Lock Sets and Key Blanks. 


AYLOR LOCK COMPANY 


PHILADELPHIA 32, PENNA. 




















COMPLETE LINE 


SOLID POLISHED BRASS, PLATED AND 
BLACK AND BRASS ANDIRONS, FIRESETS, 
SCREENS, FIRELICHTERS, WOODHOLDERS, 
ALSO GRATE BASKETS AND LOC REST COVERS 


CHATTANOOGA 

















IMPLEMENT 








Increase yous bales volume, with te, 


PROFITABLE LINE OF 


FIREPLACE 
FURNISHINGS 
$3 | q | 




















Ma TTT 
SAULT 7 


& MFG. CO. 


CHATTANOOGA 6, TENN 
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SELL AT LEAST 2 ON EVERY JOB 

















‘ LOUVERS 
&°° OLD AND NEW CONSTRUCTION 


In all installations they give 
ample ventilation to insulated 
attics. Lumite plastic screens, 
and no exposed metal eliminate 
rust and corrosion—keep walls 
free from streaks and stains. 
Quickly installed. Last the life 
of the average building. 


Over 30 types and sizes. 
Write for full details. 


A. D. HEMPHILL CO. 


118 Franklin Street Lake City, Minn. 
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How to Make PERINIA-JACK’S 
Five Exclusive Floor-Leveling Features 





"7 


ph >be 


Work For You! 









...and put . 
money in + 
your pocket! \ 









Put a Perma-Jack on dis- 
play in your store. Your 
customers see it— want to 
know about it. Show them 
the 5 exclusive features: 


1. Easy-Action Timken Roller 
Bearing. 

2.Easy-Turning Acme Square 
Screw Threads. 

3. Two Extra-Heavy Support Pins. 

4.Extra-Heavy Top and Base Plates. 

5. Anti-Rust Baked Enamel Finish Inside and Out. 


No other floor-leveling device has 
these 5 quality features. Thousands 
in use in homes, farm and commercial 
buildings. Two sizes (Perma-Jack 4’10” 
to 810"— Perma-Jack Special 21” to 
36’). Your customer installs it himself, 
saves expensive contractor’s fees. Ask 
your jobber for money-making Perma- 


i ! xD 


PERMA-JACK Jacks today—or write us. 


The Quality Adjustable Steel Jack-and-Post for 
Product of PERMA-JACK Corporation, 12500 Berea Road, Cleveland 11, Offio 








Leveling Sagging Floors 
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e More Than a Million Heaters in Use 


Means /PARTS Gusiness, “Joo! 


NOW is the Time to Sell 
Genuine WaRm Morning 








COAL HEATERS 


and REPLACEMENT PARTS 

















Right now is the time to start cashing 
in on the sale of genuine replacement 
parts for WARM MORNING Heaters. 
It’s good business... profitable business. 





It’s the season when householders start 
getting their heating equipment in shape 
for cold weather use. Well over a Million 
WARM MORNING Heaters have been 
sold. Many thousands of these heaters 


CK’S 
eatures 





have been in use for as long as 7 years. 
Help “keep the home fires burning” by 
furnishing any needed repair or replace- 
ment parts for these heaters... and add 
substantially to your profits. 


Establish a WARM MORNING Parts 
Department. Keep a sufficient supply of 
parts needed most often. We can supply 
promptly genuine parts for all models. 





NEW PARTS CATALOG 
Just Of the Press! 


‘Pins... 
| Base Plates. 
inish Inside and Out. 








ing device has 





Lists all parts for all Models of WARM 
res. Th d 
jal mamgene MORNING Heaters. Contains informa- REMEMBER! More Than a 
»rma-Jack 4°10” tion on servicing and repairing. If you TE 
Special 21” to FE do not have a copy of this new parts Million WARM MORNINGS 
Ils it himself, ' i . : 
Seis ads a catalog write for your copy now! in Use wn Many Right in 


en LOCKE STOVE COMPANY YOUR Trade Area! 








-making Perma- | 
5 ee mo 114 West 11th Street Kansas City 6, Mo. | 
y Sagging Floors | 
eveland 11, Ofte —_— (TJ-38) | 
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./ Standard Equipped with 
J , WOOD’S Exclusive Patented 
STEEL I-BEAM HANDLE 
REINFORCEMENT 


Adds up to 50% more strength above 
socket where 652 of handle breaks occur 


A Quality Product made by 





Specialists in Shovels, Spades, Scoops 






THE WOOD SHOVEL AND TOOL COMPANY, PIQUA, OH! 
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Published Every i Vol. 160 - No. 7 


Other Thursday September 25, 1947 


"The Hardware Dealers Magazine’ 


Established 1855, succeeding and embodying '‘Hardware'’ of New York, 
"Stoves and Hardware Reporter,’ St. Louis; "The Western Hardware 
Journal,"' Omaha; "‘Iron Age Hardware,"' New York City; ‘‘The Hard- 
ware Reporter,'' St. Louis; "‘Hardware Salesman,"' Chicago; ‘‘Hard- 
ware Dealers Magazine,'' New York, and "'Good Hardware,'' New York. 


Just Among Ourselves, by Charles J. Heale ......... 


The Co-operative—"The Tax-Fostered Frankenstein,” 
by David B. Chase ...........seeeeeceeceeces 


Mass Display Leads to Volume Paint Sales....... 


Hardware Wholesalers Scan the Credit Line— 
Without Alarm, by R. S. Wild .............--eeeeee 
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“Chain for your dog? Yes, sir. Lead, runner, 
kennel, choker or coupler? Is it a large dog, 
medium or small?’ 

AMERICAN CHAIN offers just about every 
kind of dog chain there is, made of good strong hardv 
Tenso, or Elwel twist link welded chain. ; suppl 

You might be surprised athow many ofyour ££ electri) ed F whom 
customers own dogs—and how many would i ses a broad 
respond to the suggestion that they buy a 
chain for it. Dog chains are “‘in season” the 
year ’round. 

Ask your AMERICAN CHAIN distributor about 5 —e 
dog chains. E —* 
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Informal Editorial Comments. 


By Charles J. Heale 


We Still Don't Expect Drastic Price 
Reductions on Most Hardware Store Lines 
At an Early Date:— 


T the recent builders’ hard- 
ware convention in Chi- 
cago we had excellent first 

hand contact with leading manu- 
facturers, wholesalers and _retail- 
ers covering practically the entire 
country. While, admittedly, many 
present were familiar primarily 
with developments in _ builders’ 
hardware and related building 
supplies, the majority of those with 
whom we discussed business had 
broader hardware distribution in- 
terests—and a few who visited the 
excellent exhibit did so as interest- 
ed guests and were not engaged in 
any phase of the building supplies 
picture. 

Their reports on the broad over- 
all picture show certain basic fac- 
tors continuing with no signs of 
any early drastic change. Briefly 
these basic factors may _ be 
summed up as follows: 

@ Many shortages on most de- 
sirable lines with demand exceed- 
ing supply. 

@ Distributors hoping for bet- 
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ter deliveries but obtaining only 
indefinite promises of any early, 
important improvement. 

@ Only scattered improvement 
in the supply of some incomplete 
lines. 

@ Distributors hoping and ask- 
ing for price declines which were 
not available due to present high 
production costs for materials, 
labor, taxes, etc. 

@ Inventories relatively high 
dollar-wise but unbalanced. On 
this point it should be observed 
that many examples of high dollar 
inventory cited did not seem so 
high when present advanced 
prices and the ratio of inventory 
to sales volume were considered. 
Less than half of those who com- 
plained about their high inven- 
tories expressed any disposition to 
attempt a reduction through 
special selling effort, price con- 
cessions if need be or even in 
drastic cases to scrap and write 
off any “white elephants.” 

@ No one reported any sour 
notes on sales volume or profits 
although it was clear that different 


types of businesses and different 
localities experienced a varying 
degree of “ups and downs” since 
January 1. None had a poor rec- 
ord for the first eight months of 
the year taken collectively. 

@ And very few expressed any 
doubt about the favorable business 
outlook for the remainder of 1947 
and the first part of 1948—which 
is far enough to look ahead in 
such unusual times. 

These summarized 
from competent sources give fur- 
ther confirmation to our fre- 
quently repeated belief- 

“We still don’t expect drastic 
price reductions on most hard- 
ware store lines at an early date.” 

Nor do we see any current justi- 
fication for some of the gloomy 
predictions that continue to be ex- 
pressed, in some quarters, about 
our basic economic health. 

We can’t foresee poor business 
or drastic price declines as long 
as demand exceeds supply and 
relatively good buying power con- 
tinues and all costs remain so 


high. 


opinions, 





A Couple of ‘Ifs’:— 


BVIOUSLY, all of these favor- 

able factors could be some- 
what quickly disrupted if the 
present upset and uneasy inter- 
national situation became so very 
acute that we faced an early, in- 
evitable third world war. or if we 
found ourselves involved in an: 
other wide-spread siege of labor 
troubles with major strikes in 
basic industries. 

At the moment, we don’t expect 
either dire event, despite recurring 
dark clouds suggesting such 
storms. It is doubtful, if any na- 


OY WENZLICK the distin- 
guished statistician from St. 
Louis, Mo., told the builders’ hard- 
ware convention many interesting 
facts and backed them up with 
figures obtained from _ official 


sources. 


Taking the period 1933 as the 


tion but our own has the yesources 
to engage in another major con- 
flict at an-early date. And or- 
ganized labor leaders having been 
forced, by sorely needed legisla- 
tion, to asume some responsibility 
for their actions should be smart 
enough to recognize that labor- 
management disputes are no long- 
er on a strictly one-way street 
with official government sanction 
and aid, all on one side. 

In fact, the best thing labor 
leaders could do for their mem- 
berships would be to encourage 


% % 


The Cost of Living and the 
Cost of Government 1933-1947:— 


base or 100 mark he said the cost 
of living was up to 170 per cent 
in 1947, but that for the same 
period the cost of government had 
gone from the base 100 to an al- 
most unbelievable high of 1700 
per cent—and he eliminated from 
his reckoning all war costs includ- 


* * % 


greater man hour production so 
that economies in manufacturing 
could be reflected in lower prices, 
and thus give wages greater buy- 
ing power. Such a development is 
not only possible but quite prob- 
able—and is vitally essential. 

Another “if” on the price sit- 
uation is of course the realization 
that if supply, generally, catches 
up with demand earlier than is 
now clearly indicated the competi- 
tion for the sale of all goods will 
become keener and lower prices 
will result. 


ing money spent in veteran re- 


habilitation and aid. 

In the face of such figures, it 
ill becomes certain public office 
holders to berate, at every oppor- 
tunity, the business men of the 
country about present day ad- 
vancing costs. 


Advances on Hardware Prices 
Compared with Other Increases:— 


Fok a quick appreciation of the 
relation between hardware 
price advances and the increases 
made for other things, we urge 
thoughtful reading of two para- 
graphs published in the Brown- 
Camp Tie Up, monthly house or- 
gan of Brown-Camp Hardware 
Co., Des Moines, Iowa, wholesal- 
ers. These informative paragraphs 
read as follows: 
“The average price increase 
since August. 1939, on all raw 
materials is 145 per cent, but 
at the end of the first quarter, 
grain prices were 300 per cent 
above the August, 1939, level. 
Cattle feed was up 250 per cent, 
livestock and poultry 225 per 
cent, lumber 200 per cent, meat 
183 per cent and cotton goods 
200 per cent. By contrast iron 
and steel products were up only 


33 per cent. Some other non- 
runaway increases: cement 23 
per cent, fayon 32 per cent, 
petroleum products 39 per cent. 
structural steel 18 per cent, 
rubber for September delivery 
actually sells well below the 
1939 average, and tire prices 
are only 21 per cent above pre- 
war levels. This will give you 
a clear insight as to the reason 
why there have been sharp 
price reductions in many items 
and not in the hardware field. 
With iron and steel products 
up only 33 per cent over 1939 
levels and structural steel up 
only 18 per cent, there is every 
reason in the world to believe 
that we cannot expect large 
price declines in hard lines. 
“Labor is considerably higher 
than it was in 1939 in industry, 


warehousing, and _ retailing. 
This accounts for increases in 
raw materials as well as manu- 
factured items. Looking at the 
overall picture, we sincerely 
feel that you retail dealers can 
maintain adequate stocks to 
take care of your everyday de- 
mand without the danger of any 
great inventory loss. While we 
certainly do not advocate specu- 
lative buying or buying in large 
quantities to save an extra small 
discount, there is the possibility 
that some dealers might allow 
their stocks to run low due to 
the fact that they believe sharp 
declines in the hard lines of 
hardware are just around the 
corner. We sincerely hope that 
the foregoing statements will be 
of some real benefit to each of 
you in planning your future.” 
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Complete Sets for Easier Sales: AZEX Design shown here is popular with 
builders and buyers. Its styling is smart, practical. Trim available in heavy 
wrought brass with a choice of either a glass or brass knob. Your customers’ 
choice of this one attractive design gives them matching hardware for 








every door in the house! 






Complete Sets for Less Inventory: AZEX Sets 
are complete, matching units inside and out. You 
can keep a compact inventory with less “dead 
stock.” 

The AZEX Design is being delivered now in 
ever-increasing quantities. Lockwood Franchise 
Distributors are selling AZEX and other designs 
... building sales around Lockwood... a name 
that means the best of everything there is in 
Builders’ Hardware. 

You may be in a territory where a Lockwood 
Franchise has not been assigned. Why not write 
in now? L-78 
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By DAVID B. CHASE 


Te iis co-opera- 
tives are not tax exempt organiza- 
tions under the income tax law. 
But they have achieved virtual ex- 
emption by legalistic legerdemain 
through the courts. Congress, with 
rare wisdom, and in the face of 
pressure groups, has stubbornly 
refused to place consumer co-op- 
eratives in the category of tax 
exempt corporations. But the 
courts have repudiated this con- 
gressional wisdom by allowing 
co-operatives to escape income 
taxation through the device of 
patronage refunds. While in 
theory the unallocated savings and 
reserves of consumer co-operatives 
are taxable, in practice nearly all 
escapes taxation in the form of 
patronage refunds. What would 
be equally ludicrous, if it were 
not so unfair and painful to the 
American taxpayer, is that patron- 
age refunds as defined by the 
courts, are not usually refunds at 
all. The word “refund” has been 
tortured to include the issuance of 
shares of stock and promissory 
notes with long maturities. That 
is to say that if a co-operative 
wishes to escape taxation, which 
is nearly always the case, and at 
the same time wishes to hold on 
to its funds for expansion and 
growth, it need merely pass out 
pieces of paper to its patrons 
printed in the form of shares of 
stock or bond certificates. No 
private corporation can escape 
taxes that way; in fact the income 
would be doubly taxed, once in 
the hands of the corporation and 
then again as dividends when dis- 
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The Co-operative — 





David B. Chase 


tributed. But this tax loophole 
through which consumer co-op- 
eratives escape taxation provides 
some fancy tax-free-wheeling for 
patrons. Not only does the in- 
come of the co-operative escape 
taxation by distributing some 
papers in mock obeisance to 
the principle of patronage-refund 
distributions. But a free tax pass 
is given to the patron-recipient. 
He is not taxed on the income un- 
der the tenuous assumption that 
the distributions he received are 
mere readjustments of the billing 
prices. 
Are the Distributions 
Really Income? 

Legally, the answer is “no” for 
the courts have so held. But com- 
mon sense viewing reality em- 
phatically says “yes.” The income 


of the consumer _ co-operative 
springs from the application of 
management and labor to capital 
exactly as in the case of the private 
business entity. The economy as 
a whole furnishes the miliew from 
which these profits are derived. 
For furnishing and protecting this 
economic environment we all pay 
taxes. But the co-operative escapes 
them. So does the patron. 

co-operatives are 
generally compelled to sell at the 
prevailing market price or else 
their patrons will stray from the 
fold. The market price is the 
competitive price fixed by large 
numbers of competitors who have 
to pay taxes. The co-operatives. 
which escape these taxes can stay 
in business—at great social cost 
to all of us—even if they are less 
efficient than their competitors. 


Consumer 
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Tax-Fostered Frankenstein’ 


Part 2—The Menace of Consumer Co-operatives 


Part 1—Co-operatives—an Over-all Picture— 
was published in the Sept. 11, 1947, 


The market price, fixed to yield 
a reasonable margin of profit to 
those who engage in these busi- 
ness activities, also yields a return 
to the co-operative. When dis- 
tributed to patrons the tax is 
escaped. Thus the co-operative 
can compete successfully, even 
though it may be less efficient. 
simply because it can escape a 
heavy item of cost—the income 
tax. The large patron-consumer 
can well afford to forget about his 
small capital ownership in the co- 
operative for his non-taxable 
patronage dividends are based on 
the volume of his purchases and 
not his investment. He can thus 
forego a good return on his small 
investment, which is taxable, for 
the larger non-taxable return he 
gets in the form of patronge divi- 
dends. 

In effect, the privileged tax 
status of the co-operative is tanta- 
mount to a monopoly privilege 
that goes untaxed. Neither are 
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Partnership 
Individual 2 Partners 
(2 Exemptions) 2 exemptions Corporation Co-operative 
Net Income $102,000 $102,000 $102,000 $102,000 
Income Tax 64,800 50,958 40,800 None 
Net Income 
after Taxes $ 37,200 $ 51,042 $ 61,200 $102,000 








these monopoly profits taxed when 
they are passed on to the patron. 
One authority, a leading economist 
friendly to the co-operatives, Pro- 
fessor Stephen Enke of the Univer- 
sity of California, says in an 
article addressed to professional 
economists : 

“In terms of real economic 
cost there appear to be no gen- 
eral reasons for supposing that 
a co-operative is more efficient 
than a private distributor. If 
a consumer does charge lower 
prices than its approximate 
rivals, the cause is less likely 
to be differences in cost than 
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DAVID B. CHASE, attorney, is a prominent tax authority 
who in his work in connection with Federal tax laws has de- 
veloped a store of knowledge and experience of how our exist- 
ing tax structure has permitted co-operatives to develop super 


tax-free profits. 
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the preparation of this article. 





a rare willingness to pass on 
potential monopoly profits.” 


An Illustration 
Of Tax Inequity 

To point up the tax inequity 
caused by the ability of the con- 
sumer co-operative and its patrons 
to escape taxation let us set forth 
a simple illustration. We _ will 
compare the cases of an_ indi- 
vidual, a partnership, a corpora- 
tion and a consumer co-operative 
engaged in the same business at 
the same level. We shall assume 
the co-operative escaped taxation 
—via patronage dividends. This 
assumption is realistic for the 
latest figures show that in 1944 
earnings of these co-operatives 
were $81, million of which $5 
million was disbursed in real or 
paper patronage refunds. 

In addition, the stockholders of 
the corporation will have to pay 
additional taxes of roughly $10,- 
000 upon distribution, depending 
on the brackets they are in. The 
co-operative taxation 
merely by issuing $102,000 in 
stock or long term bonds. 

Reference to the above figures 
will readily show that the co-op- 
erative is in a favored spot. It can 
plow back its capital and grow 


escapes 
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rapidly compared to private or- 
ganizations and business. That is 
exactly what is happening. 


Growth of Consumer 
Co-operatives 

Under the protective umbrella 
of freedom from income taxation 
the consumer co-operative can 
grow and expand at the expense of 
even its more efficient competitor. 
When tax rates were low the com- 
petitive efficiency of the private 
competitor kept the co-operative 
in its place. That is, it had to be 
as efficient as its competitors to 
survive. But that no longer is the 
case. High income tax rates have 
given an insuperable handicap to 
the competition of the co-opera- 
tives. 

The numbers of consumer co- 
operatives are growing rapidly, 
their membership multiplying by 
leaps and bounds. Their com- 
bined purchasing power gives rise 
to regional and district wholesale 
co-operatives which in turn begin 
to develop co-operatively owned 
producing and fabricating busi- 
nesses. Vertical integration is be- 
coming increasingly common. All 
these have the blessing of tax ad- 
vantage so that they can and do 
crowd out competition of the most 
efficient producers. Even the 
great unions—including the C.I.O. 
and A.F.L.—with their increasing 
power and wealth are studying 
the consumer co-operative idea 
with an idea of launching out in 
that direction. From these seeds 
great oaks can grow that may 
doom the competitive economy as 
we know it. A new kind of mon- 
opoly. protected by government, is 
springing up. 


$568,000,000 in 1944 


In 1944 retail distributive and 
service associations alone did 
$568 millions of business—an all 
time high. Regional and district 
wholesale association supplying 
them did a business of $155 mil- 
lion more. Co-operative factories 
produced goods valued at $65 mil- 
lion, twice the amount of the pre- 
vious year. 

Here is the record of growth— 
not a growth based on efficiency 
or low cost service—but a growth 
directly responsible in large 
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Trend—Retail Distributive Co-operatives 





Number of 
Organizations 


Members Amount of Business 
(Tens of thousands) (Millions of dollars) 








1,114 
3,600 
3,700 
3,700 
3,950 
4,025 
4,150 
4,286 


18.6 $ 49.0 
67.8 182.7 
92.3 211.7 
98.9 228.3 
116.9 345.2 
121.4 398.5 
135.9 466.8 : 
152.5 557.0 This 








measure to tax privilege. That 
privilege is doubly costly for it 
deprives the public of competition 
of more efficient producers, and 
it cost the Treasury huge loss in 
revenues not only from the co- 


operatives but from the com- 


petitors who might have been. 


This is the final part of a two- 
part article on the menace of con- 
sumer co-operatives. Part 1 giving 
an over-all picture of co-operatives 
was published in the Sept. 11th 
issue of HARDWARE AGE. Be sure 
to refer to that issue if you missed 
ut. 





Fix-It Plumbing Booth Does Big Business 


“LL towards the rear of the 
store of the Palace Hardware 
Co., San Francisco, Cal., there is a 
plumbing supplies booth that does 
a steady business every month in 
the year. Around a pillar is a se- 
ries of stepped-up shelves, and at 
the top a big green canopy. Painted 
on the four sides of the canopy 
and on the pillar are 50 different 
gadgets used in plumbing, and in 
big yellow letters is printed “Ask 
for your plumbing needs by name.” 
Each item is shown full size, with 
its name printed beneath it. All of 
these are shown in open bins, with 
a card giving the price. 
Considerable time is saved both 
customer and salesman when the 
former can name exactly what he 
describing _ it. 
patrons are 


needs insteed of 


When 


a number of 


Fire Prevention Window Attracted Attention | 





waiting to be served, those seeking 
plumbing accessories can pick them 
out for themselves. The location is 
advantageous, too, as to reach it cus- 
tomers must pass many tables and 
shelves filled with items frequently 
needed around the house or shop, 
and many additional sales are thus 
chalked up. 

Just across the aisle is another 
pillar with stepped-up shelves on 
which are displayed small lamps 
and lighting fixtures. One side fea- 
tures desk lamps. with globes and 
fluorescent tubes—another, fluores- 
cent tubes of different wattage—day- 
light and white fluorescent. The 
third side displays sun lamps, and 
the fourth small bracket lamps. All 
of the lamps are lighted, and the 
display shows up brilliantly from 


every part of store. 


Har 


A fire prevention 
window used by 
the Bay City 
Hardware Co., 
Bay City, Mich., 
last year attract- 
ed a great deal of 
attention. Fire ex- F 
tinguishers, soot- ’ 
destroying com- 
pounds and simi- 
lar material for 
the home owner dep 
to use in making they 
his heating appa- ing | 
ratus safer were their 
shown in a special 
window display And 
depa 


year 


of 5 


son, 


mine 





which attracted 
many passers-by. 
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This effective mass display in 
the paint department infers a 
big stock—encourages con- 
fidence — both of which are 
aids to volume buying. 
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Mass Display Leads to 
Volume Paint Sales 







Because it helps move 50 per cent more paint 
for Service Hardware & Electric Co. and that 
it serves to stimulate quantity purchases 






Pais: sales at the Ser- 
vice Hardware & Electric Co., 
Hammond, Ind., have been boost- 
ed about 50 per cent in recent 
years by means of mass display 
of paint on a platform flanking 
the regular wall displays. 












Owner Paint-Minded C 


F. A. Hewit. owner, and his 
son, G. F. Hewit, are both paint- 
minded and have developed their 
department to the point where 
they are getting an ever-increas- 
ing share of the paint business in o_o 
their town of 75,000 population. 

And in order to turn their paint 


department into one of the biggest 
(Continued on page 128) 










Indirect lighting 
headlights this 
small but compact 
and efficient brush 
department. 
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Hardware Wholesalers 


They are alerted against the eruption of forces that could spell 


business chaos for the independent hardware dealer — unbal- 


anced stocks and frozen inventories — frozen capital and length- 


ening credit terms. But they are not alarmed about a situation 


that can be kept under control by tightening the credit belt. 


= and rumors of recession in 
almost every type of business activity have too fre- 
quently and unnecessarily found a ready acceptance 
by those prone to “cry wolf” at even the slightest 
disturbance. Hardware distributive circles have had 
no immunity against them. 

Recent reports have emanated from various parts 
of the country concerning a worsening credit situa- 
tion among the hard line distributors and_ their 
dealers. These variously have been reported to be 
hastening towards conditions considered precarious. 

Since hardware wholesalers make up the bulk of 
hard lines’ distributors’, did such reports and rumors 
actually reflect the opinion of the wholesale hard- 
ware trade? And if they did, to what degree were 


‘ those rumors descriptive of the existing situation? 


That is what HARDWARE AGE sought to discover by 
surveying more than 500 top executives of general 
hardware firms in the nation. 


Questions Asked 


We asked them about their credit experiences with 
dealers in their territories. Were marked trends 
away from sound credit practices being established? 
Were dealers now in a situation which necessitated 
letting discounts slip by and which caused them to 
request extended credit terms in order to meet their 
obligations? Were wholesalers consequently delay- 
ing shipments to their dealer accounts? Were deal- 
ers’ inventories greatly out of balance? And were 
an increasing number of stores heading rapidly to- 
wards bankruptcy ? 


340 Executives Respond 


More than 340 executives—approximately 35 per 
cent—responded. While the picture they painted 
of their present credit and collection circumstances, 
in its details, did not appear in sharp blacks and 





whites, almost to a man, they saw no reason for be- 
coming unduly alarmed. The controls were at hand 
and were being applied. The best brake is closer 
credit supervision. 

There was a change becoming manifest in the 
credit and collections’ picture now as opposed to 
that of the war years, they said. The chaff was 
separating from the wheat. But the change was 
barely perceptible and as a trend it was one reflect- 
ing a turn towards the more normal practices of 
pre-war years. However, collections particularly 
would remain encouragingly high. 


Dealers’ Inventories Out of Balance 


Dealers’ inventories were admittedly out of bal- 
ance in most cases, tying up capital in merchandise 
that was now slow in moving. And the items that 
would turn quickly were often still hard to get. But 
the wholesalers reported that this was an inventory 
situation of which their dealers in most cases were 
keenly aware and were seeking to right by careful 
buying. Wholesalers in turn were cautioning their 
salesmen not to over-sell but rather to help the deal- 
ers restore their inventories to balance. In farm 
areas, particularly, wholesalers felt that good crop 
prospects and prices would be translated into cash 
in dealers’ tills and the comparative labor peace in 
industrial areas would leaven their cash registers. 


Returned to Old Practices 


Dealers who were now beginning to pass their 
discounts were largely those who had formerly done 
so and were returning to their customary business 
practices. And where collections had noticeably 
slowed up, wholesalers reported that they were hold- 
ing up shipments in some cases but not unless it 
was a policy of the house were they were putting 
dealers on a c.o.d. basis. Few wholesalers felt it nec- 
essary to make this part of their credit practice. 
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Scan the Credit Line— 
Without Alarm 


By R. S. WILD 


Associate Editor 
of Hardware Age 


Bankruptcies among hardware stores were not in- 
creasing, the consensus of opinion said. 

There was, howover, one vulunerable spot which 
wholesalers were watching closely. A large number 
felt that business failures, if and when they did 
occur, would most likely be concentrated among the 
new stores’ group—the specialty shops, appliance 
stores, sporting goods’ stores and the “shoestring” 
hardware stores—started by men of little or no pre- 
vious business experience and limited capital. These 
were often ex-GI’s, who, badly advised, over-extended 


New England | 


States 
13 Replies 


Maine 

New Hampshire 
Vermont 
Massachusetts 


Rhode Island 


Connecticut 


Three wholesalers found that 
collections were continuingly good 
while the remainder generally 
agreed that accounts were slowing 
down in some cases; often with 
dealers who were slow payers 
prior to the war. And, even though 





in accounts receivable was a re- 
turn to the time when it was a 
practice and expectation that the 
wholesaler carried his dealers as 
long as possible. It was this whole- 
saler’s contention that accounts re- Another 
ceivable were not going to be any 
greater burden than before. 

All felt that there was no cause 
for alarm, particularly if credit 
was carefully regulated and spe- 


themselves when the buying rush was on and who 
were now finding themselves long on the wrong 
merchandise and short on working funds. It is 
among that group—not limited to war veterans 
where business failures can be expected, according 
to the wholesalers. 

Sectionally, this over-all view applies with only a 
slight difference in degree. The reports of the whole- 
salers replying to our survey have been condensed 
and arranged according to geographical divisions. 
These sectional condensations follow. 


cies were too few in number to be 
considered a trend. 

Four wholesalers reported that 
their dealers were over-stocked 
and had unbalanced inventories in 
some lines. One of those whole- 
salers pointed out that the turn- 
over factor was being overlooked. 
He said that the average turn- 
overs during the war years had 
been built up to a point which 
normally cannot be maintained. 
Therefore when turns start to slow 
down and revert to normal, deal- 
ers believe they are overstocked. 
wholesaler said dealers 
now tended to buy in smaller lots. 
both because of quantities now in 
inventory and the possibilities of 
price reductions. At the same 
time, they are buying more fre- 


there were indications of a down- cifically in the case of newer deal- quently. 

ward trend, collections were still ers. In only a few cases were One wholesaler said he did not 

far above pre-war levels. shipments being held up. It was believe dealers were overstocked. 
One distributor said that though also not apparent that the New En- He said they stopped buying 


accounts receivable are climbing, 
so are sales and that the increase 


gland wholesalers were resorting 
to c.o.d. shipments and bankrupt- 


months ago and were now pro- 
ceeding on a hand-to-mouth basis. 
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Middle Atlantic 
States 


27 Replies 


New York 
New Jersey 
Pennsylvania 


Wholesale distributors serving 
hardware stores in this area indi- 
cated that while collections are 
slowing and dealers’ inventories 
are in some respects unbalanced, 
they believed the situation is far 
from discouraging. Bankruptcies 
are negligible. 

In some instances collections 
were reported as slow the first of 
the year but that is seen as a re- 
sult of hectic selling conditions 
during the war. One New York 
wholesaler reported 80 per cent of 
his dealers on a discount basis as 
against 94 to 95 per cent in the 
previous four years. Another 





No alarm bells clang wildly in 
this region. On the contrary, the 
vast majority of wholesalers are 
far from pessimistic. 

Though many report a slowing 
down in collections, this is not 
viewed as a prophecy of gloom 
but merely an indication that 
tighter supervision of credits is 
now in order. And, such collec- 
tion slow-downs as were reported, 
in many instances, reflected a 
local situation such as the ques- 
tion of coal peace (not now an 





showed an over-all average of 90.6 
per cent of accounts collected for 
the last month of 1946 and the 
first five months of this year. 

One Pennsylvania wholesaler 
said about one per cent, or 
four of his dealers were not able 
to take their discounts. A second 
reported 90 per cent of his cus- 
tomers discounting their bills. 

It appears that the slowness of 
collections can in large part be 
attributed to the unbalanced in- 
ventory situation which persists 
among a majority of hardware 
dealers. However, this situation, 


J J 0 


South Atlantic 


States 
33 Replies 


Delaware 
Maryland 
District of Columbia 
Virginia 
West Virginia 
North Carolina 
South Carolina 
Georgia 
Florida 


isue) in the mining areas in this 
section. Other slow-downs were 
due to dealers’ tendencies to revert 
to their pre-war practices. 

Here again, the most important 
contributing factor to the falling off 
of discounting may be attributed 
to the dealers’ inventory situation 
about which there is an unanimity 
of opinion. It’s unbalanced. In 
some instances wholesalers have 
insisted that dealers cut down 


they say, is being rectified by the 
progressive merchants who are 
making drives to clear out slug- 
gish items and taking other steps 
to liquidate inventories. Evidences 
of cautious dealer buying are be- 
coming apparent but this is 
viewed with satisfaction by the 
wholesalers. 

C.O.D. shipments have not been 
a factor and where collections are 
unusually slow, shipments have 
sometimes been withheld, Close 
credit supervision is advised by 
the wholesalers and particularly 
in the cases of new businesses and 
those run by inexperienced men 
such as ex-G.I.’s and others. Some 
of the newer appliances and spe- 
cialty stores are falling by the 
wayside. 

Only one of the wholesalers 
said -that he had _ experienced 
a serious slowing down in ac- 
counts receivable and in a pre- 
dominantly large percentage of 
cases but in his territory he re- 
ported no evidence of bankrupt- 
cies thus far. 


their buying and convert their 
slow moving merchandise into 
cash—at cost if necessary. Other 
dealers are doing just this on their 
own initiative and these moves, 
even if they do cut into the sales 
volume, reflect a trend towards a 
healthier, more normal situation. 
Some of the dealers’ current in- 
ventories are deemed not to be ex- 
cessive in relation to current sales 
but are so in relation to inven- 
tories formerly carried. 


Bankruptcies do not appear in 
the present picture although the 
posssibility of any increase some 
few years hence is considered. 
Yet, these may be limited to the 
businesses that got under way dur- 
ing the war and especially those 
whose management lacks experi- 
ence and further limited among 
that group by tight credit control. 

Few wholesalers reported put- 
ting accounts on a c.o.d. basis. 
other than in cases where slow col- 
lections have always been chronic 
or are becoming so. That again is 
a matter of tighter credit regula- 
tion. 
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~ East North 
Central States 


34 Replies 
Ohio 


Indiana 
Illinois 
Michigan 
Wisconsin 


The pattern of slow collections 
found in the eastern states repeats 
itself in this part of the country 
and the factors contributing to 
that condition — spotty, unbal- 
anced inventories which tie up 
working capital—are also pres- 
ent. However, a new element, 
weather, has been added to dis- 
turb the picture, particularly in 
areas where crops directly affect 
buying. But the panorama of busi- 
ness conditions among hardware 
distributors lacks any deep-rooted 
causes for alarm. Where danger 
signals have shown themselves, 
wholesalers have applied the rem- 
edy of tightening the credit belt 
so that their accounts could be 
maintained on a secure basis. 

Collections, generally, have 
fallen off about 10 per cent- and 
the number of past-due accounts 
have increased. This however, has 
not led to an increase in bank- 
ruptcies nor of c. o. d. shipments. 
A corrective for that situation has 
been to put salesmen on checking 
collections or to hold up ship- 
ments in extreme cases. 

Barring the dealers who have 
returned to their customary prac- 
tice of passing discounts, the re- 
tail businesses that have become 
financially critical are the new 
businesses—the specialty shops, 
sporting goods’ stores, appliance 
stores as well as a few hardware 
stores—the “war babies” which 
sprung up and are operated by 
ex-Gl’s who started with insuffi- 
cient capital. A few instances of 
having checks returned for insuff- 
cient funds were noted. 

Hardware dealers as well as 
wholesalers in this section are 
overstocked on certain lines and 
items but still understocked on 
staples, a situation germane to 
other parts of the country. In 





some instances, where turn-overs 
have slowed, dealers have become 
unduly cautious at what is termed 
by some wholesalers to be a re- 
turn to more normal selling cir- 
cumstances. 

Since dealers have capital tied 
up in inventories which now seem 
to include a preponderance of 
slow-moving items, ready cash has 
become less readily available. 
This has to a large extent caused 
them to slow their buying and 
unfortunately at the same time to 
curtail purchases of items re- 
quired to fill out their inventories. 

A common experience, as point- 
ed out by one wholesaler, is of the 
dealer. who, desiring to maintain 
an inventory previously consid- 
ered normal for his volume of 


East South 
Central States 


16 Replies 
Kentucky 
Tennessee 
Alabama 
Mississippi 


Discounting bills remains popu- 
lar in this part of the country ac- 
cording to the wholesalers. Never- 
theless there has been a noticeable 
slowness but not at a rate to cause 
undue concern. Related to this 
slow-up is an increase in past-due 
accounts. Unbalanced inventories 
are fairly common. Bankrupt- 
cies are negligible. 

By all comparisons with what 


business, finds that price increases, 
and the resultant heavier invest- 
ment for the same size inventory 
requires from 60 to 75 per cent 
more working capital than for- 
merly. Also, because volume is 
keeping up in the majority of 
cases, it calls for expansion be- 
yond the normal capital set-up to 
handle it. 

In those farm areas where a wet 
spring and floods have delayed 
crops, certain critical items such 
as lawn mowers, rope, etc., had 
to be carried from Decembtr 
through the middle of May or 
June, adding another strain on 
dealers’ capital since it remained 
tied up in this seasonal, non-mov- 
ing merchandise. But even with 
a late start in crops, as long as 
farm prices hold up, the situation 
can correct itself. 

Hardware wholesalers serving 
this territory view these condi- 
tions not as alarming but rather 
as an indication that close co- 
operation among all branches of 
the industry is necessary in order 
to houseclean businesses while the 
volume of sales continues high, 
profit margins satisfactory, and 
competition is still practically dor- 


mant. 








was once a normal state of affairs, 
prospects are pleasing to whole- 
salers in that dealers are proceed- 
ing more cautiously in an endeav- 
or to keep their affairs in balance. 
Noticeable has been the conserva- 
tive buying in an effort to restore 
inventories to a proper relation- 
ship. 


Wholesalers expressed a con- 
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cern about the future of new 
businesses; particularly those 
which are exclusively appliance 


West North 
Central States 


21 Replies 


Minnesota 
lowa Missouri 
North Dakota South Dakota 
Nebraska Kansas 


Agriculture, here, is the king- 
pin and with the prospects of a 
good wheat crop and despite the 
wet spring, the possibilities of 
saving the corn crop, there is con- 
siderable optimism among hard- 
ware distributors in this territory. 
While the hardware business pic- 
ture has nowhere been discourag- 
ing. in this section it is even 





Dealers in these states find 
themselves in a position similar to 
dealers elsewhere, according to 
the wholesalers serving them. 
There has also been a slight drop 
in collections and a tendency upon 
the part of dealers to pass their 
discounts. But again, the welcome 
opinion of no cause for alarm 
pops up. 

Inventory is in the same unbal- 
anced boat—high stocks of some 
formerly critical merchandise 
which have become almost white 
elephants and shortages in de- 
mand merchandise. But volume is 
maintaining itself and is expected 
to continue to do so, particularly 
in Texas, which expects one of its 
largest agricultural harvests. 
Bankruptcies are few and far 
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retailers and other stores which 
have only a limited capital and lit- 
tle experience behind them. But 





brighter for farmers’ cash_bal- 
ances remain large and _ conse- 
quently farm purchasing power 
remains high. Collections have not 
slowed alarmingly and bankrupt- 
cies have also not increased to the 
point where it can be said there is 
a trend in that direction. 

Dealers’ inventories tend to be 
unbalanced according to the ma- 
jority of the wholesalers respond- 


West South 
Central States 


13 Replies 


Arkansas Louisiana 
Oklahoma Texas 


between and the failures and pos- 
sibilities of failures are likely to 
occur, according to the wholesal- 
ers, in those businesses which 
came into being recently without 





wholehearted confidence is placed 
in the established independent 
hardware dealers. 


ing, but despite the slight slowing 
of collections and a slight in- 
crease in the number of dealers 
passing discounts, credits remain 
generally satisfactory. One whole- 
saler pointed out that the increase 
in dealer inventory was one of 
price rather than of unit and com- 
mented that since 1941, dealers 
have earned substantial profits 
and have increased their working 
capital to the point where they 
can handle a larger inventory. 
This reasoning runs somewhat 
contrary to the majority of opin- 
ion expressed, and is probably a 
sectional situation. 

Another wholesaler stated that 
some dealers had allowed their in- 
ventories to drift out of balance 
and have become overstocked in 
certain lines, expressed his confi- 
dence that the situation was right- 
ing itself. 


working capital or experienced 
management. In this group are 
those dealers who sell sporting 
goods or appliances exclusively. 
But among the established hard- 
ware firms, wholesalers scent no 
acute credit trouble other than 
the barely perceptible slowness in 
payments. This is due in great 
part to a change in the tempo of 
turnovers which translates itself 
into conservative buying practices 
in an effort to keep inventories 


liquid. 


Mountain States 
14 Replies 


Montana Idaho 
Wyoming Colorado 
New Mexico Arizona 
Utah Nevada 


The general situation of some- 
what slower collections does not 
change in this territory, nor is 


(Continued on page 136) 
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A Record Volume of $40 a Day 


Maxwell's sound booths, customers’ want book and direct 



























The new record department center consists of a record bar and cabinet. Inverted 
"y" record racks form one side of the department which has two glassed-in booths. 







mail turn records to tune of $250 weekly average. And 
records lifted radio and phonograph sales 10 per cent 





| 3 Maxweil Hardware 
has five stores in California, but 
its San Leandro store was the first 
to put in a record depariment 
which has been merchandized to 
average $250 a week—or $40 
daily—and has also increased 
sales of record players and radio- 
phonograph combinations 10 per 
cent. In the record department, a 
self-contained selling and display 
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unit. records account for 90 per 
cent of the department’s volume. 
Ten per cent comes from sales of 
needles and other accessories. 


Department on Mezzanine 


Because of space limitations, 
and because sound booths require 
ample room, the department was 
installed on the mezzanine floor 
(50 by 90 ft.) of the San Leandro 
store. Two glassed-in booths were 





constructed of marine plywood 
with plate glass walls and door 
panels. These booths and a low 
selection table form one side of 
the department. 

Focal point of the department is 
a record bar behind which is a 
ceiling-high record cabinet. In- 
verted “V”-shaped cabinets also 
flank either side of the depart- 
ment. A salesman is always in at- 
tendance. 

At first the department. pri- 
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marily because of its upstairs io- 
cation, was slow to take hold, ac- 
cording to store manager W. 
Howlett. And so to overcome the 
seeming antipathy of customers, 
he placed two small record sets on 
the main floor, one on each side 
of the entrance. These sets con- 
sis. of one “V”-inverted record 
cabinet, a chair on each side of 
the cabinet, and a floor lamp set 
behind the cabinets. 


A large neon sign was hung 20 
ft. back from the main floor en- 
trance. This sign has a flash-on- 
and-off arrow pointing to the mez- 
zanine floor record department. It 
has succeeded in attracting the at- 


tention of every customer who 
enters the store. 


Below the arrow, the legend 
reads: “Visit Maxwell's Record 
Department — Mezzanine Floor.” 
In addition, small printed cards 
are attached to each of the main 
floor ‘sets. These cards read: 
“Visit Maxwell’s Record Depart- 
ment—Mezz. Floor.” 

The sign and the two main 
floor sets did the job. Department 
sales began to climb the day the 
main floor sets were put up and 
for the last five months, record 
sales alone have averaged $250 
per week, or approximately $40 
per day. 

Not counting record players 
and radio combinations, which are 
shown in an adjoining depart- 
ment, record sales have accounted 
for 90 per cent of the new de- 
partment’s volume. The remain- 
ing 10 per cent comes from needle 
and other accessory sales. 


A Big Stimulant 


“The addition of the record de- 
partment.” Manager Howlett says, 
“has been a big stimulant to rec- 
ord player and radio combina- 
tion sets. It is hard to determine 
just how much of our increased 
volume here is the result of the 
new record department but I be- 
lieve it is fair to estimate that 20 
per cent of the increase is due to 
the record department and _ pro- 
motion.” 

Advertising for the record de- 
partment is fairly well divided be- 
tween newspaper display space 
and direct-mail. Folders are fur- 
nished by the manufacturers. The 
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department’s full time employee 
spends approximately a quarter of 
her time in keeping up the record 
customers’ list, keeping it posted 
as to current wants, and in mail- 
ing out arrival and announcement 
cards and folders to department 
patrons. 

A ledger-type want book is 
used for listing customer record 
wants. These are posted under 
separate record listings and also 
on cards, by name, in a customer's 
mailing list card file. 

When a shipment of records ar- 
rives, the want book is checked 
by record names and cards are 
sent out to customers who have 
requested the record. 


Advised By ‘Phone 


Customers who ask to be ad- 
vised by ‘phone on arrivals are 
called. But this is done only when 
the customer asks to be called. 
It was found that general phone 
announcements on arrival of rec- 
ords were not a success. Too often 


customers were inconvenienced by 
calls during rest periods or when 
they were working in their yards. 
Now the onus is upon the cus- 
tomer. 

Record players used in the two 
booths are from stock. Each ma- 
chine carries a price tag and a 
folder describing the machine. 
The record players in the booths 
are changed often in order to 
reach regular record customers 
with several different types of 
players and radio-player combin- 
ations. 


Combinations 


“We know of five player-radio 
combination sales which we made 
because of this plan,” Manager 
Howlett said. “With player-radio 
combinations we are always par- 
ticularly careful to see that the 
radio is properly hooked up and 
with good ground and antenna 
connections. We lost a sale once 
because we were careless about 
that.” 





Recessed Section Aids Sporting Goods Sales 


RECESSED display area in 
its sporting goods department 
helps the Schanck Hardware Co., 
Libertyville, Ill., attract the sports- 
men in the area, especially those 
interested in hunting and fishing. 
Other sporting goods stock is on 
nearby shelves, but in this recessed 


section there are guns and some 
fishing supplies. Against the back- 
ground is a large mounted fish 
which quickly catches the attention 
of many persons entering the store. 
Vance Ray. president, says that the 
display helps make many sales of 
sporting goods. 

















The mounted fish catches the eye and the merchandise does the rest. 
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Step-up fixtures afford better display for more merchandise. 











It Cost $10,000 to Modernize 


_ months ago, 


Meierbachtol’s of Le Sueur, Minn., 
modernized its store at a cost of 
less than $10,000. Sales began to 
increase and kept increasing un- 
til, according to Edmund C. Meier- 
bachtol, owner, they are well over 
35 per cent ahead of the pre-re- 
modeling figure and are averaging 
approximately $250,000 annually. 

This store, located in a small 
community of 2600, has a hard- 
ware division which measures 25 
by 100 ft. and a new appliance 
division 25 by 80 ft. in size. The 
departmentalized divisions in the 
store are attracting more custom- 
ers than ever before. Better light- 
ing in both the hardware store and 
the appliance division is increasing 
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But Sales Grew 35 Per Cent 





Meierbachtol's divided establishment into a 
hardware store and an appliance division and 
saw sales jump to an annual mark of $250,000 


both day and night traffic. And 
new, light tone step-up fixtures 
show more merchandise to better 
advantage. 


More on Display 


“We have more merchandise on 
display than previously,” says Mr. 
Meierbachtol, “and we keep it 
clean and in order. This appeals 
to our customers. We have laid 
out the store so that it invites both 
farmer and townsman to browse 
about to the very rear and this 
helps to achieve more sales.” 


For example, many of the firm’s 
hardware items are placed along 
wall shelves and in spots near the 
office balcony. Under the balcony 
are farm items displays, including 
pails, cans, dairy supplies, water 
pressure systems, garden tools and 
cultivators. The entire area is well 
lighted and this invites farmers 
to browse around, to seek the 
items they want. Experience has 
taught Mr. Meierbachtol that 
farmers prefer their items at the 
rear of the store. 


(Continued on page 118) 













“He started showing 
me all kinds of hats 
except the one that 
1 wanted. . . 
deal was ruined." 


The 


By BRIANT SANDO 


Sales Counsellor, 
Louisville, Ky. 











BRIANT SANDO 


Briant Sando is nationally known as a 
speaker and writer, particularly on sales 
subjects and human relations. His ar- 
ticles have appeared in many leading 
publications and he has addressed many 
organizations in all parts of the country. 

Mr. Sando is a leader in sales and 
advertising circles in Louisville, Ky, 
where he is general sales director of the 
Courier-Journal Job Printing Co. He is 
also president of the Advertising Club 
of Louisville and a director of the Sales 
Managers Council. 

Before going to Louisville, he was lo- 
cated for seven years in New York City 
where he supervised business magazines 
and handled sales promotion for na- 
tionally known products. He was con- 
sultant at the Direct Mail Center. 
Among his clients were Dale Carnegie 
("How to Win Friends and Influence 
People"), Vash Young ("A Fortune to 
Share"), and Zenn Kaufman ("Showman- 
ship in Business’). 








Point-of-Sale or 


= the weakest 


link in the whole chain of selling 
and distributing hardware is the 
final one—the retail salesperson. 
This strategic “point of sale.” 
when improperly handled, _be- 
comes “point-of-flop.” 

Retail salespeople can make or 
break many contacts and profits. 
They’re doing it daily . . . in hun- 
dreds of different hardware stores, 
with all types of lines and loca- 
tions. 

It is as this final point, unfor- 
tunately, where many sales efforts 
ease up. Manufacturers and dis- 
tributors cover the country with 
advertising, train district man- 
agers, field men and certain deal- 
ers. Then they fall flat on their 
faces when they get to the retail 
salespeople . . . the folks who are 
actually in charge of closing most 
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Point-of-Flop ? 


hardware sales. They say, “This 
is where we stop. Our budget is 
exhausted: we can’t do every- 
thing.” 

Such selling efforts bog down 
right at the place where the pros- 
pect walks into the hardware store 
with money in his pocket . . . and 
a person with only vague ideas of 
salesmanship walks up to the pros- 
pect. You know what happens. 
Nothing! 

Several years ago people were 
constantly asking me, “What is 
your postwar sales plan?” It was 
very simple then and it is the 
same today; understand the de- 
sires of our customers better than 
our competitors do, and then do 
our best to fill those desires. 

The manufacturer can sell to 
the distributor, the distributor can 
sell to the dealer, but the cash 
register still shows NO SALE un- 
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“They seated him in 
a big chair, while 
demonstrating, and 
before he left he 











bought the chair and 
the cleaner." 





In Three Parts 


Part 1 


The retail hardware salesman can make 

or break many contacts and profits for 

his store. These articles tell him how 
he can become an asset to his firm 


til the dealer sells to the consumer. 
The sales cycle is not completed 
until the goods are moved on into 
the hands of the ultimate con- 
sumer. It is amazing how many 
people miss this “follow through.” 


Mistakes that Spoil Sales 


Retail salespeople often fall 
short in what their bosses expect 
of them because: (1) they lack 
proper knowledge of the goods or 
of the customer’s needs, (2) they 
do not understand how to suit 


their goods to various types of 
customers, or (3) they lack in- 
terest, enthusiasm, courtesy. 

Sometimes the bosses themselves 
don’t measure up! 

Such shortcomings spoil all the 
previous good efforts of manufac- 
turer, distributor and dealer . . . 
yet it is not difficult to provide 
proper public relations at the 
point-of-sale. It simply takes ex- 
tra effort. 

First, every hardware retailer 
and every salesperson needs to be 
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sold on the importance and re- 
sponsibility of his job. Next he 
needs a knowledge of his goods 
and their benefits, plus real inter- 
est in helping and serving people. 
This sounds easy, but the various 
steps involved in true training 
work are often slighted. 

[ went into a men’s store re- 
cently to buy a hat. I knew ex- 
actly the kind of hat I wanted... 
I had seen an advertisement in 
a national magazine. Then I saw 
a newspaper ad of the same hat 
with a local store’s name tied in. 

So I went into that store 90 per 
cent sold. But what happened? 
An unskilled clerk came up to 
wait on me and started showing 
me all kinds of hats except the 
one I wanted. He took the wind 
out of my sails right away by 
saying, “We don’t have very many 
of that kind in stock.” 

I said, “Well, I only want one.” 
He said, “Yes. but I don’t think 
we have your size in a shape that 
would look good on your particu- 
lar head.” I snorted, “What’s 
wrong with my head?” 

By that time the deal was ruined 
all around. I pulled out the old 
excuse, “I’m just looking around 
today; I'll buy later’— and 
walked across the street to an- 
other store and got the hat I 
wanted. 


Sloppy Sales Work 


My wife just told me about go- 
ing into a ladies’ ready-to-wear 
store to buy a slip. The sales girl 
showed her three different price 
ranges and then held up thé most 
expensive one and said, “I'd like 
to see you buy this.” 

Can you imagine anything less 
effective as a reason for buying? 
Not a word about style, beauty, 
color, materials, or other real 
buying motives. Instead, just a 
weak statement that the store 
wants to make a sale! Who cares? 

The average customer doesn’t 
give a hoot about what you want, 
or what any salesperson wants. He 
responds best to suggestions 
couched in terms of his own in- 
terests. 

There’s a point-of-sale or point- 
of-flop for every kind of business 
under the sun. Even banks. A 
cashier in Wisconsin writes: 

“There was a line-up when the 
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man asked the bank teller about 


renting a safe deposit box. ‘You'll 
have to go to Window 6 for in- 
formation about that,’ the teller 
said curtly. “Like heck I have to,’ 
the man answered. ‘I can just 
keep my stuff in the office the way 
I have been doing.’ ” 

Unsatisfactory public relations 
are just as common in hardware 
stores as in any other line. If you 
think “it can’t happen in my 
store,” hire some test shopping by 
disinterested parties. You might 
be surprised at what they’d re- 
port! 

Every person who contacts the 
public in any way should be 
trained to do it right . . . not only 
in handling routine work but in 
talking effectively to people face- 
to-face. over the telephone, or in 
writing ads or letters. 

Some years ago one of my ad- 
vertising clients was a retailer who 
continually wore me to a frazzle. 








Unusual Arrow Sign 
Attracts Passers-by 





As an identification sign, Maiden's 
Hardware, Libertyville, Ill., uses a 
large arrow which contains the 
word "HARDWARE" in bold letters 
on the white background of the ar- 
row-shaped sign, the edges of which 
are trimmed in black. The unusual 
thing about it is that the arrow ex- 
tends over the sidewalk and points 
diagonally at the store. The sign 
certainly lets folks in this thriving 
city know where Maiden's Hardware 
is located, and it helps to swell 

store traffic considerably. 


I had to keep convincing him that 
all any advertising could do was 
to bring prospective customers 
into his place. From there on it 
was strictly up to the store man- 
agement and employees. Some of 
his floor men were indifferent and 
discourteous, and the girl at the 
telephone snapped at those who 
called up to order merchandise or 
to straighten out something that 
had gone wrong. No wonder this 
chap complained that his “adver- 
tising didn’t pay.” He didn’t back 
it up with the right stuff. 

A better viewpoint was that of 
the retailer who recently said, “I'll 
fire a clerk for discourtesy quicker 
than for petty dishonesty. There 
is no reason why the customer— 
the very backbone of any business 
—should be pushed around or 
mistreated.” 

Smart selling these days makes 
a special effort to atone for the 
sufferings of customers during the 
war years. Have you heard about 
the man who went into a store to 
buy a new vacuum cleaner for his 
wife? They seated him in a big 
comfortable chair, while demon- 
strating, and before he left he 
bought the chair as well as the 
cleaner. 

Think how many times you can 
use a similar idea to tie in addi- 
tional items or make extra sales. 

It is often stated as a point in 
favor of sales work that in this 
field, more than in any other ac- 
tivity, “a man is on his own.” 
This is all right but it means that 
many a salesman is self-trained. 
Others may show him an occa- 
sional point, he may have the 
knack of adapting and copying 
from others. he can read articles 
and books on selling; but not 
enough retail salespeople get. the 
organized assistance and regular 
training they need. 

The salesman who has to paddle 
his own canoe may enjoy great 
freedom but he also may have a 
tough time getting anywhere. 


Good Guidance Pays 


Hardware salespeople do best 
when they get real guidance from 
the store or department manager, 
from the distributor or manufac- 
turer. Not only on how to self 

(Continued on page 132) 
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Pilot house on the 
Wabash showing 
floor covering in- 
stallation made by 
Westphal. The din- 
ing room was also 
one of the firm's 
jobs. 


























$60,000 in Floor Coverings 
In a City of Less Than 25,000 






Installations keep Westphal Paint & Hardware 
Store busy over a 40-mile radius and the jobs 
include all types of work from homes to ships 







Ti icanes of li- 


noleum mechanics and the belief 
that no job is too small nor too 
large brings the Westphal Paint & 
: Hardware Store, in Manitowoc, 
‘ Wis., a wide variety of hard sur- 
face floor covering sales in that 
city of less than 25,000. The store 
enjoys a volume of more than 
$60,000 annually in such sales and 
installations. The firm’s five floor 
covering men and two trucks are 
kept busy the year “round on 
everything from small household 
jobs to projects of $1,000 and 




















The car ferry Wabash which can handle 30 railroad cars, 150 
automobiles and 350 passengers on each Lake Michigan trip. 
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more. In fact, Westphal’s even 
tackles boat jobs. One of the larg- 
est jobs of this kind that the firm 
has handled within the past year 
was the pilot house and restaurant 
of the Ann Arbor car ferry 
Wabash which makes the Lake 
Michigan trip. 


Handle Any Sort of Job 


“We handle any sort of job, 
large or small, excepting wooden 
floors” says Mr. Westphal. “We 
stress quality workmanship. “We 
sell quality workmanship, and sell 
quality floor covering. Our satis- 
fied customers give us plenty of 
leads for new business, and these 
continue to come to us.” The West- 
phal crews install linoleum, tile 
base, magnesite and other types of 
floor covering. 

Mr. Westphal says, “We have 
been in this business for quite a 
few years now and hope we are 
getting better at it right along. 


We've learned a lot of lessons on 
what to do and what not to do. 
Such things exist in floor cover- 
ing work just as they do in other 
departments of the hardware 
store.” 

Mr. Westphal adds that when 
he sells floor covering, he lets the 
customer pay for the covering 
used off the roll. This is checked 
with the customer on the job and 
he feels more satisfied when the 
handled in 


covering charge is 


this way. 


Understanding Charges 


“We always try to make out the 
bill for floor covering and its lay- 
ing right with the customer.” says 
Mr. Westphal. “This shows him 
just what the various charges are 
for, and it helps to speed payment 
of the bill.” Because floor covering 
jobs run from $100 to $1000 or 
more, Mr. Westphal feels it is im- 


portant to have the customer 








Center Aisle Display Draws Attention to Tools 


And Increases Sales 


ALES of tools have increased at 

the Schanck Hardware Co., Lib- 
ertyville, Ill., since the firm put a 
display on a special, center aisle 
location. The store staff constructed 
a step-up display rack for tools and 
the result is that people coming 
down two aisles see them on dis- 
play on the shelves. This stimu- 
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lates buying on the part of many 
customers. 

Hammers, vises. 
and numerous other tools are so 
placed that they quickly catch the 
attention of prospects. Articles are 
placed mostly on light colored 
boards which makes a 
contrast. 


pliers, wrenches 


pleasing 


People walking down two aisles see this display and it 
is an efficient reminder of articles they may need. 


understand all charges for ma- 
terials and work. 

When a customer seeks to ob- 
tain credit on a floor covering job, 
the firm always requires that the 
customer sign the duplicate in- 
voice that the work is satisfac- 
tory. 

“There is no doubt but what we 
sell a lot more floor covering be- 
cause of our floor laying service,” 
Mr. Westphal points out. “The 
average woman wants a kitchen. 
bathroom, porch and other floors 
to look finished and she knows 
this takes skilled workmanship. 
She likes to buy the floor covering 
from the firm that does the lay- 
ing of the floor, for she knows 
this is expected and is cheaper for 
her in the long run.” 

Mr. Westphal trains all his men 
to be very careful in doing as 
professional a job as possible for 
each customer. He tells them that 
satisfied customers are the firm’s 
best recommendation for future 
business. Doing a floor laying job 
efficiently and neatly, will bring 
more business to the store, he em- 
phasizes. 

A large stock of floor coverings 
is carried at the store on the first 
floor. They are so displayed that 
prospective customers have an 
opportunity to select from quite a 
few patterns. Floor laying prob- 
lems can be discussed intelligently 
by most members of the store staff 
which aids greatly in making 
numerous sales. 

The five-man installation crew 
makes numerous sales when out 
on jobs. Neighbors often ask 
them to step in and estimate yard- 
age required to cover kitchens. 
hathroom floors and the like. This 
sort of service often clinches ad- 
ditional jobs. 


Will Continue Strong 


“We believe the floor covering 
business is going to continue 
quite strong in the immediate 
future,” says Mr. Westphal. 
“There is much interest in new 
construction and many people are 
constantly remodeling their 
homes. So long as this trend con- 
tinues, quality floor coverings will 


be demanded by the public. I’m 


glad we’re in on the deal.” 


HARDWARE AGE 













leeks to ob- 
overing job, 
es that the 
plicate in- 
is satisfac- 


ut what we 
covering be- 
ng service,” 
out. “The 
_ a kitchen, 
other floors 
she knows 
kmanship. 
or covering 
es the lay- 
she knows 
cheaper for 


all his men 
doing as 
ossible for 
them that 
the firm’s 
for future 
laying job 
will bring 
re, he em- 


coverings 
n the first 
layed that 
have an 
m quite a 
ing prob- 
telligently 
store staff 
| making 


tion crew 
when out 
ften ask 
late yard- 
kitchens. 
like. This 


aches ad- 


ong 


covering 
continue 
nmediate 
Vestphal. 

in new 
‘ople are 

their 
end con- 
ings will 
lic. I’m 


Egg 


E AGE 


bs for ma- 








This well-balanced display is low enough so that window 
shoppers can obtain a complete view of the store interior. 


























New Store Doubles Number 


"S 
UPPLYING ser- 


vice, whether it be repairing a 
lawn mower or lelping a local 
matron rid her garden of ants. 
is what every customer expects of 
a hardware dealer, and the object 
of my sales staff and myself is to 
do just that,” says Dorsey D. 
Husenetter, of Ravinia, IIl., who 
operates an attractive and well 
stocked store in that Chicago 
suburban area of 1,025 popula- 
tion. 

With an annual gross business 
in the neighborhood of $100,000, 
this hardware man can prove his 
point that service pays off. It no 
longer surprises him to sell 7,000 
lbs. of grass seed, as he did last 
spring, or 10,000 lbs. of wood- 
work polish each year. Even his 
basement radio shop, which was 
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Of Customers in 90 Days 





Husenetter Hardware has built up a list of 650 


charge accounts at present location. Serviced 
more than 6000 radios during past five years 


started to supply tubes for custom- 
ers’ sets, has matured to the point 
of where more than 6,000 radios 
have been serviced there during 
the past five years. 

The present Husenetter Hard- 
ware occupies a 50 by 60-ft. store, 
and is staffed by Mr. Husenetter, 
two salesmen, a delivery and re- 
pairman, a radio service man and 
a bookkeeper. 


Volume Increased 


While the store has occupied 
these quarters for less than a year- 
and-a-half, its business is double 
the volume dene in the old 20 by 
54-ft. building on the other side 





of the tracks. Within 90 doys of 
moving into his present location 
the number of customers doubled. 
At his present site he has built up 
a list of 650 charge accounts. 

Mr. Husenetter strives for get- 
ting maximum effectiveness from 
his display windows and stresses 
the selling points of products dis- 
played and not just price alone. 
In merchandising enameled cook- 
ing and hospital utensils, he places 
an attractive easel, on which the 
ware’s vital selling points are 
listed, in the center of each dis- 
play. 

Summing up his experience in 
the business, Mr. Husenetter ad- 


(Continued on page 133) 
























ee 4.3 pet of the 
nation’s finished steel supply 
is at present moving in the black 
market, according to a survey made 
recently by The Iron Age. De- 
spite the unhealthy moral conno- 
tations involved in admitting par- 
ticipation in the gray market, 29 
pet of the 1500 companies which 
received questionnaires made re- 
plies. 

Perhaps even more significant 
than the amount of steel moving 
in the gray market are _ the 








Gray Market Large Factor 


Many Buyers Continually Use Market 


opinions held by steel buyers 
on the responsibility for the ex- 
istence of the gray market. Thus, 
although it may theoretically be 
possible for the steel industry to 
prove that it is not responsible 
for the gray market, the fact that 
of the purchasing agents who 
answered this question, 161 think 
that the steel industry is respon- 
sible will probably remain in 
their minds for years to come, 
probably long after the steel short- 
age is over. 


The survey conducted by mail 
late in August and early in Sep- 
tember covered representative 
groups of steel consuming indus- 
tries—those buying sheet steel, 
ranging from $50,000 capitaliza- 
tion up. The questionnaire was 
directed to purchasing agents, and 
in addition to this sampling, a 
number of personal calls were 
made by The Iron Age editors to 
verify results. 

The establishment of historical 
precedent by the steel companies 
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to Certain Steel Users 


in determining allocations of steel 
has, according to some purchasing 
agents, resulted in a caste system 
among steel consumers. There are 
the Brahmins, those fortunate con- 
sumers who have bought directly 
from one or more mills in large 
tonnages for many years before 
the war, and whose business has 
not expanded to call for additional 
tonnages now over their prewar 
averages. 

Today most of them have ade- 
quate allocations from their old 
suppliers. The next level in the 
social scale are those companies 
which have an allocation from a 
mill, but due to an expansion in 
their business over prewar levels, 
have to go to warehouses or the 
gray market for additional ton- 
nages, if they are to be had. 

Another less fortunate group, 
which bought in small tonnages 
from warehouses, is finding fre- 
quently that limited inventories 
in the warehouses today are leav- 
ing them no alternative but to re- 
strict output or buy in the gray 
market. 

And then there are the “un- 
touchables,” the unfortunate new 
companies, who have no mill allo- 
cations, no established warehouse 
contact, and must lean heavily on 
the gray market for all or nearly 
all of their steel supplies. 

These class distinctions are 
fairly hard lines. The allocation 
system has resulted, since the 
shortage began in about October 
1945, in the creation of a despera- 


to Keep Output at High Levels 


tion class of customers. With the 
steel shortage showing no signs 
of abatement, these steel users 
can see no future prospects of get- 
ting on mills’ schedules. 

Most consumers fall somewhere 
between the extremes. Few com- 
panies actually have all the steel 
they could possibly use. Those 
companies which are left com- 
pletely out in the cold constitute 
a voluble minority in the returns 
from the survey, as well as in 
Washington steel hearings. While 
the steel companies have been 
able to take care of some new- 
comers, they are able to only when 
surplus tonnages are available. 

Although far more replies indi- 
cated that the steel gray market 
was declining in importance than 
the opposite, it appears definite 
that, at least in some sections of 
the country, the gray market in 
flat-rolled products is becoming 
more and more important. 

In the Chicago area, as of 10 
days ago, the going gray market 
price for 18 to 22 gage hot-rolled 
sheets varied between $240 and 
$260 per ton. Varying widely 
with different types of “deals” 
and the obscure factors involved 
which affect prices, the spread of 
prices in the gray market as indi- 
cated in the survey is somewhat 
below the peaks hit in early news- 
paper accounts of the existence of 
the gray market. Of the tonnages 
purchased in the gray market and 
described in the returns from the 
survey, more than half was 


EDITOR'S NOTE—This survey on the so-called "gray" mar- 
ket in steel has been jointly prepared by three members of 
the editorial staff of The Iron Age, a Chilton publication 
affiliated with HARDWARE AGE. As practically all manu- 
facturers, wholesalers and retailers of hardware are affected 
by this important market situation, this authoritative sum- 
mary of steel market conditions is particularly timely and 
informative. 
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bought at premiums of more than 
$100 per ton above the published 
mill price. Slightly less than half 
was purchased at from $60 to $100 
premium. 

The gray market itself is be- 
coming a more gubstantial, less 
ethereal business. Brokers who 
are asking 10¢ per lb for steel and 
can deliver are establishing repu- 
tations, while those who can’t de- 
liver are finding things tough. 

Naturally, some operators are 
showing more energy and _ in- 
genuity than others. In the Mid- 
west, one firm is systematically 
canvassing steel users all over the 
country for unused inventories. 
If the price is low enough, the 
operator buys the stock outright, 
but if the price is too high for 
even the gray market operator to 
feel safe, he offers to include it in 
his listing of steel available. This 
operator gets out two lists at fre- 
quent intervals, one containing 
lots of steel which he has on 
hand, and another material which 
he can obtain. 

This firm has established for 
itself a solid reputation, being 
able to deliver substantially what- 
ever it offers. It sells to anyone, 
other brokers, or consumers. If 
the firm sells to other brokers, 
they usually add $5 per ton for 
their fee in the operation. 

Few indications were received 
that the very large steel con- 
sumers are buying directly in the 
gray market, although some are 
doing so. Where they are able to 
inspect the steel in advance, sev- 
eral big firms are buying their 
steel wherever they can find it. 
Some brokers recently have been 
offering fair-sized tonnages to be 
delivered regularly over the period 
of a year, but information on this 
type of transaction is limited. 

The larger firms who need steel 
beyond their mill allocations are 
more frequently entering into one 
of the now famous “conversion” 
deals, rather than buying directly 
in the gray market. Small inde- 
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CONSUMER 
SURVEY: To 1500 
typical steel con- 
sumers The Iron 
Age sent brief 
questionnaire. To 
the victims, the 
gray market in 
steel is the hot- 
test question of 
the day. 


pendent steel producers, fre- 
quently making ingots in other- 
wise idle electric steelmaking ca- 
pacity, are usually the first step 
in such transactions. The grow- 
ing trend among steel consumers 
to ask their customers to furnish 
their own steel if they want their 
share of production has added 
bullish pressure to the compara- 
tively small tonnage available 
from this source. 

Although primary steel pro- 
ducers have emphasized repeat- 
edly that they are having no part 
of the black market, there remains 
considerable doubt in the minds 
of the consumers who are suffer- 
ing. To date, no stee] company has 
come out with a detailed state- 
ment describing a program under- 
taken to eliminate the black mar- 
ket, and the results of that 
program. 

The steel sales world is full of 
stories concerning tie-in sales of 
steel sheets to scrap dealers in re- 
turn for shipments, and a few of 
these operations have been veri- 
fied, but this trend is almost im- 
possible to analyze quantitatively. 
A number of buyers of gray steel 
have reported in the survey that 
the shipments came wrapped for 
export, contributing to the 
strength of the theory that some 
tonnages intended for export are 
finding their way into consuming 
plants in this country. 

Of the 225 companies completely 
answering the question on ton- 
nages of steel bought, 43.6 pct re- 
ported that thev had bought in the 
gray market. This percentage may 
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be a deceptively high figure, due to 
the fact that these buyers may be 
much more interested in answer- 
ing such a questionnaire than 
would other firms which have ade- 
quate supplies and are too busy to 
be bothered. 

The gray market, then, from a 
tonnage period, is small, but to a 
specific group of consumers, it is 
a serious ever-present problem, 


offering no alternative but to cur- 
tail production. There is still an- 
other group which, because steel 
costs are so great a portion of the 
cost of their finished product, are 
unable to turn even to the gray 
market for relief from the steel 
shortage. 


BIG BUSINESS: No fly by night—can't deliver the steel—birds are these. This enter- 

prising outfit has made a reputation among ‘surplus steel dealers of being able to 

deliver the goods. The top list is steel in their warehouse—the bottom list covers lots 

on which the asking price is so high that these operators are afraid of the risk—they 
will handle on commission. 
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PROMINENT REMINGTON 
GUN DISPLAYS 
REALLY PUSH SALES 


et ee serwrtt it 

It’s second nature for a man to be in- 
quisitive. Put a man in front of a big 
display of Remington guns, and he’ll 
naturally pick one up, sight it, try its 
action. And then. . . if a salesman’s 
right on his toes, it’s a matter of time 
until the cash register rings. 

Remington guns feature fine crafts- 
manship that appeals to the shooter 
whether he’s a target-shooter or a hunter. 
When your customer sees the full Rem- 
ington line, he’s looking at the culmina- 
tion of 131 years of top-flight gun engi- 
neering and design. Want help with the 
display case? Remington has plans to fit 
almost any store. Write and ask for these 
free plans. 


YOU CAN HELP MAKE 
A SAFE SPORT SAFER 


You are in a position to assure the public 
that hunting is a safe sport, when prac- 
ticed with the ‘‘Ten Commandments of 
Safety” in mind. 

1. Treat every gun with the respect due 
a loaded gun. This is the cardinal rule 
of safety. 

. Carry only empty guns, taken down 
or with the action open, into your 
automobile, camp, and home. 

3. Always be sure that the barrel and 
action are clear of obstructions. 

. Always carry your gun so that you 
can control the direction of the muz- 
zle even if you stumble. 

. Be sure of your target before you pull 
the trigger. 

. Never point a gun at anything you do 
not want to shoot. 

. Never leave your gun unattended 
unless you unload it first. 

. Never climb a tree or fence with a 
loaded gun. 

. Never shoot at a flat, hard surface, or 
the surface of water. 

10. Do not mix gunpowder with alcohol. 
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“EXTRA”... 
“EXTRA”... 
SALES! 


More popular than ever before, more 
broken attendance records. That’s the 
story of target shooting tournaments this 
season. This greater country-wide inter- 
est in trap, skeet, rifle and pistol shoot- 
ing is bound to have far-reaching effects 
in your local scene. 

Now is the ideal time to look in your 
own back yard and survey the situation. 
You’re sure to see room for expansion... 
business you can get and still have a lot 
of fun getting it. Join the shooting club 


if you haven’t already. Get to know the 
members’ needs, wishes, ideas on equip- 
ment. Stock the most popular brand of 
arms, ammunition, traps, targets and 
gun cleaning accessories—Remington— 
and merchandise them. 

You’ll also forge ahead with profits 
from related equipment: shooting jack- 
ets, and all the other paraphernalia. 
It’s a sure-fire field . . . Remington is a 
sure-fire name . . . and proper merchan- 
dising will bring you sure-fire profits. 





SPECIAL NOTICE 


Progressive retailers have high praise for the 
fine promotional booklet, “SHOOTING DOL- 
LARS,” published by Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. It’s a mer- 
chandising manual of Sporting Firearms and 
Ammunition with many practical ideas for 
turning “‘prospects into customers.’’ Send for 
your free copy today. 








SHOTGUN SHELL GREAT 
VALUE FOR THE MONEY 


Most dealers realize that shotgun shells 
are the most complicated example of 
mechanical perfection in the field of low- 
priced manufactured articles. But most 
shooters don’t. 


For example, there are over two hun- 
dred operations to shotgun shell manu- 
facture, thirty of which are required to 
produce ONE shot pellet. And 101 dif- 
ferent chemicals go into the make-up of 
a single shotgun shell. Shooters still get 
more for their money in shotgun shells 
than in any other article used in any sport. 
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— refers to all 


reading matter of an advertise- 
ment. Its purpose is to stimulate 
sales by attracting the reader’s at- 
tention and maintaining his inter- 
est in the advertised product. An 
effective piece of copy will sell 
merchandise. There is no other 
measurement. 

Many hardware merchants in- 
sist upon writing their own copy 
for newspaper advertisements and 
direct mail pieces. Even when 
advertising departments are main- 
tained, supervision may be desir- 
able or necessary. Consequently, 
a few of the more important rules 
of writing effective advertising 
copy will not be amiss here. 


Important Rules 


1. Address your copy to the 
readers. The ultimate consumer 
is the most important critic of the 
advertisement. He will read the 
copy and may or may not act upon 
its suggestions. Remember that 
he is human. He possesses emo- 
tions, feelings and preferences. 
Adjust your copy appeal to his 
wants and desires. Talk in terms 
of what you believe your poten- 
tial customer wants to get out of 
the product. Instead of saying, 
“We have the lowest prices in 
town,” do say, “Here’s a store 
that’s easy on your pocketbook.” 
Tell the reader how he will bene- 
fit from the purchase, how meals 
will improve by using this new 





The Ad-Viser 


Advertising Copy Should Sell Your Product 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York 


set of pots and pans, etc. Don’t 
talk about your needs because the 
reader is interested only in satis- 
fying his own. 

2. Know the claims and advan- 
tages of your competitors’ prod- 
ucts. Always watch your competi- 
tor’s advertisements and window 
displays. Listen to his radio an- 
nouncements. If you feel that he 
is outselling you, change your 
copy accordingly. Always com- 
pare and improve your own copy 
content and ideas. 

3. Make your copy “clear, sim- 
ple and specific’—Modern read- 
ers are always in a hurry. The 
reading life of an average news- 
paper is about 15 minutes. Read- 
ers will not waste time reading 
“unnecessary” faterial. They pre- 
fer, instead, to get the message 
quickly and clearly. A good copy 
writer gives a reader what he 
wants. Clever phrases and catch- 
words are all right, if they do not 
detract from the thought. This 
does not mean that you should 
write “down” to what you believe 
to be the level of public intelli- 
gence. Never assume that the 
reader is stupid. It does mean, 
however, that you should write 
simply, with simple words and 
simple thoughts — in well con- 
structed sentences that convey a 
message quickly. 


Types of Copy 


Institutional Copy—Institutional 
copy is designed to create good 





will for the advertiser. It usually 
describes the advertiser’s ideals, 
policies, etc., in order to build up 
prestige for his store. It is not 
aimed at immediate sales but in- 
stead at long range attitudes. Be- 
cause of this, it is used infrequent- 
ly, usually on holidays such as 
Christmas and Easter. 
Promotional Copy—This type of 
copy is aimed at immediate sales. 
In this case, an advertiser will at- 
tempt to bring a customer into his 
store to make a purchase. This 
type of copy, of course. makes up 
the bulk of present day retail ad- 
vertising. This is also called “sell- 
ing copy” and it may talk about 
the advantages of a product, the 
price, the benefits derived from the 
use of a product, etc. Copy in a 
promotional ad can either make or 
break a sale. Either it will create 
the desire to buy or will be a dud. 
Consequently, great care must be 
taken and ability displayed in the 
writing of promotional copy. 


Writing the Copy 


You do not have to be a great 
writer to turn out effective copy. 
If you follow a few basic rules 
and write, as you would make a 
sales talk, you can bring cus- 
tomers into your store with the 
magic of words. Here are the 
rules: 

Watch Your Grammar — Cor- 
rect grammar and spelling are es- 
sential. Mistakes are immediately 
seen by the reader and the sales 
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message may be lost. Always use 
a dictionary and thesaurus. You'll 
find them handy and useful. 

Choose Pleasing Words Which 
Are Pleasant to Read — Do not 
waste the reader’s time or patience. 
Tell what your products are, what 
they do, how they will benefit the 
reader. Don’t try to be too clever 
with word or phrase tricks, play 
on words, etc. Remember that the 
most effective advertising copy 
written is clear, down to earth 
language. 

Make Your Copy as Short as 
Possible — Always remember that 
a reader is instinctively in a hurry. 
Save him time by writing your 
message in the fewest possible 
words. This will also make the 
theme easier to understand. 

Write in Terms of the Readers’ 
Needs—Remember that an adver- 
tisement is often forced upon a 
reader’s attention. Therefore, you 
must portray in your copy an un- 
derstanding of the readers’ needs 
and desires. Suggest that the per- 
son buy the article, not because 
your store is selling it, but because 
it will benefit the user. 


Examples of Effective Copy 


“Been searching the town for a 
‘thingmabob’ that grinds fresh 
herbs? Egg beaters that really 
beat, basters that baste? You'll 
find them along with gobs of 
other gadgets at ‘Store Name.’” 

“Just what you need to make 
your housework a whole lot easier 
and a lot more fun.” 

“16 efficiency tips for your kit- 
chen and bath to make busy liv- 
ing . . . easy living for the home- 
maker.” 

“Keep your youngsters active 

ooo 
EDITOR'S NOTE: The author 
solicits readers' advertising 
problems which will be 
treated in an "Ad Clinic" 
running concurrently with 
this series. 
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In writing advertising copy, always be sure that it is 
addressed to the reader, that you know the advantages 
and claims of your competitor's products and that it is 
always clear, simple and specific 
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GRASS HOOK—A splendid serves | Lose peet—this item mokes the 
tool for grass cutting. Offset ade % 
handle mokes cutting eosier, blods steel con 

.. 7Se | tubvler 9 





Frome of strong 
Drum lorge enough 
feet of hose. Green 
$7.95 








ZOTOX CRAB GRASS KILLER — A 
havid chemical vied in woter to 
Lit Crab Gross. Nor only kills Crob 
Gross but devitolizes the seeds~ 
checks reinfestoton 


GARDENING HAND TOOLS — We 
hove o la-ge selection of hand tools 
for tower beds. etc. Regulor trow 

planing trowels, ond eed 



















ft, oveo $1.00 








CULTIVATOR 


ed pants fertilizers :Tools 


Spring time is planting me and people w M be very busy the rea 
5 few weeks getting their gordens and lawns ready fo the growng 
4 seoson. Good seeds, fertilizers ond tools will moke the result of 


this work so much better . . 
Wolff, Kubly ond Hirsig hos practically everything you need in 
this line—drop in and check our fine supply. 
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SCOTTS LAWN SEED 












good too!s moke it so much easier, 


GARDEN 
WHEEL BARROW 


A gre0t comemence for the gades, 
lor moving dirt. Hower po 

fertihzer, etc A wellmode wheal 
borrow with hard wood body, hon 
dies ond legs, broced with see! 
With removedle wdes ond povred 
@ bright red $7.95 


CEMENT 
LAWN ROLLER 
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SCOTTS FOR 








Designed with a center bow to ol- 
low working underneath spreading 
leaf crops. Cutting edge turned well 


Loesens ond air conditions All purpose=full sun or light shode DENSE SHADE 
the soil in smol! gardens, Tool 1b. 85 Sib, $4.25 is ms aetna. an ese % 
3% in, wide, 4 in. hondle 3 Ibs. $2.55 10 Ibs. $8.25 vecewed 
90 1 bb. 85c 5 lbs. $4.25 
c SCOTTS BENTGRASS 3 Ibs. $2.55 10 Ibs. $8.25 
ee SCOTTS CLOVER 
BEET HOE | er ae $195 Improves, thickens lowns on poor soil 
%lb,  95e 1 Ib, $1.85 


SCOTTS TURF BUILDER 
Complete food for gross 
10 tbs .. $1.25 50 tbs, . . $3.75 


$1.25 














toward operator for easy pulling. 23 Ibe... $2.25 100 Ibs. 


WOLFF, KUBLYs, HIRSIG 


INCKNEY ON THE SQUARE “~ STATE STREET AT GILMAN 





Snost Interesting 

















Effective copy is clear, simple and specific. It tells 
a story in terms of what the reader needs and desires. 


and happy ... keep them out in 
the fresh air and sunshine with 
bright and shiny wheel toys like 
these. They’re sturdily built to 
withstand ail kinds of punishment; 
they've been expertly designed 
with safety in mind. They'll be a 
ton of fun all summer long.” 
“You don’t know how simple 
cooking can be until you’ve used 






a pressure cooker. It’s the mod- 
ern way to prepare meals that are 
pleasing and economical. See 
how you can save time.” 

“Every day hundreds of people 
enjoy shopping at ‘Store Name.’ 
However if you are one of our 
many out of town customers you'll 
find shopping by mail is conve- 
nient and satisfactory.” 
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"The More They See, the More 


This specially constructed display shows off a complete milking 
unit to advantage and serves to attract the farmers’ attention. 
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They Buy" Policy Gets Results 


WE exinc on the 


theory that if the farmer sees 
merchandise well displayed he will 
buy more of it, Robert Fesen- 
maier, Inc., New Ulm, Minn., has 
a number of well planned units 
which helps the firm do an excel- 
lent rural business. 

The firm, which sells hardware, 
farm machinery, sporting goods, 
appliances and automobiles, has 
a two-division store, with a center, 
connecting archway. Farm items 
are displayed in both divisions, 
which helps to build store traffic 
in various departments. 
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Robert Fesenmaier, Inc., attracts the farmers 
with plenty of merchandise and distributes 
it throughout its two-division establishment 


Milking machines have been 
spotlighted through a_ specially 


constructed display stand, painted 
white with dark trim. This allows 
for display of a complete unit off 
the floor and sets off the milking 
machine display from all other 
merchandise. Ray and _ Robert 
Fesenmaier, Jr., owners, say that 
this method of showing milkers is 
much better than placing them on 
a counter or the floor. It is easy 
to get a farmer to concentrate on 









? 


milking machine advantages with 
a special display like this, they 
say. 

Neat and complete displays of 
V-belts and pulleys, which are 
much in demand by farmers, are 
placed against the office wall and 
catch the attention of many rural 
customers. The belts and pulleysare 
low enough so that prospects can 
handle and inspect them. Farmers 
who walk from one division of the 
store to the other pass this display 
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Dog Chains are 
@ sure source of profit 
when the Cleveland 


= display is located in 
a prominent spot. j 
ch = III 































































te tree Ye 
BUCKEYE 
COIL CHAIN 
— 







ie | 





















Buckeye Pattern Chain 
(250’) is packed in a handy 
dispenser carton. Simply pull 
out and cut to any desired 
length. 


lete milking 
* attention. 















ass 
Ss Socass 








tu 
a 





% 
* Proof Coil Chain 3 
and BBB Coil Chain in The Cleveland Reel 
4 popular sizes (%¢’, Salesman displays all types ‘ 
Y,”’, %’’, %’’) are of welded and weldless chain. 







available in attractive 
plywood “‘Kegettes”. 


F CHAIN SALES INCREASE 40% 
” .... heen codleme s00e tt on diyolay 



































Every person who enters your store isa chain volume and profit"by one simple 
potential buyer of chain. sales action: Put chain on display so it can 
Chain is used in every home...inevery sell itself! 
plant, large or small. It’s a household and A recent survey of 60 representative 
industrial necessity. stores indicates that chain on display-out- 
Consequently, chain is a “bread and _ sells chain in bins or on shelves by 40%. 
butter”’ line. It’s an ‘“‘old faithful’ on which Customer attraction of Cleveland chain 
= you can count for steady sales volume and is enhanced by attractive, convenient pack- 
a PROFITS month after month . . . year aging, modern displays and sales aids. 
Ps after year. Place Cleveland on display today. Watch 
plays of And you, Mr. Dealer, can increase your _—your profits increase! P & P-5021 
sad on Security in every link Since (DR 1869 
wall and send 
ny rural The Cleveland Chain & Mfg. (0. Cleveland 5, Ohio 
illeysare [ML ZALLE Fs bi ([[HAIN ASSOCIATE COMPANIES: David Round & Son, Cleveland 5, 
octs cam coe ee eee Ohio « The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn 
Farmers e Seattle Chain & Mfg. Co., Seattle 8, Wash. ¢ Round California 
n of the Chain Co., So. San Francisco and Los Angeles 54, Calif. « 
display i Woodhouse Chain Works, Trenton 7, N. J. 
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A full line of V-belts and pulleys is located near the store 
office and catches the eye of anyone passing through the area. 


and are reminded of their belt 
needs. : 

Farmers also come to the store 
to buy tools for their home work- 
shop, and an excellent assortment 
is carried. Pneumatic drills and 
arc welders are among the larger 
items which the farmer buys to 
handle his farm machinery repair 
needs. 


Farm Appliances Featured 


The store also features a num- 
ber of farm appliances, including 
separators, refrigeration 
units, water pressure systems and 
farm machinery. Selling this mer- 
chandise takes the store’s service 
men out on many farms, where 
additional contacts are made with 
farmers which sooner or later re- 
sult in more sales. 

Toward the rear of the farm 
division, one can find posted 
various handbills on farm auc- 
tions, sales, as well as news clip- 
pings of rural interest. This spot 
is well patronized by farmers for 
they like to keep informed on what 
is happening in the area. 


cream 


Advertising 


Both newspaper advertising and 
direct mail are used to advertise 
to the farm trade. New Ulm, with 
a population of more than 7,000, 
is rated as one of the best agricul- 
tural centers in Minnesota. 


One good merchandising fea- 
ture at the store is a glass enclosed 
knife case which is on display out- 
side the store in the entranceway. 
This case, about 2 ft. wide, 3 ft. 
long, and 6 in. thick, is tilted so 


that the jackknives displayed can 
easily be seen through the glass 
by all those who enter the estab- 
lishment. 

The Fesenmaier firm has found 
this display idea one of its best 
business builders on knives. The 
case is relatively light in weight. 
has room for displaying about 50 
knives and can easily be carried 
in and out every day. 


Always on Display 

This case has outdoor display 
every day of the year on which the 
store is open, rain or shine, and 
it promotes knife volume. Pilfer- 
age is a minor factor because of 
the glass cover and the inherent 
honesty of the rural customer in 
that section. 

The outside display case also 
serves as an advertising feature. 
One customer in telling a friend 
about the store will often say. 
“You can’t miss it. They have a 
knife display case in the entrance- 
way.” 





Williams Ties In With Regatta 
Builds Goodwill and Wins Award 


AST spring’s revival of the 

famed Yale-Harvard regatta in- 
spired The G. M. Williams Co., 
New London, Conn., to install this 
good will building window. And 
what’s more the display won a con- 
test sponsored by The New London, 
Conn., Evening Day. Judged solely 
on attractiveness, originality and ap- 
propriateness, this winning display 
was awarded a loving cup. In the 
background of the window was an 
illustration executed by sixth grade 


pupils of the Harbor School. Photos 
of Yale and Harvard crews, large 


“Y” and “H” letters and other dec- 


orative effects tying in with the 
racing, further embellished the dis- 
play. The company’s windows are 
outstandingly interesting and their 
merchandise displays are sales pull- 
ers. Occasional non-commercial ef- 
forts like this showing help build 
good will and create word-of-mouth 
advertising for the firm. 

















The Yale-Harvard races are the outstanding annual sporting events 
in New London, Conn. That's why this display attracted attention. 
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Never on allergy problem. 
There's not on ounce of 
animal fiber in the entire 
Electric Comforter 






Warming sheet guarded by 
protective, waterproof ther- 
mostats. Approved by Under- 
writers’ Laboratories, Inc. 
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Once again it’s Westinghouse leading the field with a product vantages of other electrically warmed bedcoverings, but it 
that’s dramatically different . . . creating a new profit market also has many PLUS features. Translate all the exclusive 
for you as a Westinghouse Dealer. You’re already assured of features into store traffic and you'll agree that the /ast word 
consumer acceptance and user satisfaction. How do we know? in sleep luxury is truly the first in sales appeal. 

That’s easy . . . the Electric Comforter has been a sensation In addition, there’s a complete package of promotion aids 
wherever introduced because it not only has the selling ad- for easier selling, quicker turnover and faster profits. 
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Customer Education Big Factor 


In Reducing Complaints 





tiie profits, a 


better reputation and virtual elimi- 
nation of lost patronage caused by 
customer dissatisfaction have been 
the results of a widespread “cus- 
tomer education” program placed 
in operation by the Pensacola 
Hardware Co., Pensacola, Fla., to 
reduce complaints. 

R. G. Martin, president of the 
company, in explaining the pro- 
gram, says, “We always bend over 
backward to assure a customer 
proper treatment in adjustment of 
complaints, but we cannot afford 
to be stepped on. That’s why we 
decided to try out our program of 
educating the public concerning 
our merchandise.” 


Program Simple 


The Martin program is simple, 
yet almost 100 per cent effective. 
A customer who obtains unsatis- 
factory service from the proper 
use of merchandise purchased at 
the store can find no reasonable 
cause to blame either the mer- 
chandise or the management. 
Whenever a purchase is made of 
any item that could possibly give 
improper service, the salesman 
takes time to explain in detail pre- 
cisely how that item is operated 
and gives a demonstration if con- 
ditions permit. 

The explanation is not a vague 
general description of the device’s 
functions but a step-by-step in- 
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Pensacola Hardware Co. tells its customers what its 


merchandise can and cannot do. 


Instruction in how 


to use and not abuse builds satisfaction and sales 


struction of its operation. In addi- 
tion to explaining the operation, 
the salesman warns the customer 
explicitly as to what the device 
will not do. He also gives com- 
plete instructions for its care and 
servicing as well as a careful esti- 
mate of its capacity. and its ap- 
proximate length of service, though 
of course he does not guarantee 
either. 

“If we sell a gallon of paint for 
instance,” Mr. Martin says, “we 
always make a point of telling the 
customer exactly how to mix it 
and what to mix with it. A lot of 
hardwaremen take it for granted 
that the customer knows how to 
mix paint and won’t give him any 
directions unless he asks for them. 
We prefer to be on the safe side 
and provide him with all neces- 
sary information. Then, if the 
paint fails, because of misuse, we 
can’t be held responsible. We have 
followed this rule consistently and 
now we seldom have a complaint 
about our paint.” 


Literature Used 


Mr. Martin has found that one 
of the best methods of educating 
customers is to refer to the ex- 
planatory literature accompanying 
the merchandise. “This would 


seem to be self-evident,” he de- 
clares, “but I know that too many 
dealers do not bother to refer cus- 
tomers to this information and 
seldom read it themselves. How- 
ever, our policy is to take accom- 





panying reading matter and read 
aloud outstanding passages to the 
customers if they have time and 
express a desire to listen. Most of 
them appreciate the attention we 
give to this detail and tell us after- 
wards that they have benefited 
greatly by our action.” 


Customers Queried 


Salesmen are also instructed to 
ask customers if there is anything 
they do not understand about their 
purchase. This is done to clear up 
any detail which may have been 
overlooked in the explanation. 
This makes it unnecessary for cus- 
tomers to telephone the store after 
reaching home in order to make 
additional inquiries pertaining tc 
their purchases. Thus, salesmen 
are saved excessive absence from 
their selling and other duties and 
generally holding up store opera- 
tions. By posting customers fully 
in advance there is scant chance 
of this happening. 

Emphasis is placed on the fact that 
even simple items such as toasters. 
juicers and saws call for instruc- 
tion unless the customer is fami- 
liar with their use. An amateur 
carpenter, Mr. Martin points out, 
may ruin a saw blade by cutting 
objects it was not intended to cut 
and may not be aware that the 
teeth should occasionally be 
greased. 

As much explanation is given to 
purchasers of small items as is ac- 
corded those who carry large ac- 
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Not at all. 

Not for the hardware dealers who adver- 
tise in the ‘yellow pages’ of their telephone 
directories. 

Why? 

Because home owners, builders and con- 
tractors do look in the ‘yellow pages’ first 
for buying information. / 

Because these shoppers do iook for deal- 
ers who handle the hardware products 
they want. 

Because the ‘yellow pages’ do help form 
buying habits. 

Because it’s a natural advertising me- 


dium for you. 





For further information, call your local telephone business office. 
























counts. A woman customer whose 
10-cent can of enamel fails to give 
her a proper paint job will be 
equally as resentful as a customer 
buying 50 gallons of paint, Mr. 
Martin says, and is very likely to 
take her business elsewhere should 
she not receive satisfaction. If she 
receives proper instructions she 
will be pleased, however, and pos. 
sibly develop into a valuable cus- 
tomer. Any lost business, even a 
50-cent-a-month account, should 
be avoided if at all possible. “In a 
small city like Pensacola we can’t 
afford to antagonize any cus- 
tomers,” he says. “We would 
rather spend an hour to prevent 
losing some business than to lose 
even a half-dollar sale.” 

With the advent of higher 
prices, the public has become 
more dollar-conscious than ever, 
and insists on receiving full value 
for its money. The Pensacola 
Hdwe. Co. is anxious to help cus- 
tomers achieve that aim and this 
has been one of the motivations 
for its program of customer edu- 
cation. When a customer is al- 
ways assured of receiving full value 
for money spent, he will develop 
a high regard for the store. 


Complaints Extensive 


Every complaint costs a hard- 
ware man money, Mr. Martin be- 
lieves, whether he is forced to 
make a refund on merchandise or 
not. Handling such a complaint 
requires the time of a salesman, 
who may be obliged to keep a 
cash customer waiting while he 
takes care of it. Entries must be 
made on the firm’s books to re- 
cord the adjustment and an end- 
less amount of detail followed 
through before the transaction 
can be considered closed. Even 
when a satisfactory adjustment is 
made, the customer may hold the 
merchant accountable for the time 
and inconvenience necessary, he 
points out. 

“When we tell a customer ex- 
actly how to use what he buys,” 
then our skirts are clear if he does 
not receive full value,” Mr. Martin 
says. “We have done our best to 
help him get his money’s worth, 
and he knows it. Under the cir- 
cumstances, he will seldom raise 
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an objection. But if we merely 
wrap up the merchandise without 
explanation, then he will be justi- 
fied in asking redress if what he 
buys fails to live up to expecta- 
tions.” 

Mr. Martin has operated the 
store since 1922. Until last year 
he served as co-owner with A. J. 
Butt, who is now retired. The store 


today employs 25 persons and 
serves the entire area comprising 
greater Pensacola and outlying 
communities (approximately 25 
miles). One of the most important 
factors in the success of the:store. 
Mr. Martin repeats, “is the fact 
that each member of the personnel 
is schooled to teach customers how 
to get the most for their money.” 





it Cost $10,000 to Modernize 
But Sales Grew 35 Per Cent 
(Continued from page 99) 


Small raised platforms near 
floor level permit the showing of 
some farm items in an area where 
they do not accumulate too much 
dust. Store cleaning can be done 
around such platforms very easily 
without moving the merchandise. 

“By having more merchandise 
on display we can interest our 
rural trade for longer periods than 
before,” says Mr. Meierbachtol. 
“The farmer will spend time look- 
ing for forks or other items, his 
wife will linger over the gifts, 
ovenware and othere displays, and 
the children will look at the sport- 
ing goods displays. Thus, eventual- 
ly, we sell more to each farm family 
as a result of better display.” 

Small portable radios have 
several display spots in the new 
store up near the front entrance. 


One display is placed next to an 
attractive gift section to catch the 
eye of the party-wise housewife 
who may be buying a gift and 
who may be also in the mood to 
have a portable in her home. 

A center aisle table also holds 
portable and table model radios, 
along with other small appliances 
and a number of record changers. 
Related sales are often made by 
grouping these items. 

The new store provides several 
wall sections and a number of 
aisle tables for showing gifts, 
dinnerware, pottery. ovenware 
and general housewares. The light 
tone fixtures, neat displays and ex- 
cellent lighting encourage women 
to inspect the merchandise longer 
and this results in more sales. 

A well stocked sports section 


Lamps and radios, toys and wheel goods and housewares are located in 
close proximity to giftwares—the focal point of feminine interest. 
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World Famous “FISH & HOOK” Brand Bow Saws 








Here again are SANDVIK bow saws, known by 
woodsmen the world over for matchless professional 
qualities and superb craftsmanship. 

Both the blade and frame are ingeniously de- 
signed; each constructed with exacting care .. . to 
include every important feature known to the art of dates 39” to 48” blades. Patented Sandvik tightener. 
saw making: 


No. 25-L ADJUSTABLE—One or two man. Accommo- 


THE BLADE 


* finest quality Swedish charcoal steel 
Ie 


* extra thin taper back yr: ' 
Sion filed teeth No. 8 NON-ADJUSTABLE— New model in the Sandvik 
Precision Te e line. For heavy bucking. Tension lever for easily 
even temper inserting + ye blade. Oval ag vers — Steel 
* tubing and patented ring blade fastener. Sold com- 

durable cutting edges plete with 30”, 36” and 42” blade. 


smooth running 
no chattering, no wobbling 


THE FRAME 


seamless Swedish charcoal steel cold 
drawn tubing 

no pins or screws 

no sagging of frame 

no chattering 

in adjustable or non-adjustable models 
oval shaped tubing for firm, tireless grip 


Yes, we’re happy to say, SANDVIK 
quality is now available in quantity. 
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SPORTSMAN’S LONGNOSE PLIERS 


for removing 
ee 


E FISHERMAN’S PINCHERS 


for skinning 
and cleaning fish 


Fast turnover and profitable sales result 

from the universal appeal of these two 

hand tools. Strong, longlasting of cadmium 

or brite-nickel plated steel . . . they are 

useful for mechanics, gardening, and gen- 
| eral repair, as well as fishing. Excellent 
discounts for dealers. 


NATIONALLY ADVERTISED 
free display cards 


BARTELT i:-<'s::: 


KWICK PIC “The fly-box 


that is something to talk about’’ 


Unique features include coiled springs for holding 
flies . . . light weight, strong plastic construc- 
tion... and easy selection of flies. Guides and 
professional fishermen endorse them. Write for 
information and discounts. 


retail 


$2.25 














gets front showing in the newly 


remodeled store. Le Sueur is in 
the heart of a splendid sports 
country and Meierbachtol’s sports 
section is steadily winning more 
customers. 


An enlarged paint department, 
located along the right wall ip 
the store, is a fine profit maker, 
Mr. Meierbachtol reports paint 
sales have increased sharply since 
modernization. 





Modernized 


Store Fronts 


By E. A. LUNDBERG, A. I. A.* 
Director, Architectural Design, 
Pittsburgh Plate Glass Company 


TORE managers and owners are 

acutely conscious of modern 
merchandising and its methods. 
However, are the stores themselves 
geared to present day selling? Any 
modern store with any type of mod- 
ern design is not sufficient to do the 
job just because it’s modern. A suc- 
cessful store to do good merchandis- 
ing must reflect not only the type 
of merchandise it sells but also the 
quality and to whom it wishes to 
cater. 

The design and appointments of 
each individual store are problems 
that only the store owners, the archi- 
tect and designer, familiar with the 
problems of merchandising can best 
handle. However, there are a few 
general problems in contemporary 
store design that most store owners 
will meet and have to plan for. Also 
there are new trends and practices 
with which they should become fa- 
miliar. The following is a discussion 
of some of these aspects. 


Open Vision 


Large plate glass windows with 
unobstructed views of the interior is 
the prevailing trend now. Yes, and 
with it goes a few more problems. In 
the first place, the front itself does 
not have too much space in which 
to show radical changes because of 
its usual limited area. It is the in- 
terior which becomes the display to- 
gether with all the furnishings. 

Several years ago a new store 
front alone did much to encourage 
customers to enter and to buy. Now, 
however with such clear vision in- 
side, all must be well done. Because 
we have so much more to work with 
considerably more is required to 
properly handle the problem. An 
artist once remarked that it is “im- 
agination which distinguishes an 
artist from a mechanic.” This 
same philosophy can be applied to 





*Summary of talk given July 9, 
1947, at the Store Modernization Show, 
New York City, N. Y. 





good stores with the reservation of 
changing it to controlled imagina 
tion. 


Tilted Windows 


One of the problems with large 
display windows is that of reflec. 
tions. These can be annoying at 
times and especially if care is not 
used in giving consideration to lo. 
cation. Tilting of display windows 
can do much to eliminate these re- 
flections in some instances and in 
others it may make them worse. Dis- 
play windows are usually tilted in 
at the bottom so that the reflection 
is that of the street, rather than the 
brightly lighted store on the op- 
posite side. The best procedure is 
to use light pastel shades inside the 
store for wall surfaces and fixtures 
because they, when well lighted, will 
reduce these reflections of out of 
doors to a minimum. Other helps 
are light color floor coverings and 
dark sidewalls. Even the beveling 
of the windows at an angle in plan 
assist because it may reflect a more 
distant spot not so noticeably bright. 


Color 


Color is another problem in pres. 
ent design that can spell the dif- 
ference between failure and _ suc- 
cess. Colors should ‘be carefully se- 
lected so as to feature the merchan- 
dise displayed rather than divert 
attention. An interesting finding 
about color is that it is not a par- 
ticular color which we find pleas- 
ing but rather their associations 
one with the other. Just as plain 
surfaces combined with decoration 
and accents make for better com- 
positions. 

Lighting these colored surfaces 
and materials is extremely impor- 
portant because it can make them 
vivid or dull. A good rule of thumb 
to remember in this respect is that 
cold light (like some fluorescent 
and daylight) goes well with cold 
color (such as blue) and warm 
light (such as filiment and pink 
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PREFERRED EQUIPMENT 


MEANS FAST TURN-OVER FOR ALERT 
SPORTING GOODS DEALERS 


RECREATIONAL PRODUCTS COMPANY 


8225 12TH STREET 7 DETROIT 6, MICHIGAN 


LIBERAL DISCOUNTS, TERRITORIAL FRANCHISES OPEN TO QUALIFIED DISTRIBI 
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Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scientif- 
ically heat treated to add the tough- 
ness that gives these molybdenum 
blades practically equal performance 
with high speed, tungsten steel. 
They’re gauged and checked through- 
out every step of their manufacture 
and given a stiff bending pounds test 
before you get them for quick sale. 


4 





The same characteristic Forsberg standard of qual- 
ity in @ popular line of WHALE BRAND Hack 

w Frames. Machine shop mechanics and elec- 
tricians have found these rugged Frames always 
reliable. They’re priced right, moreover, to give 
vou over-the-counter action. 


SPEED UP SALES 
WITH THIS 
SILENT SALESMAN 


Order the fast moving Deal 
No. 1012 and get this Coun- 
ter Display FREE! It holds 
sales making folders, as well, 
for your counter. 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 














and gold) goes well with warm col- 
ors (such as yellow and red). 


Modern vs Traditional 


For those who still have a look 
for traditional design it might be 
added that the thinking among the 
architectural profession in general 
on commercial building is that it 
should be modern. From a survey 
which we made recently over 90 
per cent of the architects contacted 
voiced that opinion. The result 
was much the reverse however 
when it came to residential design. 
This is mentioned only to empha- 
size that a store of good modern 
design must make some provision 
for the diesplay of traditional mer- 
chandise as well as contemporary. 
This can be done successfully if 
proportions are pleasing and plain 
and if the merchandise is properly 
grouped. The design of the store, 
too, should allow for change and be 
flexible, if possible, so that a com- 
plete renovation need not be made 
so frequently. 


Off-Center Entrance 


In conjunction with this flexi- 
bility, in the smaller stores, the off- 
center entrance can do much. It 
makes the store appear wider by 
its proportions alone in that one 
display window becomes more hori- 
zontal and it allows for at least 
two different types of display ar- 
rangements should such be desired. 
This off-center entrance type of de- 
sign, too, provides for more free- 
dom in plan and permits an expres- 
sion of our method of buying. 

Mirrors 

Mirrors play an important part 
in design today because they can 
reflect and make wide what would 
ordinarily be a narrow span. They 
suggest a spaciousness much to be 
desired to further the openness in- 
tended. Their being used on col- 
umns does much to decrease their 
size and in some cases they seem 
to practically disappear. Surveys 
also show that there is a decrease 
in shoplifting after fstallation of 
larger areas. 


Signs 


The symbol of identification or 
name of a store should be very care- 
fully done. If some particular style 
which is individual could be used 
it would help to further distinguish 
the store. Particular care should be 
taken nevertheless because in an ef. 









turt to arrive at something different 
the result may be badly executed. 
Clear, concise and well propor. 
tioned lettering is always safe and 
decorative. The lettering should be 
sufficiently large to be visible and 
it would be well to place it hori- 
zontally on the building because it 
will not necessitate changing when 
and if zoning will prohibit the pro 
jecting sign. 


Co-operative Group Design 


Trying to use some of the imagi 
nation mentioned earlier, we have 
developed a type of store design 
which we think is rather unusual 
and meets to some degree our prob- 
lems of today. Realizing that there 
is and will be more effort placed 
on decentralization in our living 
and in community planning, and 
realizing, that due to the past short 
ages and restrictions, many stores 
have not been able to modernize let 
alone keep their places in adequate 
repair, building and _ remodeling 
should be somewhat spontaneous. 
With so many wishing to make 
changes at the same time provides 
them with an opportunity to do it 
collectively. In so doing, our idea. 
we believe, does as much es- 
thetically as it does merchandise 
wise. Overlooking the savings in 
cost of building that would be had 
in group or co-operative moderniza- 
tion, the benefits gained display-wise 
far exceed their cost. 


Over-all Effect 


When several merchants or all 
within a city block co-operate and 
plan together their modernization 
progiam, the over-all effect of the 
block itself becomes a tremendous 
advertising means because, in its 
massiveness alone, it attracts con- 
siderable attention. Usually with 
such arrangements, however, it has 
been discovered that each individ- 
ual merchant was limited in the 
designing of his particular store to 
such a degree that he had no in- 
dividuality. With the arrangement 
we suggest not only does the mer- 
chant have individuality but also 
his store seems to take on additional 
foot frontage without actually doing 
so. This can only be accomplished 
by design and it is done in such a 
manner that the stores on either 
side use the same pier or wall sur- 
faces as you do yourself. This adds 
up to two additional pier widths 
for your store as it does for the 
others. The design may require 
that the color of one side be dif- 
ferent from the other but that 
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would lend additional interest, so 
should certainly not be an objection. 

With the design, too, could go a 
continuous projecting canopy for 
customer shelter during inclement 
weather. The arrangement is prac- 
tical and applicable not only in city 
planning but also in urban or com- 
munity developments. 





Heat Pump May Bring 
All-Electric Home 
HROUGH the use of year-round 


air conditioning, made possible 
by the electric heat pump, the pos- 
sibility of an increase in residential 
use of electricity in many house- 
holds to an amount equal to over 
seven times the present average an- 
nual domestic consumption is im- 
plied in a report recently published 
by the Indoor Climate Committee of 
the Edison Electric Institute’s Com- 
mercial Division. 

Within the next few years, the re- 
port indicates, many American home 
owners may be using over 10,000 
kilowatthours of electricity per year, 
as compared with the present aver- 
age annual use of about 1,400 kilo- 
watthours, assuming that suitable 
heat pump equipment is available 


and the several engineering prob- | 


lems still remaining are successfully 
solved. 

Opening with a brief history of 
the heat pump, the report then dis- 
cusses its operating principles, with 
simplified diagrams used to show 
how the pump functions in both the 
heating and cooling cycles. The use 
of air, water and earth itself as heat 
sources is described and illustrated, 
and their relative advantages in dif- 
ferent areas discussed. 

Analyzing anticipated public ac- 
ceptance of the heat pump, the re- 
port states that “many utilities have 
found in recent years that shortages 
of fuels, the wish to avoid cumber- 
some chimneys and _ combustion 





| 
| 





equipment, and electrical promotion | 
in other domestic applications have | 
created a public desire to heat | 


homes electrically.” 


Although many problems remain | 


to be solved before the heat pump 
can be successfully used in every 
part of the country, the report de- 
clares that “compared with the di- 
versified problems which were solved 
by American industry during the 
war, these do not seem difficult.” 


The Heat Pump Report is avail- | 
able from the Edison Electric In- | 
stitute, 420 Lexington Avenue, New | 


York 17, N.Y., at 25 cents per copy. 
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SPORTSMEN 


wAMERICA'S FINEST 


\) @ No. 147 HUNTSUIT—Completely warm 
L\. and waterproof. Jacket has zipper front, 
X backed by V-shaped gusset with bottom eye 

»» let for extra waterproof protection. Snap 

¥ fasteners at neck. Breast pocket. Garment 
» ; made of strong fabric, fully vulcanized and 

with raglan style shoulders to assure free- 
dom of movement. Parka hood, flannel lined 
for face and neck comfort. Top and back of 
shoulders also flannel lined to minimize 
condensation. Trousers same material with 
draw string at waist and snap fasteners at 
ankles. 


@ No. 148 DUCK HUNTING PARKA— 
3/, length. Another famous Hodgman Hunt- 
ing Garment, made of strong fabric, fully 
vulcanized. Extra large parka hood with 
loose flannel lining. Top and back of shoul- 
ders flannel lined to minimize condensation. 
Two large pockets. Zipper front backed by 
waterproof gusset with bottom eyelet. Ad- 
justable snap fasteners at neck and wrists. 
Raglan shoulders for comfort and freedom. 


HODGMAN RUBBER CO. 


FRAMINGHAM, MASS. 


121 Second St. 


173 W. Madison Str. 
“San Francisco, Cal. 


261 Fifth Ave. 
: Chicago, Ill. 


New York, N. Y 


































































THE LINE YOU TA 
Qo 


“Sul 


High in quality . . . low in price. . . long 
on profit . . . with a long-established reputa- 
tion with consumers as dependable merchandise 

. . that’s the Arvin line of portable electric 
room heaters! 

Dominant national advertising again this 
fall on Arvin Electric Heaters! Plenty of 
production, too, to meet demand. This fall 
you'll have Arvins, and sell Arvins, in larger 
volume than ever! 


w ... the name on profit-building products from 
NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, IND. 


Manufacturers of Arvin Radics, Arvin Lectric Cook, 
Arivn Electric Room Heaters, Arvin Car Heaters 



















Ideas That Built Sales 
For Towns and Stores 


OLLOWING are several promo 


dealers in those towns: 


Farm Night 


More than 3,200 farmers of Win 
nebago county pack the south park 
gymnasium at Oshkosh (Wis.) 
Chamber of Commerce. Demonstra- 
tions of sanitary milk house con- 
struction are put on by 4-H teams 
and talks are given on pest and fly 
control, quality production of milk 
and how to raise hogs with less fat. 
Several 4-T teams received gifts in 
the form of calves for show herds. 
The producer appreciation program 
is the consumers’ method of thank- 
ing farm producers who receive 
more than $8,500,000 annually in 
milk checks. Farm folks turn out 
for the event and really enjoy it. 





* * 


Baby Beef 


The Rochester, N. Y., Democrat 
& Chronicle and Times Union have 
put 24 4-H club members in the 
cattle business by buying baby 
Hereford steers for them. A system 
has been worked out wherein the re- 
cipients will pay for the cattle out 
of profits and the money will be 
put back in a revolving fund. 











* + 
Dairy Program 


The Chamber of Commerce of 
Ada, Okla., sponsored a dairy pro- 
gram three years ago when 57 pure- 
bred heifer calves were purchased 
and distributed to interested 4-H 























club members; in 1946 109 calves 
were purchased and more than 200 
this year. 

The calves were selected from 
high producing purebred herds in 
Wisconsin and shipped to Ada and 
are shown at the annual Central 
Oklahoma Dairy Show and then 
distributed to 4-H members for 
herd development. 


* * * 


Barbecued Buffalo 


Over 400 4-H club members were 
recent guests of the Topeka, Kan., 
Chamber of Commerce at a ban- 
quet and program in the Municipal 
Auditorium. Distinguished guests 
included Governor Frank Carlson, 
Mayor Frank Warren and others. 
Presents were given by the cham- 
ber of commerce and a barbecued 
buffalo cafeteria style banquet was 
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served by the business men. This 
was the annual achievement ban- 
quet which brings to Topeka 4H 
members and rural leaders from a 
large area of Kansas. 





An Old-Timer's Lament 
About 


"The Modern Salesman" 
(1947 Version) 


HE young man ponders deeply 
What course in life to pick— 
His thoughts turn to the salesman 
And just what makes him tick. 


From all past observations 
No doubt is left in mind; 
He seeks the current want ads 

A selling job to find. 


The job is his, he gets his grip, 
He’s full of vim and zest; 

The welcome mats are at the door— 
“Here comes another pest.” 


He barges into places high 
Where angels fear to tread; 

Of tact and common courtesies 
There’s little can be said. 


Regardless of the man ahead, 
He pushes through rough-shod, 

And judging from his attitude 
He thinks himself a god. 


How can this modern version 
Of “Veterans of the Grip”. 

E’er hope to be successful 
And make another trip? 


The fact that we oldtimers 

Are “partners” with our trade 
Is past his comprehension; 

For him the world is made. 


The future of our country, 
In which we all take pride, 

Will all depend on selling 
To keep it in its stride. 


We want these lads to prosper, 
Ambition is no sin, 
But let’s all work together 
And let the best men win. 
—HrraM Eserty. 


Mr. Eberly is a real oldtimer 
among hardware salesmen. He has 
been calling on the trade for 26 
years as a salesman for Herr & Co., 
Inc., Lancaster, Pa., and still counts 
21 of his original customers among 
his accounts. Now, in some cases, 
he is selling their sons and grand- 
sons. Mr. Eberly says, “None of 
them made enough money to retire 
but neither did they fail in business, 
which I think is proof that the 
hardware business, as a whole, is 
zretty healthy business.” 
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BACON AND EGGS 
FOR A FAMILY OF 4 





FRIE 


There’s nothing like it on the market! Wher- 
ever the Arvin Lectric Cook is introduced 
women rush to buy! Gives women what 
they've always wanted . . . a practical, family- 
size electric grill and sandwich toaster that 
also bakes four big waffles at one time . . . auto- 
matically. 

Solves the problem of cooking in small 
kitchens, trailers, light housekeeping rooms. 
Moves out on the porch for summertime 
meals, yet it’s all-year-round cooking equip- 
ment for any home. 

It’s a terrific traffic-builder in big demand. 
Sells fast at $27.95 list. Limited quantities at 
present on this brand-new Arvin product. See 
your distributor now for earliest possible 


deliveries. 
Se ...thenameon many profit-building products from 
NOBLITT- SPARKS INDUSTRIES, INC., Columbus, Indiana 


Manufacturers of Arvin Radios, Arvin Lectric Cook, 
Arvin Electric Room Heaters, Arvin Car Heaters 
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HE cutlery business 
needs a shot in the arm,” said an 
old hardware man to me recently. 
Then he added, “You should write 
a series of articles about the past, 
the present, and the future of the 
cutlery business.” He then out- 
lined his ideas of present condi- 
tions. Let me put down his criti- 
cisms so we can investigate them 
one by one and finally decide after 
hearing from _ manufacturers, 
wholesalers, and retailers whether 
this old time hardware man is 
right or wrong. In other words, 
what’s the matter with a hardware 
forum about manufacturing and 
distribution of cutlery in the 
United States today. Here are my 
friend’s comments: 


Comments on Cutlery 


1. In numerous instances, the 
quality of American cutlery today 
is very poor. Dealers and whole- 
salers are loaded up with a lot of 
inferior goods that an old time 
hardware man would blush to 
offer his customers. Is this true? 
I have asked several wholesalers 
and they have all said, with re- 
gret, that some of the cutlery 
being offered even now is not of 
superior quality. It is not equal 
to past performance in the U. S. A. 
and not up to former European 
standards. One wholesaler _ re- 
marked that stamped out, ma- 
chine production may lead to re- 
duced costs but the old “hand 
hammered” quality is not there. 

2. In the old days when one 
entered a retail hardware store, 
he found at the right, just inside 
the front door, a long, down-to- 
the-floor showcase filled with cut- 
lery. Now in hundreds of stores 
these cases have disappeared or 
have been filled with other goods. 
Open tables frequently have taken 
their place. Cutlery is sold and not 
bought and selling takes time, pa- 
tience and salesmanship. Is this 
true? 

3. Wholesalers’ salesmen, dur- 
ing the war, toured around in their 
cars with lists of goods they could 
supply. They forgot the old fash- 
ioned art of selling anything, es- 
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The 
Dean's 


Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


pecially cutlery ‘that meant carry- 
ing and showing samples. Terri- 
tories were enlarged and, after all, 
their visits were largely “good 
will” calls. Very few thought of 
the cutlery the house did have on 
hand. 

Anyhow, all the foregoing is 
water over the dam. Let’s take a 
look at the cutlery business of to- 
day. Let’s bring out some facts 
about cutlery. 


Why It's Important 
Of all lines in the hardware 


trade cutlery is most impor- 
tant! Why?—Because cutlery 
is the binding link between hard- 
ware manufacturers, wholesalers, 
dealers and consumers. How 





come? Simply because every man, 
woman, and child in this land oj 
the free uses cutlery every day! 
We can’t eat a meal without cut- 
lery. We literally use cutlery from 
the cradle to the grave. No hard- 
ware salesman is a salesman unless 
he first of all sells cutlery. As long 
as the retail hardware stores sell 
cutlery to the people of the U. S. 
A. they will also command the 
hardware business. 

All of you received the Harp- 
WARE AGE Merchandise Direc- 
tory Number—“Who Makes It?” 
Take the heading of “KNIVES” 
alone. There are six solid pages 
listing kinds of knives and names 
of makers—see pages 609, 611, 
612, 613, 615, 617. 

Kitchen knives—82 makers. 

Hunting knives—58 makers. 

Pocket knives—53 makers. 

See page 550—one old Ameri- 
can manufacturer lists 84 kinds 
of knives it makes. Their last 
knife listed should be the first— 
“Russell's Barlow.” 

That was my first knife. My 
father gave me a “Barlow” over 
70 years ago. I honed it on an oil 
stone. I carried that knife for 
years. I sold hundreds of dozens 
—TI wonder if it has the same old 
quality. I feel it deserves a place 
at the head of the list of those 84 
knives. 


Safety Razor Business 


The hardware trade is no longer 
dominant in the safety razor busi- 
ness. The drug stores and the 
manufacturers’ sales policies and 
the fact that there are more drug 
stores and they are open all the 
time took lots of this business— 
Well, our friends, the druggists 
are stuck with millions of “ersatz” 
safety razor blades. My small 
druggist has 17 brands, which 
run from one cent to 10 cents a 
blade. 

Shears and scissors are being 
sold, displayed, and advertised 
aggressively by the department 
stores. By the record a woman 
goes to four stores before she 
enters a hardware store. How 
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tha eHelasi 


Congowall has many advantages — for you and 
for your customers. One of the most important 

is the patented Duplex Backing —an exclusive 
feature not to be found in any other kind of 
wall covering. 

The amazing popularity of Congowall is based on 
consumer satisfaction — satisfaction because the 
patented Duplex Backing insures easy, trouble-free 
installations. When you sell Congowall your customers 
get an inexpensive and beautiful wall covering that 
is lastingly beautiful... you get good will, repeat 
business, and freedom from complaints and make-goods. 
Only Congowall has the patented Duplex Backing 
that makes this possible, and carries the famous 
money-back Gold Seal guarantee. 


Congowall’s Duplex Backing consists of two zones. 
The upper zone is fully saturated for maximum 
smoothness and water resistance. The lower zone 
is absorptive—to give a quick and permanent bond. 

The well known adhesive properties of inexpensive 
Nairn Linoleum Paste permeate this absorptive zone— 
interlocking Congowall to the wall on which it is applied. 


For plus business that will build good will for your store, 
recommend and sell Congowall. It’s the only wall 
covering with the patented Duplex Backing. 




















KEARNY, WJ. 


slo of Geld. Sul, Cogan Congr inal 
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HANNE 





Choose the plier that meets 
your needs from our com- 
plete line. 


Only these pliers incorporate 
the exclusive Channellock 
tongue and groove joint. 
This patented joint is far 
superior to the conventional 
type of adjustable pliers for 

















these reasons: 


Greater Strength. 

Longer Wearing. 

Closely Spaced Adjustments. 
Self Cleaning. 

Visible Adjustments. 

No wear on doint bolt. 


PAPO e 


Send for free catalog 
illustrating our 
complete line 
of Champion 
DeArment 
Channellock 
tools. 





PAT. 198 GAM. 1923 





Channellock Pliers are specifically 
designed for: 


Battery Work Ignition Work 
Pump Repair Electrical Repair 
Plumbing Work 


General Automotive, Electrical, 
Plumbing and Aviation Service 
work 


CHAMPION DEARMENT TOOL CO. 
MEADVILLE °¢ PA. 


Only 


Champion DeArment makes 






























many shear and scissor ads do 
our hardware dealers run? Every 
woman uses a “trimmer.” 
Christmas is coming and I hope 
every hardware man will make 
this a cutlery Christmas. I wonder 
if those little children’s sets are 
still selling for Christmas. A small 
knife, fork and spoon on a card 
in a neat Christmas box. We sold 





lots of them. They started the 
children using cutlery. 

This article is just an opener, 
Before the Dean gets through he 
will bring up some heavy weight 
cutlery artillery. This cutlery 
forum is a free-for-all—manufac. 
turers, wholesalers, retailers and 
their salesmen. 

Let us have your ideas! 





Sales Records Aid Dealer 


VERY three months an Iowa 

dealer asks his bookkeeper to 
total up the purchases of all of 
his leading customers and submit 
a list to him. Then he goes over 
the figures and compares them 
with the previous three months’ 
purchases. If a customer has 
fallen down perceptibly in volume, 
the dealer makes a personal call 


or gets him on the telephone to 
ascertain the trouble. Many times 
an unsatisfied complaint or a dis- 
satisfaction, which can be easily 
ironed out, are found to be the 
reasons for the drop in purchases. 
The list also enables him to keep 
his fingers on the sales trend and 
enables him to build up these who 
are low in volume. 





Mass Display Leads 


to Volume Paint Sales 


(Continued from page 91) 


sales producers in the store, they 
experimented long with mass dis- 
play and learned that it pays. 
Mr. Hewit declares these are the 
reasons why his store’s mass paint 
display results in bigger sales: 
Mass display infers big stock. 
The paint display island makes a 
bid for the attention of all cus- 
tomers who enter the store, sug- 
gesting that the store has a large 
stock of paint from which to 
choose; that there is no need for 
the customer to go elsewhere to 
look for sizes, colors and quality. 
Mass display encourages confi- 
dence. The person who walks into 
the store and sees the platform 
display, augmenting the wall dis- 
plays, begins to think about paint- 
ing. He realizes that perhaps here 
is a_ store management 
should be able to give him plenty 
of sound advice on exterior or 
interior paint jobs. He goes to the 
counter, questions the salesman, 
and the sale gets under way. 
Mass display encourages vol- 
ume buying. The Hewits like to 
keep gallon-size cans of both ex- 
terior and interior paint on the 
platform island. This gives the 
customer the impression that he 
should tackle that contemplated 
job, now—no matter how large: 
that here he can purchase sufficient 
paint for the entire job. The large 


whose 





gallon-size cans also create a 
stronger impression of mass dis- 
play, say the Hewits, and thus get 
quicker customer attention, and 
more of it, than the smaller sized 
cans. 

“There is no better display spot 
in our store than the one where 
we have the paint island,” says G. 
F. Hewit. “We wanted to get a 
display that people had to look 
at and they do look at this one 
and begin to ask questions. We 
like to have them ask our advice 
on paint problems because that al- 
ways brings them back for more 
paint. When they follow direc- 
tions, they get good results and 
become confirmed painters and 
decorators after that.” 


Signs Tell the Story 


Legible signs, placed between 
the cans of paint on the island dis- 
play, catch the attention of cus- 
tomers easily and help to identify 
the colors on display, as well as 
the type. The display is always 
kept as neatly as the remainder 
of the long 40-ft. paint depart- 
ment. A lighted sign also focuses 
attention on it. Color charts, con- 
veniently placed, are another aid 
in selling more paint, the Hewits 
say. 

Near the wrapping counter. a 
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display of brushes and other 
painting accessories — with the 
brush area indirectly lighted— 
helps to sell items of this kind to 
the paint customer who stands at 
the counter waiting for his paint 
purchases to be wrapped. 

On the brush display board, 
small dowel sticks have been sunk 
into holes to permit numerous 
brushes to be stacked between 
them. On the vertical background 
a number of cards, containing 
small, fine brushes are placed. 

“Our regular store traffic is am- 
ple at the present time to give us 
sufficient volume on paint,” says 
Mr. Hewit. “We also do some 
newspaper advertising and use 
window displays on paint. Then, 
too, our numerous satisfied paint 
customers come back to make ad- 
ditional purchases and many of 
them recommend our paint de- 
partment to their friends.” 


Get the Gift Giver 
Started on a Set 


HE china section of the Geo. J. 

Wolff Co., Aberdeen, Wash., is 
located on the mezzanine—giving it 
a semi-privacy that is much appre- 
ciated by those who are seeking a 
gift. Estelle O’Brien, manager, 
says, “Most people coming in look; 
ing for a gift have in mind a single 
item—a cup and saucer, bowl or 
vase. Without antagonizing them 
we try to turn their thoughts to a 
starter or one place setting of china 
or crystal. If they do this it usually 
means additional sales for us, as 
either the giver or the recipient her- 
self will buy additional pieces to 
complete the set. A recent ad sug- 
gested a starter set of Wedgewood 
china. We advised that a starter set 
could be purchased for $16.20, 
stressing the fact that it was a life- 
time gift, as any pieces broken 
could be easily replaced since 
Wedgewood, since its beginning in 
1763, has never discontinued a pat- 
tern.” 





Agricultural Seminar 


The Indiana State Chamber of 
Commerce and the School of Agri- 
culture conduct a seminar at Pur- 
due University to acquaint rural 
and urban groups with each other’s 
problems. The school features help- 
ful hints to local chamber of com- 
merce managers on how to foster 
agricultural-business activities. 
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@ October 5-11 is Fire Prevention Week. Your 
customers, everybody in your community, will hear about the 
dangers of fire. Radio, newspapers, magazines, farm papers and 
civic activities will impress your customers more than ever before 
with their need for fire protection. Tie in your advertising, window 
and counter displays with this nation-wide event. Feature Pyrene* 
Fire Extinguishers. Your sales will show you you're not only pro- 


moting safety but profits. 


Your customers know Pyrene through advertising all during the 
year in general and home magazines, farm journals and technical 
publications. Special Fire Prevention Week ads stress the importance 
of home fire protection with Pyrene Fire Extinguishers. Pyrene is 
quick, easy to use, safe, and approved by the Underwriters’ Labo- 
ratories, Inc., and Good Housekeeping Institute. 


If your Pyrene stock is low, order from your jobber right away. Be 
sure it is ample to take care of the extra sales. And if you're not 
already on our mailing list for free mat service and other sales 
helps, write us today. 





PYRENE MANUFACTURING COMPANY 


NEWARK 8 NEW JERSEY 


Affiliated with ( Two re Equipment Company 
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Late October—Home Laundry | 
And Cold Weather Needs 


HOME 
LAUNDRY 
EQUIPMENT 
WINDOW 


MERCHANDISE: 
Electric ironers, au- 
tomatic washers, 
wringer model wash- 
ers, clothes baskets, 
electric irons, iron 
board pad and cover 
sets, clothes line, 
clothes pins, etc. 

BACKGROUND: 
Center panel of dark 
blue corrugated 
board or painted 
wallboard. Side pan- 
els of light blue ma- 
terial. Cut out let- 
ters of white mate- 
rial. 


















a 
i 
om - ae as WI 60 
PAD B COVER) | a en tae em 
SET BOG i 
> ~< ‘2 I. 
HARDWARE AGE Original Window Display IDEAS 
COLD 
WEATHER 
NEEDS 
WINDOW 
MERCHANDISE: 


Storm doors, roofing, 
insulation, roof coat- 
ing, roof cement, 
caulking compound, 
caulking guns, weath- 
strip, roof brushes, 
window ventilators, 
putty knives, nails, 
window glass. 
BACKGROUND: 
Center panel of 
bright red corrugat- 
ed board or painted 
wallboard. Side pan- 
els of brown mater- 
ial. Cut-out letters of 
dark brown material. 
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These are the PRICES on 


G-E Christmas Bulbs your 
customers will SEE advertised 














Suggested retail price 


7< each 













Plus tax 





These suggested retail prices on 
G-E Christmas Tree Lamps will be featured 
in full color advertisements in LIFE, Nov. 24; 
BETTER HOMES AND GARDENS, Dec.; SATUR- 
DAY EVENING POST, Dec. 6; and LIFE, Dec. 8. 


G-E LAMPS 


GENERAL £2 ELECTRIC 
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strongly to your customers. 


stock maintenance . . 


tive cover a smooth oil-coating 
remains on the GREENLEE 22 

Solid-Center Auger Bit. Think 

what all these advantages 
mean to you. 














GREENLEE 22 Solid-Center Auger Bits now 
come to you ‘‘Plastic-Sealed’’. A great postwar 
advance that brings sure protection of stock 
to you... a big new sales feature that appeals 


“Plastic-Sealed”” means each GREENLEE 
22 has a heavy protective coating on its entire 
twist, head, round, spurs, and point. It is 
especially heavy on the point and cutting edges, 
where the need of protection is greatest. 

This new “‘Plastic-Sealed”’ process eliminates 
. provides constant 
shielding against handling damage, tem- 
perature changes, seashore conditions. 
And when the user peels off this protec- 


SOLID-CENTER AUGER 
BITS ARE INDUCTION 
HEAT-TREATED FOR 
PERFECT UNIFORMITY, 
LASTING EDGES 


e@ Each of these fine 
GREENLEE Bits is ‘‘Induc- 
tion Hear-Treated”... 
the most modern method 
to assure uniformity, 
dependability, long life. 
For complete information 
on GREENLEE 22 Solid- 
Center Auger Bits and other 
tools, write Greenlee Tool 
Co., 1809 Herbert Avenue, 
Rockford, Illinois. 


TOOLS FOR CRAFTSMEN 








GREENLEE 















Point-of Sale or 
Point-of Flop? 


(Continued from page 102) 


better, but also on facts abou 
merchandise, the various ways to 
use it and the results that may be 
expected. 

How else can hardware sales 
people learn? Somebody has to 
give them complete and accurate 
information. Especially new help 
and replacements brought in from 
other lines of activity need good 
text books or a regular training 
manual. 


The retail hardware salesman, 
doing his job at the point-of-sale, 
is selling his article (whatever it 
is) against the competition of the 
grocery man, the butcher, the 
landlord, the gas company, and 
the tax collector. As Harry Boyd 
Brown of Philco says: 


“He is selling to the man or 
woman who doesn’t expect to get 
anything except pleasure or ser- 
vice or comfort out of that which 
is being bought—and who is bal- 
ancing the cost of a new car, a 
new hat, or a new radio against 
the bills coming in the first of the 
month from a dozen unrelated and 
supposedly non -competiti-e 
sources. They are competitors— 
the toughest sort of competitors— 
because they are the necessities of 
life, the things that none of us can 
do without.” 

With the present high cost of 
living, this grab for the dollar 
takes on added importance. To 
meet and beat this competition, 
spend more time and effort at 
point-of-sale and thus avoid flops. 

This is Part 1 of a three-part ar- 
ticle on salesmanship in retail 
hardware stores. Part 2 will ap- 
pear in our issue of Sept. 25 
Don’t miss it! 





Aircraft Show Aids Town 
HE Jackson, Miss., Chamber of 


Commerce conducted an indoor 
aircraft show recently at which 4 
dozen new post-war private and 
family planes were shown to a large 
audience. The chamber i s also ac 
tive in beautifying the approach to 
the city and have co-operated in the 
planting of 1,000 shrubs and trees 
along a four-mile stretch of high- 
way leading to the city. 
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._New Store Doubles Number of Customers 


In 90 Days 


(Continued from page 105) 


























The Husenetter Hardware has about 60 running feet of display window. 


vises the young beginner to re- 
member these points: 


Points to Remember 


1. Even in days of product 
shortages, it is good business to 
adhere to the old maxim that the 
customer is always right. 

2. Extra services, supplied by 
the hardware man, will usually 
pay dividends. 

3. Know your products. You in- 
spire confidence and make friends 
as a result of being able to pass 
on factual information. 

4. Keep merchandise neatly dis- 
played where it can be seen from 
all angles. 

5. Encourage charge accounts 
among your more reliable clien- 
tele. Develop a telephone order 
system. It simplifies the shopping 
task for the housewife and pays 
off in more individual sales to 
each customer. 

6. Take part in community ac- 
tivities. Sell yourself and then you 
can sell more merchandise. 

7. Don’t be afraid to expand 
when the time comes, but select 
the new location with the idea of 


retaining your old customers as 
well as acquiring new ones. 
Dorsey Husenetter is the first 
to admit that no one can set down 
definite rules for success, but he 
is a staunch advocate of making 
your own breaks. “It’s fun, too,” 
he says, as he checks over the 
blueprints for the two-story build- 
ing he is planning to construct. 





Efficient Store Tie-In 
With Manufacturer 


RANK ROBBIN, who operates 

Robbin Hardware, Antioch, IIl., 
has a working agreement with a 
venetian blind manufacturer to 
keep a shade display in his right- 
hand window at all times. 

The firm gets a good commis- 
sion on all venetian blinds sold 
out of this window, with the 
manufacturer taking care of sell- 
ing and installation. 

Mr. Robbin says that the per- 
son purchasing venetian blinds 
frequently buys paint, and here is 
where he gets many extra sales. 
He says this display arrangement 
helps swell store traffic and profits. 


















what a 
\ difference 
ag 


complete line makes 
in profits 


You'll see a rise in your profits when 
you sell Star... the complete line. Reason is 
you’ve got a blade for every job a hack saw or 

band saw can do—and a frame to go with 

it when you handle Star. And more blades to 
offer just naturally makes more sales. You'll 
catch REPEAT SALES, too. Star’s outstanding 


cutting performance on metals, plastics, and 


other non-metallics clinches that. Sell Star 
Push Star. You'll see the difference the 


eu. OTT 


complete Star line makes! 


FREE BOOKLET OF HACK SAW 
HINTS. Specifications, tips on use, 





C . | prices. Free from Star suppliers. 
Lh i 
@ 2936 


AN 
vy 


LLEMSON 


oneness SROS., Inc.. Middletown WN YT. 
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es stock 


in the retail hardware store is one 
job that is never finished. While 
many lines will occupy the same 
spot year in and year out, there 
are enough seasonal lines that 
must be displayed, and then stored 
until another period, to keep sev- 
eral people busy all the time. 


Sales May Be Lost 


In all of this changing of stock, 
items are apt to become lost, that 
is lost in the sense that only one 
person knows where they are. Un- 
less others in the store are kept 
informed as to the location of stock 
that has no special storage space, 
lost sales are apt to occur. 

Receiving of goods and marking 
of goods in the average size retail 
store is usually done by one per- 
son. This person also puts most 
of the stock away. It is necessary 
to change the location of seasonal 
surplus stock many times, due to 
lack of space where the item is 
usually kept. This dislocation, so 
to speak, can be caused by an 
overstock on some line that nor- 
mally should be gone by the time 
the new seasonal goods arrive, or 
the new shipment may arrive ahead 
of the normal shipping time. 
Whatever the cause, some change 
in stock storage is absolutely nec- 
essary. 


Others Should Know 


These adjustments to regular 
storage of merchandise cannot be 
helped but the knowledge of such 
changes should be given to others 
in the store, if every sale is to be 
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One Place for Stock 


made and the seasonal stock 
moved out on regular schedule. 


One Place for Storage 


Generally speaking, a large por- 
tion of the stock can be stored in 
one space. It is a good plan to 
departmentalize the warehouse 
space. Housewares should be kept 
in one section. Heavy, bulky goods 
should be kept on the floor and 
the smaller items in the shelves 
above. 


Warehouse shelving should be 





constructed to fit the lines to be 
stored. Steel goods, for example, 
would require a storage space with 
the first shelf high enough to per- 
mit standing of the longest handled 


goods on the floor. Narrow bins. 


will hold most of the steel goods 
items best. The shelf space above 
could be used for storage of re- 
lated goods such as scythe stones, 
garden trowels, grass scythes, small 
packages of fertilizer and insecti- 
cides and fungicides. Warehouse 
space for other goods should be 
worked out on the same basis. 











Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 very poor. The correct answers to these questions will 


be found on page 210. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—If an extra ounce of nails were given away with every 
pound sold in a 100-lb. keg, what would the value of the nails 
given away be if retailed at 10 cents per lb.? Figure shrinkage 
in percent on total retail value of the keg of nails. 


2—If you do heating, figure the approximate heat loss in a 
living room across the front of a home size 12 by 26 by 8-ft. 
ceiling; one 3 by 7-ft. door; three 30 by 60-in. windows 
(double sash) ; warm partitions, ceilings, and floors; total ex- 
posed wall 50 ft. heat loss factor for frame construction is 20; 
for windows and doors 90. Do not consider infiltration factor 


in the problem. 


3—Accounts receivable at end of six months are $12,000. At 
first of year they were $9,000. Charge sales for period were 
$36,000. Figure average days credit outstanding at end of six- 


month period. 


4—A discount of 25-10-5 is equal to what single discount? 


5—Most roof coatings cover approximately 70 sq. ft. per gal. 
Figure material needed to paint a shed type roof 10 by 21 ft. 


(Answers on page 210) 
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RED BRANI]} brings in suc- “ 
cessful, prospefous customers 
who know and 4ppreciate the 
best — customer§ who are top 
prospects for yout other pro- 
ducts. Farmers have long 
known and trusted Red Brand 
fence, and this confidence adds 
selling prestige to the stores 
that handle it. 


Although we cannot cofmplete- 


ly supply the dema 
RED BRAND—-we are 






brand recognition thr 
nation-wide advertising- 
tected assets for every dealer 
in the competitive days ahea¥. 


KEYSTONE STEEL & WIRE CO. PEORIA 7, ILLINOIS 
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Hardware Wholesaler; 
Scan the Credit Line— 
Without Alarm 


(Continued from page 96) 


this slow-up viewed with alarn, 
Only one wholesaler found , 
larger number of dealers failing 
to discount and many of them 
were firms which had not missed 
a discount over a long period of 
years. The failure to discount now 
was attributed to overstocks and 
the over-extension of credit on 
the part of dealers as well as slack. 
ened sales. 

Difficulties, some wholesalers 
said, are expected from the newer 
dealers who had clear sailing 
while turnovers continued at a 
rapid rate but who now, find their 
inventories building up _ while 
their working capital remains in- 
sufficient for some of them to 
operate. 

None of these indications is 
viewed as dangerous, particular. 
ly when comparisons are made 
with pre-war conditions. But, in 
the opinion of a few wholesalers 
there may be an increase of bank- 
ruptcies and other types of settle- 
ment. - 




















Pacific States 
16 Replies 
Washington 


Oregon 
California 





Confidence is placed in_ the 
hardware credit structure here 
though credit is lengthening some 
what and dealers are beginning to 
pass their discounts. However, 
hardware bankruptcies are prac- 
tically non-existent and c.o.d. ship- 
ments are not a factor. 
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Store inventories of hardware 
dealers on the Pacific Coast fit in 
the national picture in that they 
are unbalanced—shortages of de- 
mand items and over-stocks of 
slow moving merchandise. 

Again, new businesses—those 
which are exclusively appliance or 
specialty stores or whose owners 
are newcomers in the business 
field, are the ones that are being 
viewed with the more sceptical 
credit eye. And wholesalers feel 
that among these the failures will 
be found. 





Corn Contest Popular 
With lowa Farmers 
ERCHANTS of Ames, Iowa, 


co-operated last November in 
staging a successful corn contest. 
The Carr Hardware and the Coast- 
to-Coast Store were the hardware 
firms included. 

This event, participated in by 
many farmers, is held in one of 
Iowa’s best corn and hog raising 
areas. The contest received much 
publicity including several double- 
page co-operative layouts. 

Principal rules of the contest were 
those outlined in the 5-Ear Class: 
corn was judged on length, weight 
and uniformity; provisions were 
made for prizes for the five best 
ears, 4-H Club Class, and an Ah- 
normal Ear Class with a grand prize 
offered to the first place winner. In 
addition to the first three prizes, the 
Coast-to-Coast Store offered a $25 
electric radio and the Carr Hard- 
ware provided a fourth prize of a 
$10 electric fencer, other merchants 
offered individual prizes. 


An Annual Event 


The corn contest will be an an- 
nual event in the Ames area for the 
encouragement of greater and better 
corn production. It also serves to 
build merchant-farmer relations and 
helps increase rural traffic in the 
Ames area. In order to stimulate 
greater interest in corn production, 
a seed corn grower offered addi- 
tional prizes to the grand prize. 
These prizes were three bushels of 
certified seed corn to the first prize 
winner, two to the second and one 
to the third. 

Noteworthy judges added impor- 
tance to the contest. They were: 
Joe L. Robinson and Stewart Smith, 
of the Iowa State College faculty; 
J. C. Eldredge and C. H. Dorchester, 
farmers, and Mayor Clinton Adams, 
also a farm owner. 
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Red Devil Electric Fencer 


Red Devil Tools, Irvington, N. J., 
is introducing the Red Devil com- 
bination battery and high line elec- 








tric fencer, EF2. With this fencer the 
advantages of high line current, such 
as lower operating cost and constant 
power source, are enjoyed, says maker. 
Fencer delivers intermittent stinging 
shocks harmless to man or beast. Timed 
like a pulse-beat this on-off action is 
controlled by a wheel type contact, the 
only moving part. Working parts are 
sealed against the elements. For bat- 
tery operation any 6 volt hot shot bat- 
tery or storage battery can be used. 
Suggested to retail for $29.00. 


Gas Radiant Circulators 


Chattanooga Implement & Mfg. Co., 
Chattanooga, Tenn., offers a pew line 


of Royal gas radiant circulators finished 
in neutral brown baked enamel and 
trimmed and louvred in alloy steel. In 
tests, says the maker, heaters were op- 
erated 24 hours a day for several 
months, full blast and none showed any 
discoloration. Heater has an inner unit 
of heavy gage aluminum coated steel 
which is important in the high degree 
of heating efficiency and which protects 
the outer cabinet, says the maker. On 
all except the smallest model the valve 
is concealed. A large lighter door per- 
mits easy burner lighting and adjust- 
ment, and floor contact at three points 
assures stability, says maker. Two 
models are available with radiants and 
three without. Models have input rat- 
ings from 15,000 BTU to 30,000 BTU. 
Claimed to use any type gas. Model 
728 is shown. 


‘Sparkle Plenty’ Doll 


Baby Sparkle Plenty is 14 in. long 
and features the washable Magic Skin 
body, flexible arms and legs, and un- 
breakable plastic head. Doll has golden 


wig which can be combed into vari- 
ous hair styles, blue lucite sleeping 
eyes with long black eyelashes, and is 
attired in a jersey diaper and flannel 
kimona. Doll is suggested to retail 
for $6.00. Ideal Novelty & Toy Co., 
23-10 43rd St., Long Island City, N. Y. 


Devoe ‘Miracle’ Varnish 


When Devoe & Raynolds Co., Inc., 
44th St. & First Ave., New York City 


17, presented a _ synthetic varnish. 


claimed to be superior to anything the 
firm had produced, a new double-face 
label was designed. Captions and a 
minimum of copy are superimposed on 
the wood-grained label. Entire right 
end panel is devoted to telling the 
story of use, advantages, spreading rate 
of product as well as drying time be- 
tween coats. Illustrations on the label 
set forth the quality and resistant 
claims of the varnish. 


Conversion Set For 
Fluorescent Fixtures 


Sylvania Electric Products Inc., 500 
Fifth Ave., New York 18, offers a Con- 
version Set, packed as a complete unit, 
for transforming bare fluorescent lamp 
units to shielded ones. These sets make 
it possible to alter the decorative 
scheme of any commercial space by 
substituting either glass panelled or 
louvered models without dismounting 
the original unshielded fixtures. Con- 
sists of a shield frame assembly, glass 
panels or louvers, retaining clips, joint 
covers, and mounting hook or bracket, 
with necessary hardware. 
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AND 
YOUR PROFITS 
BIGGER! 









The story of L & H dealer 
advantages can be told in three 
words... “Ihe Profit Line”. 
Among L & H advantages are new, 
sound designs in modern cooking 
and heating appliances, powerful 
national advertising to your 
prospects and customers, effective 
merchandising ideas for your store... 
all adding up to bigger sales 
and more profits for you. 
Write for complete information. 
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DROP FORGED BOXTITE COMBINATION 
WRENCHES WRENCHES WRENCHES 


Send for complete catalog 
and current literature 
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STEVENS-WALDEN, INC. 


Worcestere Massachusetts | 
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Chrom-Ever Mixer 


Motor of the Chrom-Ever mixer is 
self-lubricating and mounted in. a non- 
tarnishable aluminum housing. Mixer 
features interchangeable mixing baldes 





for mixing or whipping and push but- 
ton operation. Off center mixing unit 
is claimed to do a more thorough job 
due to the double motion created in 
the liquid. Mixer has a one qt. bowl. 
Asquith Associates, 131 State St., Bos- 
ton 9, Mass. 


Vacuum-Type Coffee Maker 


A cast aluminum vacuum type coffee 
maker has been added to the Queens- 
ware line by the Triple A Metalcraft 
Corp., 3421 E. 22nd St., Los Angeles 
23, Cal. This coffee maker brews up 
to eight cups of coffee. Brewing 
chamber and the all-metal filter are 
designed to control the brewing period 
so that the flavorful oils are extracted 
but waxes remain in the coffee grains, 
says the maker. Made for top-of-stove 
use and requires no electrical connec- 
tions. When water reaches correct 
temperature, it rises to the brewing 











chamber, brews for about one and a 
half minutes and returns to the lower 
serving unit. Top chamber is removed 
and replaced by the cover of the serv- 
ing unit which is said to keep coffee 
hot enough to serve an hour after it 
is made. Has heat resistant black 
plastic handle and is finished with a 
Jewelcraft silver-like exterior. Sug- 
gested to retail for $12.75. 





‘Shu-Hat-Tie’ Rack 

After five years the 22 by 67 in. 
folding wood “Shu-Hat-Tie” Rack has 
been restored to the line of E-Z-Do, 
261 Fifth Ave., New York 16. Attaches 
to inside of any standard closet door. 
Of clear white pine with nickel-plated 





metal arms. Has a capacity of 12 prs. 
of shoes, 6 hats, and for ties, belts and 
scarfs. Can be folded flat when not in 
use. Suggested to retail at $3.98. 


‘Jacobus Brush Packages 


A. G. Jacobus’ Sons, Inc., Verona, 
N. J., is introducing a retail display 
container for all of its brushes. Car- 
tons are so constructed that the inside 
flap turns back to effect an excellent 
merchandising display. The Jacobus 
dark blue seal on a light blue back- 
ground appears on this flap with a 
space for the retail price of each type 
of brush contained. Packages are made 
of a durable grade of cardpaper to 
assure brushes reaching consumer in 
good condition, says maker. Some con- 
tain but one size of brush and others 
hold three different sizes. All brushes 
have pre-war pure black China bristles 
and some have lacquer handles while 
others have one and two color finishes. 
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Improved Colors In Oils 


Gillespie Colors in Oil, prepared ac- 
cording to a new formula, are claimed 
to enable them to mix and tint more 


easily. Packed in gals., qts., half-pts. 
and tubes. For use in tinting oil, syn- 
thetic or varnish type paints, or en- 
amels, or for graining or glazing when 
properly mixed. Available in 31 stand- 
ard, basic colors. Packed under new 
label. Gillespie Varnish Co., 150 Dey 
St., Jersey City 6, N. J. 


Instant Pressure Cooker 


National Aluminum Mfg. Co., Peoria, 
Ill., is introducing it’s four qt. Health 
Instant Sauce Pan Pressure Cooker. 
Safety Valv-Lok is the device which 
will not permit the cooker can to open 


unless all steam is released, also the 
cooker cannot be operated unless it 
is fully and properly closed. Another 
feature is the Dial Pressure Gage which 
is precision built to show five, 10 and 
15 lbs. pressure. Built into it is an 
indicating whistle which signals when 
the pressure is too high, time for the 
heat to be lowered. 100 per cent steel 
locking ring is said to give full lock 
around the entire cooker. Cooker is 
made of aluminum, highly polished. 
Suggested retail selling price is $12.95. 


Plumbing Supply Catalog 


Keystone Brass & Rubber Co., Broad 
& Lehigh Ave., Philadelphia 32, Pa., 
has issued a 200-page catalog describ- 
ing plumbing rubber goods, plumbing 
brass goods, tools, chemicals, air valves, 
well equipment, pipe fittings, lawn 
goods, bath and household accessories 
and hardware specialties. Free. 
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FORGED IRON 
CABINET HARDWARE 


MANUFACTURING COMPANY 


PITTSBURGH 


12, 


PENNSYLVANIA 





















































Available Now! 


The torch of the year in the hardware field ie 

. popular price, rugged construction, ie 
maximum safety, available in 1-qt. or 1-pt. ios 
sizes. Ideal for you to handle, backed by 
83 years’ experience in building quality 
tools. Write for information—today! ee . 
Bes 


P. WALL MPG. SUPPLY C0. 


Grove City, Pa. 














‘i 6 
»® No. 89 
n ELECTRIC 
} % DRILL 


$2995 


Light in weight, 
convenient an 

handy, this im- 
proved drill has a 
special aligning 
that makes 
Backed by 






Ne.209 © 
Dritt Stand 
(less drill) 


» $1295 } 


7 


D 
straight drilling natural. 
35 years of electric drill manufac- 
turing, produced in great quantities 
by modern methods, this is today’s 
best drill buy. For every day farm, 
garage, construction and maintenance 
use, you can’t get a better drill at 
any price. Specially wound, long life. 
high torque, fan-cooled motor. ut 
steel gears, self-lubricating bearing:, 
sturdy die cast case and a full sized 
snap action chuck (no key to loss). 
With a No. 209 Drill Stand, 
the 89 Drill makes a capable 
lever operated drill press. 
Order from your local Speed 
Way dealer. 


No. 117 Grinder 
$1495 








¥," DRILL 


SPEEDWAY MFG. Co. \ > 
1836 S. 52nd Ave., Cicero, ill. ~ 












Casement Window 
Operators 


H. S. Getty & Co., Inc., 3348 N. 10th 
St., Philadelphia, Pa., offers casement 
window operators for wood casements 
with internal, external, and horizontal 





gearing in a choice of materials and 
finishes. Redesigned model 4703 W, 
which employs internal gearing, fea- 
tures a solid bronze housing in a 
smoother, more graceful contour, plus 
simplified installation details. Addition 
to line is the horizontal-gear operator 
4700 which can be used interchangeably 
for right or left hand casements with 
the same ease as the Getty angle-drive 
devices. Model 4715, angle-drive exter- 
nal worm and gear type, rounds out the 
line. 


Laughlin Data Book 


The Thomas Laughlin Co., Portland 
6, Me., has released a revised catalog 
data book, 140, containing information 
on marine and industrial hardware. It 
includes detailed working characteris- 
tics of each product. Tables and charts 
make the catalog a valuable reference 
book for engineers, architects, riggers 
and safety directors. Lists many new 
Laughlin products. 


Two New Proctor Irons 


A one-legged “Never-Lift” iron with 
the stability and self-righting action 
of a child’s, roly-poly toy (it rights 





itself from a 60-degree angle), has been 
adopted to replace the original two- 
legged mechanism which was _intro- 
duced in 1939 by Proctor Electric Co., 
Philadelphia 40, Pa. The handle latch, 
operating on a knuckle-press principle, 
makes the leg retract in a center groove 
in the soleplate, eliminating any hazard 
of catching edges in work and per- 
mitting greater soleplate ironing area. 


WHATS NEW 


The single leg and weighted base make 
the iron self-righting. Has a new 
double compensating thermostat—non- 
radio and non-overshooting. Green sig. 
nal indicates when it is safe to iron 
rayons and red when temperature is too 
hot. Has fabric dial. Plastic heat 
shield protects operator’s hand. Weighs 
3% Ibs., with 10,000 cycle cord, per- 
manently attached. One thousand watts. 
110-120 volts, AC only. A new “Cham 
pion” iron is identical to the “Never 
Lift” except that it does not have the 
self-lifting “Never-Lift” feature. Both 
available to consumers Oct. 29. “Never 
Lift” lists at $14.95 and “Champion” 
at $12.95, including Fed. tax. 


Instrument Soldering Iron 


An electric soldering jron, especially 
suitable for fine soldering of instru- 
ments, electrical appliances, radios, 
etc., has been added to the line of the 
Hexacon Electric Co., 170 W. Clay 
Ave., Roselle Park, N. J. Comes with 
¥Y%-in. or %4-in. hard drawn copper 





diameter tip and in 40, 50 or 60 watts 
Very lightweight. Works on 110 or 220 
volts, D.C. or A.C. No transformer 
required. Has 6-ft., 10,000 cycle ap- 
proved héater cord with shatter-proof 
rubber plug. Replaceable element. 
Furnished with stand. Lists at $4.50 


Photoflash Battery Display 


Ray-O-Vac Co., Madison 3, Wis., has 
designed a shipper-carton for window 
display and counter selling for the 
medium-size No. 110 photoflash bat- 
teries. The red, yellow and blue carton 
is four by three in. and holds a doz 
cells. No. 110 batteries are covered 
with moisture-resistant paper and are 
suggested to retail for two for 25 cents 
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DIE CASTING is the shortest route from raw material to fin- 
ished part. 


liquid metal is fed in one end of the casting machine and within 
a few seconds, the other end delivers a finished casting prac- 


tically ready to use. | 





DIE CASTINGS are produced in zinc—aluminum—magnesium— 
brass—tin—lead alloys, whichever most economically and func- 
tionally meets your needs. Castings can be finished by us in 
nickel—chrome—copper—enamel and paints of all colors. 


our plants -at: 






BATAVIA, N.Y, 





POTTSTOWN, PA. 






TOLEDO, OHIO 





GRAND RAPIDS, MICH. 


are strategically located to serve your plants in close proximity. 





DOEHLER-JARVIS CORPORATION 


The World's Largest Producer and Ginishen of Die Castings 


SEPTEMBER 25, 1947 


Executive Office 


386 FOURTH AVENUE 
NEW YORK 16, N.Y. 
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Utica Pliers 


FOR MORE TOOL MILEAGE 





Pliers for 
Every Need 


UTICA 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 





WHATS NEW 





Lawson All-Service Can 





F. H. Lawson Co., Cincinnati 4, 
Ohio, is offering the Lawson 200 all- 
service can with a drawn rounded 
bottom and all welded seams making 
it easy to clean. Large rolled rim at 
top of the can provided added strength, 
and a welded on, rounded steel ring 
at the bottom acts as a floor protect- 
ing skid. Can has two handles and a 
mushroom type drawn one piece cover 
which will not allow odors to escape. 
made of 18 gage black steel, dip gal- 
vanized. It is 24 in. high without cover, 
which is two in. high, 18 in. diameter, 
and weighs 26 lbs. 25 gal. capacity. 


Glass ‘Button’ 




















Glass button is used for the repair 
of cracked glass panes as in windows, 
mirror and show cases. Can also be used 
on plate glass as a % in. length screw 
is provided to compensate for the vari- 
ation in thickness of glass. Screw, as- 
sembled with one aluminum button 
and one railroad board button is passed 
through the glass at the intersecting 
point of the cracks. Then the other 
two buttons are placed on the screw 
and fastened with the nut. Aluminum 
buttons have holding power and the 
railroad board buttons cushion the 
glass, says the maker. Baier Mfg. Co., 
1450 E. 19th St., Indianapolis 7, Ind. 





"Knife Wardrobe’ 


Robeson Cutlery Co., Perry, N. Y., 
is offering a “wardrobe” of ShurEdge 
knives in the “Sharp-Rac” knife case 


which can be nailed to the wall or 
placed on the housewife’s kitchen work 
table. Case, in washable, cream-color 
plastic, is also an automatic sharpener. 
Included in the wardrobe is a three 
in. paring knife for peeling vegetables 
and fruits, suggested to retail for 90 
cents, four in. knive for trimming celery, 
coring lettuce, peeling and slicing large 
fruits, $1.25; a seven-in. trimmer and 
slicer for cutting away around bones, 
jointing fowls, preparing sandwiches, 
$2.25; an eight-in. wide slicer for carv- 
ing fowl] and steaks, $2.75; a nine-in. 
narrow French cook for carving rib or 
rolled roasts, beef tongue and mincing 


wer | 





vegetables, $3; and a 10-in. round 
point straight slicer, for carving leg of 
lamb, ham, turkey and other fowl, 
$3.50. All six knives are of hollow 
ground, stain-proofed chrome-vanadium 
steel, and feature the Perma-Sharp 
process. Handles are of Pakkawood, 
material of plastic nature which is 
claimed to be impervious to household 
acids and resistant to heat stains. 
“Sharp-Rac” plus the six knives is sug- 
gested to retail for $17.95. 





‘Door-Man’ Door Closer 


American Screw Products, Inc., 905 
Mass Ave., Indianapolis, Ind., is intro- 
ducing the “Door-Man” door closer 
which is designed for light and medium 
doors. It is claimed to close door 
quickly, softly and quietly. Heavy 
cushion spring relieves strain and pre- 
vents injury to closer when door is 
forced beyond normal position. Holds 
door open if desired. Boxed, 24 to a 
carton. Suggested to retail for $2.49. 
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up plants and grass. 
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teeth in place. Flange on spacer bar adds four-point support to teeth 
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Table Top Water Heaters 


Seidelhuber Iron & Bronze Works, 
Inc., 1421 Dearborn St., Seattle, 44, 
Wash., has added two table top elec- 


tric water heater models to its line 
fabricated with 3/16 in. boiler plate 
inner tanks. Specifications to follow 
cover both the 30 and 40 gal. models: 
Cabinet, 24 by 24 by 36 in. high, double 
or single element, 220 or 110 element, 
181 or 200 lbs., 200 minimum, 280 max- 
imum units per carload. 


Ray-O-Vac Flashlight 
Service Guide 
The Ray-O-Vac Flashlight Service 


Guide, a six-panel, two-color consumer 
information folder, is being offered to 
wholesalers, dealers and the public by 
the Ray-O-Vac Co., Madison, Wis. 
Prepared as a customer service feature, 
the guide is written and illustrated to 
be useful to every flashlight user. It 
gives a basic understanding of flash- 
light operation by means of an “X-Ray” 
view of a flashlight case interior, with 
all parts and possible service failure 
points clearly identified. 


Black Leaf Mosquito-Fumer 


Tobacco By-Products & Chemical 
Corp., Inc., Louisville 2, Ky., “Black 
Leaf” mosquito-fumer, the outdoor 
mosquito killer which operates on the 


ie 
hsquito-fum’ 


WATS NEW 


principle of a “smoke aerosol,” en- 
veloping the shrubbery and grass in a 
cloud which is said to destroy mosqui- 
toes. It is expelled under pressure when 
the contents are ignited by a lighter 
inserted through a “window” in the 
container’s top. Each six oz. unit is said 
to treat an average city lot, or about 
a third of an acre. Is claimed to keep 
average home grounds free from mos- 
quitoes for two hours or longer. Sug- 
gested to retail for 45 cents. 


'Radalarm' Radio 


Garod Radio Corp., 70 Washington 
St., Brooklyn 1, N. Y., is introducing 
the “Radalarm” clock-radio combina- 
tion designed to awake one with music 
from the radio. Encased in a two-tone 
plastic cabinet with a contrasting clear 
plastic clock and dial face. Features a 
superheterodyne receiver .for good 
broadcast reception. Electric clock in- 


corporates the Telechron movement and 
is quiet in operation. Built-in loop an- 
tenna insures pick up over the broad- 
cast band of 540 to 1650 kilocycles. 
Controls include volume and _ station 
selector knobs, radio-alarm switch and 
time setting knob. If you forget to turn 
off the radio, when it wakes you, the 
Radalarm will automatically turn it off 
at a predetermined time. Suggested to 
retail for $39.95. 


'‘Dry-Wash' Hand Cleanser 


Ridgefield Chemical Products Co., 
Inc., Ridgefield, N. J., offers a hand 
cleanser known as Dry-Wash which is 
creamy in substance and which con- 
tains lanolin. Has no grit or abra- 
sives that would irritate or harm skin, 
says maker. A small quantity applied 
to the hands is rubbed in thoroughly 
and removed on a paper towel or 
cleansing tissue. Fine for office work- 
ers, mechanics, railroad men, painters, 
etc. Available in four and a half oz. 
tube, 14 oz. jar, 14 oz. can, two lb. can, 
or seven lb. can. 


Egg Server 


DeLuce Mfg. Co., 3223 Pierce St., 
N. E. Minneapolis, Minn., offers a 
stainless steel egg server, which simp- 
lifies the handling of eggs. From the 


DE LUCE MANUFACTURING C 


kettle to the table, the egg is not 
tcuched by hands. Server is mounted 
on display card six in. wide by 12 in. 
high, packed one doz to a carton, 12 
cartons to a case. Weight one carton, 
three Ibs. Suggested to retail for 39 
cents. 


‘AquaScent’ Shower 


Melcott Products Corp., 124 Stuyve- 
sant Ave., Brooklyn, N. Y., is introduc- 
ing the AquaScent shower which can 
be installed above a conventional shower 
head. When perfumed water is desired, 
the convenient tablet is inserted in the 
slot. Pine or apple blossom tablets are 
available. Molded of Lustron in pastel 
bathroom shades with chrome attach- 
ment. AquaScent is suggested to retail 
for $2.98 with two sets of 20 scent 
tablets. Will not affect ordinary shower. 
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SEEIT....- featuring the famous 
Seas. 80 «oes 


make this EXTRA PROFIT RUBBER-FLEX JAW ASSEMBLY 
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«Home Signs 








WHY REFLECTO LETTERS 
OUTSELL ALL OTHERS: 


1. Reflect light from any 
angle 

2. Gleam brightly at 
night 

3. Stand out clearly by 
day 

4. Beauty and utility 
for every home 

5. Attractive counter dis- 
play promotes sales 

6. Nationally advertised 





































This Display Cabinet with 119 2%” Let- 
fers, 18 Assorted Panels, 12 metal 
stakes and 14 Periods...............Net $67.50 


‘Cabinet with 50 23%,” Numerals,-10 As- 
sorted Panels and 10 metal stakes............ 
Net $30.00 







Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special érders. 
Inquiries welcomed. Write for 
detailed information. 
















Fr (>) 


Reflecto Letters, Inc. 
411 EAST 101st ST. NEW YORK 29, N. Y. 


Lm owse 
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Adzette Attachment 


Any claw hammer can be quickly 
and inexpensively converted into an 
adz or hatchet with an attachment 





called Adzette. It consists of a steel 
head with a sharp 234 in. cutting edge, 
smooth, polished top surface and a 
V-shaped wedge on its underside. It is 
attached by inserting the wedge in the 
hammer claw and giving the hammer 
head one sharp blow. Made of heat 
treated 1040 plow steel throughout, cut- 
ting edge is polished ground, machine 
sharpened and ready for use. Weighs 
four oz. Hercules Forge Corp., 1562 N. 
Spring St., Los Angeles 12, Cal. 


W ood Cutting Compass Saw 


Plastic handle wood cutting compass 
saw known as Plymouth P-3. Two 
nickel-plated screws reinforce the 


ME . kl 





handle, and the blades, offering a pol- 
ished finish, are made of high carbon 
electric hearth spring steel. Total effec- 
tiveness is insured by the precision- 
setting of the saw teeth, says the maker. 
Refills include handles or blades separ- 
ately, both made to fit standard Ameri- 
can compass saws or keyhole saws. P-3 
is suggested to retail for $1, slightly 
higher in the west. Great Neck Saw 
Mfjrs., Inc., Mineola, N. Y. 


‘Gage Faucet’ 


C &C Die Casting Co., 60 South St., 
Boston, Mass., is offering a gage-faucet 
for 55 gal. drums, which eliminates 
guesswork and messy hardstick measur- 
ing. Zamac and thick plastic gage is 
placed for easy reading while drawing 
the contents of the drum. Gage model 
55, has neoprene diaphragm and its 
fluid will not freeze, says maker. Faucet 


WHAT'S NEW 


model five has: large orifice for rapid 
flow, heavy spring loaded valve stem, is 
guaranteed leak-proof, accommodates 





padlock with one-fourth in. hasp, has 
standard tapered three-quarter in. pipe 
thread and large hex for solid wrench 
Sold as unit, indi- 
Model five 


tight installation. 


vidually boxed. faucet 





packed six to a box, 72 to master car 
ton, weighing 65 lbs. Models five, fiifty- 
five gage faucet combination 72 to the 
master carton, weighing 75 lbs. 


Silverware Cleaner 


“Silverite,” solution fpr cleaning sil- 
verware which polishes and silverplates 
according to its maker. Polish con- 
tains U. S. domestic 1000 fine silver 
which is deposited on worm surface: 
as silverware is polished. Can be used 
on brass, copper, bronze and other 
metal items. Designed to protect and 
renew fine sterling, cleans and polishes 
worn trays and adds shine to auto ac- 
cessories. It is applied with a soft 
cloth and then rubbed dry with an- 
other cloth and washed in clear water 





Six oz. bottle is suggested to retail 
for $1, and contains a half year’s sup- 
ply for normal demands. Johnson & 
Brannam Distributors, 1853 Peck St. 
Muskegon, Mich. 
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’ : 7 It takes all kinds of hardware 
BARROWS 4 to hold a home together, and the 


most important of these is door 





hardware. Here, Barrows does the 
job beautifully—in appearance . . 
in function .. . with a broad range 


72 to master car- % of authentic designs to fit all 


Models five, fiifty- 


ened interior and exterior applications. 
yination 72 to the 


And always, as during the last 








ng 75 lbs. 

half century, every Barrows piece 

is made with skill and precision, 
iner of only time-tested materials, for 


for cleaning sil- easy, speedy installation . 
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1000 fine silver 
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ed with a soft 
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for quiet, efficient operation. 





Today, more people than ever 
. - - Bank on Barrows. 
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STRIP-SEAL 
SELLS! 


This little Strip. Seals out cold ! 


~jyust press <i / 
INTO PLACE /// 
wooors AND OUT = / 
to stop goP* \ 
or cracks 
Keeps ovt 
drofts, cold 
and dirt. tn 
sures o wormer 

healthier home 


















































Mastic weather- 
cord stoys pliable, 
arden oF 
ackets 


wont h 
fall out. in P 

! 

| or cartons Cost low 


THE SATURDAY 
EVENING 


POST 


The Strip-Seal ad- 
vertisement above is 


now appearing in.. 





Sells in cellophane packets. . $.29 
Sells in cartons 
(pkg. of 5 packets)... . $1.35 


(Far West slightly higher) 


Here’s a real stopper! Die-cut 
hole accurately shows customers 
how much heat is lost when 
windows are not tightly fitted 
or sealed with Strip-Seal! One dis- 
play is packed in every shipping 
case you buy (13 cartons). 

Improve customer service — 


glaze with Mastic-Glaze 
UT-1147 


TREMmCO 


MANUFACTURING CO 


CLEVELAND 4, OHIO 
























‘Titan’ Screwdriver 


Lapeer Mfg.. Co., Lapeer, Mich., 
offers a screwdriver called “Titan.” 
When extra leverage is desired, user 
turns the knob on top of the tool to 





disengage part of the handle which 
folds down to assume a 90 deg. angle. 
Handle, which can be moved along the 
square blade, can serve as a lever any- 
where along its length. Cylindrical 
section in the blade provides a means 
of resetting the handle to allow user 
to gain a more effective hold without 
moving the screwdriver from the work 
contact. Friction spring holds handle 
in desired location and is said to pre- 
vent its slipping inadvertently off the 
end. Streamline design of the handle 
provides a comfortable grip. Blade is 
heat treated steel, and the handle alu- 
minum. Tool,is 9% in. long. 





Insecticide Sprayer 





“Mistmaster” electric compressor type 
sprayer employs a vane type compres- 
sor driven by a 1/8 HP universal type 
motor which gives a static pressure of 
35 lbs. per sq. in. with a velocity of 22 
lbs. per sq. ip. and incorporates the 
patented process of drawing the liquid 
into the compressor and mixing it with 
air at this point to secure a complete 
breaking-up of insecticide for more per- 
fect diffusion. Volume control permits 
close adjustment of the size of the 
spray molecules and an automatic time 
switch can be set for operation between 
one and 24 minutes. Manual control 
is also provided. Sprayer is all alum- 
inum and weighs 2% lbs. Has a pistol 
grip handle and plugs into any ordin- 
ary electric outlet. For oil base insec- 
ticides only. Guaranteed for one year 
against defects of material or work- 
manship. Sprayer Corp. of America, 
1712 Payne St., Evanston, IIl. 





Automatic 'Safe-T-Lock’ 


Door lock that remembers when you 
forget. Automatic safety latch snaps 
into place when the door is opened, 
preventing entrance to any but those 





_WHATS NEW 


wanted in. It automatically engages 
whenever the door is closed yet can 
be released by a flick of the finger, in- 








~ 


EX) 
side the room. When set in the ex- 
tended position, latch allows ventila- 
tion with complete security. Both latch 
and bolt may be opened from the out- 
side with the key. All-steel bolt with 
spring-tension button control keeps door 
securely closed when desired. Automatic 
Safe-T-Lock Co., 4600 S. Kedzie Ave., 
Chicago 32, II. 


Novel Steak Markers 


Featuristic Advertising Co., 218 Co- 
lumbus Ave., San Francisco, Cal., offers 
steak markers made of easy to clean 
Lustron for steak dinners and barbe- 
cues. Markers are colored to indicate 
well-done, medium and rare. 


Folding Wire Cart 


“Bask-O-Matic” folding wire cart for 
groceries and laundry. Folds flat to 
store. Cart rolls easily and silently on 
rubber tired wheels. Add a laundry bag 
as liner and wheel the wash to the 
Launderette. Cart is 23 in. high, 15 in. 








wide and four in. wide when closed. 
Opens with a flip of the sides and 
locks. Stands by itself. Cart has a 
capacity of 100 Ibs. Finished in alu- 
minum and spot welded for strength. 
Leipzig & Lippe, Inc., 1166 Broadway. 
New York City. 
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EVERY COAL OR WOOD 
HEATER in your market 





Automatic Room 
Temperature Control 

















The patented Riteheat is the only Control that makes 





coal or wood heaters automatic. It operates through a 






powerful duplex thermostat on changes of less than 2 





RETAIL 





degrees in temperature. Day and night Riteheat main- 

















6” MODEL 
7 MODEL tains automatically the goonftemiperature selected on 
‘ Ww = 
the dial. 
os 90% “ 
ok or 
ee — : > Dose £ prt yout 
Ee Ba 5 SMe ray . » VK Cc stP 
Reith, ee, ES Ee F one pl 


af Easier Seling Features 


as There’s a great demand for Riteheat and it’s growing 
<%& Automatic Room Temperature Control 


every day. When you sell a new coal or wood heater, 





€ * Saves up to 25% Fuel SE make extra profit and give your customers greater satis- 
hae . ° . . ° 
4 Sir Riteheat a 
dee Oe teen Me faction by selling a Riteheat with it 
2 > ors ° . 
oe With new heaters becoming more and more avail 
“SepProlongs Life of Hi & e available, 
Ba re ne! 2 hs it will pay you to include a Riteheat Regulator on every 
* Fewer Ashes : 
new heater in your store. 
* Protects Against Fire from Overheating Newspaper mats are available to dealers. Write to: 


TcuUcAr®T 


* Easily Installed—Simple to Adjust 


CaLoric Stove CorRPoRATION 
Widener Building, Philadelphia 7, Pa. 
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| SAVER | 
PRODUCTS | 
Setter | 















Jobbers and 
Dealers are 
invited to 
send for 
samples, 
particulars 
and prices. 





TIME SAVER Division of CELCO CORP. 
110 East 42nd St., New York 17, N. Y. 





_WHATS NEW 


Automatic Water Heater 
Conversion Set 


Packaged set contains all parts 
needed for converting a sidearm cop. 
per-coil gas water heater to complete 
automatic operation, says the maker, 











“See, 


Consists of adjustable snap action 
thermostat, safety pilot, B pilot valve, 
gas lines and fittings necessary for in- 
stallation. Automatic safety pilot shuts 
off gas to main burner if pilot light goes 
out. Can be installed on any cop- 
per-coil side arm heating burning, nat- 
ural, manufactured or mixed gas if 
burner and base have an opening of 
about one in. te accommodate safety 
pilot. Known as Hotstream model 
A414-1. Hotstream Heater Co., 2363 E. 
69th St., Cleveland. Suggested retail 
selling price is $19.75. 


Utility Truck 


Holm’s Manufacturing Co., 106 N. 
Main St., Akron 8, Ohio, claims its 
utility truck is so lightweight that even 
a girl can handle heavy loads. Moves 


— ce pe en Sm a cee 





two full milk cans on pin-bearing rub- 
ber disc wheels. Has rack attachment 
for moving other heavy objects. All 
steel frame of %-in. O. D. steel tubing. 
Painted white. Capacity 750 lbs. Ship- 
ping weight 30 lbs. 
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Another Fast-Seller to Round Out 
Your Line of EAGLE Money-Makers 


After months of development in order to 
provide traditional Eagle security in a 
low-cost combination padlock, Eagle now 
offers No. 04957. 

While it sets new high standards for 
combination padlock security, this pad- 
lock is available at a price that makes it 


outstanding. 


SEPTEMBER 25, 1947 


EAGLE INDUST R I ES, INC. Subsidiary of Bowser, Inc. 





EAGLE COMBINATION PADLOCK 
NO. 04957— 


Size 1%". Shackle diameter %". Rustless alloy 
cate with case hardened steel shackle. 144 
regular combinations with 4500 combina- 
tions available. Packed 2 dozen to box. 


Customers wait- 
ing for combination 
padlocks will wel- 
come the higher security built into this 
sturdy Eagle development—especially at 
its attractive price. Better order a supply 
from your wholesaler today so that your 


line-up of Eagle sellers will be complete. 





America’s First Lockmakers—Since 1833 






National Sales Representative of The Eagle Lock Company 
110 North Franklin St., Chicago 6, Illinois 
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How to bring those 
distant Suppliers closer to home 





it’s like having all your suppliers close at hand, when you specify 
Air Express delivery. Air Express gets you what’s wanted in mere 
hours . . . no matter where your suppliers are located. 

Planes carrying your Air Express shipments are bigger and faster 
today. Even overnight coast-to-coast deliveries are routine. Same 
day delivery between many airport towns and cities. And Air Ex- 
press rates are low. Use this speedy, profitable service regularly 


to keep customers satisfied, and business running without a hitch. 


Specify Air Express-its Good Business 


eLow rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights: of all Scheduled Airlines. 

eAir-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action . .. Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Airlines of the U.S. 


ESS 


















GETS THERE FIRST- 


tance equally inexpensive and fasé! 


1927 — 20TH YEAR OF GETTING THERE First! — 1947 


Fastest delivery — at low rates 


Trailer parts (51 lbs.) needed in Los Angeles 
fast. Picked up at Portland, Ore., factory 5 
PM on 13th, delivered first thing next AM 
821 miles away—in time! Air Express 
charge $12.52! Other weights, any dis- 











Water Heater Display 


“Premier P-20 Water Heater” display 
stand, 38% in. high is available. with- 
out charge to dealers from The National 


Ideal Co., Toledo, Ohio. Enameled 





stand is attractive and makes demon- 
stration of this immersion-type water 
heating unit easy. 


Metal Trims Book 


The B & T Metals Co., Columbus 
16, Ohio, has issued a builder’s guide 
on Chromedge metal trims. Devoted 
entirely to decorative metal trims and 
their application for all types of wall- 
board materials. Illustrations are used 
widely throughout. Copy available upon 
request. 


Metal Laying Nests 


Poultry laying nests, of 26-gage alu- 
minum, are made in 40, 60 and 80 hen 
capacities. Claimed to stop hens from 
piling up in individual nests. Fronts 
and backs are high to keep litter from 
spilling out. Removable bottoms for 
easy cleaning. Said to be cooler in 
summer. Smooth edges. Tops slanted 
to prevent roosting and perches raise 
te close nests at night to prevent roost- 
ing in the nests. Maker claims that 





being of metel they will not harbor 
mites and lice. Dealers’ prices: 80 hen 
capacity, $9.71; 60-hen, $8.06 and 40- 
hen, $5.81. Babbitt Mfg. Co., 719 Park 
Ave., Vineland, N. J. 
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Screw Sales Soar when you offer More! 
“Fasten on” to the COMPLETE Line— 


AMERICAN 4 


SCREWS and BOLTS 


American makes a full line of wood, machine and sheet metal 
screws (the latter in 3 types) and stove bolts. What's more, 
American makes these types in all sizes, with all types of heads 
(either slotted or Phillips Recessed). 

In addition to screws of steel and brass, American Screws are 
available in stainless steel, aluminum, monel and everdur (silicon 
bronze) when requirements are large enough to warrant pro- 
duction runs. 

So “fasten on” to this complete American line — for your 
a And remember, also, that there’s always higher “per- 
ection percentage” of head, thread and point for your 
customers in the package with the American Eagle. 
Get your share of that best-buyer business that marks 
orders: “American brand . .. don’t substitute.” 





AMERICAN SCREW COMPANY, Providence 1, R. I. 
Chicago 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 


















¢. ,. and here’s the Trade-Tested 
Package for STOVE BOLTS! id 


Users and dealers alike have put a big OK on this unique 
partitioned package, originated by American. This box 
keeps bolts and nuts separate . . . helps dealers in stock- 
keeping . . . frees users from chore of turning nuts off bolts. 
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ON-RUS 
SANIT- KIT 


NON-RUST ALUMINUM 


CUNCH KITS 


% HEAVY GAUGE SOLID ALUMINUM 
*% SEAMLESS CONSTRUCTION 
% SANITARY— ROUNDED CORNERS 
te PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 










Patent coil spring 
throat for unusual 


beating action! 


Perfect balance . 
lasts longer. 

For the millions who 
still prefer the old 
fashion way. 


Plain colors. 

Decal decorated. 
Original hand paint- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 


Mfg. of Wheel Goods and Metal i teetetin, 
sold through leading hardware 
jobbers from coast to coast. 





METAL FABRICATING CO. 


WILKES-BARRE, PA. 














Carlco Humidifiers 


Carlisle Mfg. Co., 159 Badger Ave., 
Newark 8, N. J., has again made avail- 


able the Carlco humidifier. It has a 
chrome aluminum finish and is made 
with rust-resistant, all-steel watertight 


construction. Durable wire hangers, 
grooved to fit all radiators, says maker. 
Size is 12% in. by nine and a quarter 
by one and a half in., and they are 
packed three doz. to to a container. 
Weigh about 18 lbs. per doz. 





Folder on Watering Can 


“How To Water Your Lawn” is the 
title of a folder offered to dealers upon 
request by American Extruded Prod- 
ucts Co., Inc,. 1023 N. La Brea Ave., 
Hollywood 38, Cal. With smile pro- 
ducing illustrations it supplies the do’s 
and don’ts for thicker, greener grass. 





Aluminum 'Magican' 


Binswanger-Henkin Industries, 641 
Union Ave., Memphis, Tenn., is offering 
the “Magicn,” with a full five gal. 
all-aluminum inner container. Designed 
for use by housewives, doctors, dentists, 
and institutional users. Unit has en- 
closed mechanism, feather touch re- 
cessed step-on pedal; is streamline in 
design and has a rubber cushioned top 
for silent operation. Aluminum is 
satin finished. Suggested to retail for 


$6.95. 


Automatic Center Punch 


Vinco Products, 326 Bond St., As- 
bury Park, N. J., is introducing to the 
trade an automatic center punch kit 
consisting of either of its automatic 
center punch unit, C-15, adjustable 
from nine to 20 lbs. pressure, or C-12, 
pre-set to 15 lbs. pressure, and accesso- 
ries. The accessories include the fol- 
lowing: A _ self-centering attachment 











for the accurate mounting of hinges, 








WHATS MEW ||? 


AND STILL AVAILABLE FOR HAROWARE DISTRIBUTION 





brackets, etc. Attachment is designed 
so that it will accommodate the smallest 
as well as the largest hinges. A tung- 
sten-carbide point for punch making 
hardened steel or glass. Hole-cutting 
points for punching holes in paper, 
fabrics, leather, etc. Two hole sizes are 
available, .090 in. and .045 in. diameter. 
Rivet point for delicate riveting and for 
producing hammered affects on soft 
metals, and a chisel point for accurate 





tooling of soft metals. Suggested re- 
tail prices range from $1.70 and $2.50 
for the basic punch units and from 35 
cents to $1. for the various accessories 
available individually or in kits. 





Invisible Cement 


“Mar-Mora” is a cement, claimed to 
be ten times stronger than glue, which 
can be used to mend or repair glass, 
china, marble, wood, leather, plastics, 
cloth, rubber, etc. Non-inflammable. 
Claimed to leave no mark or stain. Now 
packaged in cartons; 2 doz. bottles on 
easeled display cards. V. F. Van Stan 
Co., 3844 Germantown Ave., Philadel- 
phia 40, Pa. 
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RUBBER | 
HANDLE 


: SUPER 
| HEAVY GUAGE 
h STEEL 





TUBULAR 
STEEL 


- ANDLE 
| PNEUMATIC Fea 
23/,” TIRES FOOT 
s TREADLE 
14 INCH 
STEEL DISC 
WHEELS . 


A NEW PROFITABLE VOLUME SALES MARKET 


Here's the husky big brother of the regular Masters Handi-Cart . . . look at the 
Herculean proportions in the illustration above . . . it's really a husky and the 
market for which it is designed is indeed a husky market for you . . . profit-wise 
and volume-wise! 


Just imagine ... the building and contracting ... the farm... the industrial... 
the highway and road maintenance market ... these and a multitude of others 
hold promise of volume sales and profits for you. 


The Masters Hevi-Duti is brand new . . . some jobbers have limited stocks .-» but 
if you want to move fast, write us for full details. 





an 








MASTERS HOME LAWN MASTERS PLANT SETTER 
DISTRIBUTORS 
No. 25 The Famous Masters Planter with a 
sales record of 40 years because of 
A still smaller size for those “hard to its many unique features and depend- 
get to" corners and for smaller lawns able results. Sets up to 15,000 plants 
and gardens. Efficient and daily and destined to set a new high 
economical. for profitable sales. 


Sters Building » 
Benton Harbor, Mich. 


MASTERS HOME LAWN 
DISTRIBUTORS 
No. 30 


PERFECT DISTRIBUTOR 





MASTERS 








Nothing ever approached the job this 
number accomplished in ee 
distributing of any ie) material . 
seed . . . fertilizer . . . dressing . 
lime, etc. 


MASTERS PLANTER COMPANY “ 
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For smaller lawns and gardens .. . 
the ideal “‘home-size."' Handles a 
wide variety of materials efficiently. 

















make hard jobs 
e-a-S-y 





FOR MECHANICS, PLUMBERS, 
ELECTRICIANS, EVERYONE! 





99 Saw Frame—all steel, one piece frame 
with quick blade change feature for 3, 
44, 6, 10, 12” blades. Ideal for Electri- 


9," 


cians, Mechanics, etc. Cuts 3%” deep. 


" CUTS AROUND CORNERS" 
<1 With 3 or 412° blades, obstruc- 
tions and projections are easily 
spanned. For easy sawing in 
places impossible to reach with 
c | saw frames. 

















5B Tool Kit—good 
universal _ seller, 
Two K-D Pliers 
plus 3-in-1 screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered, Not a 
toy. Handy for 
everyone! 








10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness, 4 
types milled jaws as shown, handles 
knurled. Packed in pocket size roll. 
Handy for Craftsmen, Modelmakers, 
Electricians, Mechanics, Home Owners, 





20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet. Close teeth 
permit short stroke. Box socket construc- 
tion holds screw or nut for starting in 
close places, Sizes 3” to 414,” long. 


Write for a description of the K-D Line 


EERE 2 oe abe : 


-D TOOLS 


K-D MFG. CO. Lancaster, Pennsylvania 
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Supplex Garden Hose 


“Supplex” garden hose is made of 
Elastron whichisa flexible plastic of the 
polyvinyl family. The fittings are solid 
machined brass, heavily nickel plated. 
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Hose withstands oils, acids and hot sun 
or freezing weather, claims maker. This 
hose is said to withstand 380 lbs. per 
sq. in. water pressure at 77 deg. F. 
Couplings will withstand 300 Ibs. pull. 
Hose is silvery-gray in color, to keep out 
the ultra-violet rays which may affect 
the flexibility of transparent hose. Light 
in weight, the hose is easy to lift. Sug- 
gested to retail for $9.95 for a 50 ft. 
length and $5.50 for a 25 ft. length. 
Packaged individually with a red in- 
sert showing Supplex in heavy bold 
type, the 50 ft. lengths are also packed 
five to a carton and the 25 ft. lengths 
nine to a carton, shipping weights be- 
ing 30 and 32 lbs. respectively. Indus- 
trial Synthetics Corp., 225 North Ave., 
Garwood, N. J. 


Toastmaster 





Toastmaster automatic pop-up toaster 


is offered by Toastmaster Products Di- 
vision, McGraw Electric Co., Elgin, Tl. 
Outstanding features are the “Superflex 





Toasttimer” that automatically com. 
pensates for voltage variations, big cool 
easy-lift handles, smartly styled, and 
pop-open crumb tray for easy removal 
of crumbs. Suggested fair traded retail 
price is $19.95. Through error the illus- 
tration of this new “Toastmaster” was 
used in the September 11th issue to 
illustrate a toaster made by another 
manufacturer. 


6-Qt. Pressure Cooker 


The Presto “Meat-Master”, product 
of the National Pressure Cooker Co.. 
Eau Claire, Wis., is claimed to be the 
first 6-qt. saucepan-type pressure cooker 
on the market. It is specifically de- 
signed for larger cuts of meat and fowl. 





Because of its larger size it is equipped 
with a front grip in addition to the 
saucepan handle. It embodies all the 
features of earlier “Presto” models. In- 
dicator shows pressures of 5, 10 and 15 
lbs., which permits use for canning. It 
will handle five pint jars. Will be avail- 
able nationally in November. To retail 
for $14.95, with prices slightly higher in 
the West. 


Ackley Scope Mount 


Mershon Co., Inc., 511 E. Broadway, 
Glendale, Cal., is national distributor 
for the Ackley “Snap-On” Scope Mount 





which consists of two V-base blocks, 
scope ring and high tension leaf-type 
spring. Base blocks are mounted on 
rifle barrel in conventional scope posi- 
tion and can be installed on any make 
or model of gun. Scope is inserted in 
scope ring which in turn is fastened to 
the leaf-typ® spring. Spring is snapped 
into position between the base blocks, 
the scope resting firmly in the V’s. With 
a set of base blocks on each gun, owner 
can transfer scope from one to another. 
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Aid for Sash Painting 


“Line-A-Sash” is a brush attach- 
ment designed to keep paint off win- 
dow glass when painting the sash. Can 
be fastened to any brush up to 1% in. 
wide. Broad, arrow-shaped guard moves 
on a slide on the brush handle keep- 
ing the bristles from touching the 
wrong surface. It is flexible and doesn’t 
interfere with painting action. May be 
retracted for flat surface use. Sure 
Line Mfg. Co., 45% Francis St., Hart- 
ford 6, Conn. 


Exhaust-Type Ventilator 


F. A. Smith Mfg. Co., Inc., Rochester, 
N. Y., is making an exhaust-type ven- 
tilator which features a single auto- 
matic control. Designed for use in 
kitchens, laundries, recreation rooms, 
and bathrooms, reception rooms, etc. 
Straight-line air movement of 405 cu. 
ft. per minute is made possible by the 
design of fan, motor and telescoping 














tubular duct. Simple open design of 
duct and grille make for easy cleaning. 
Tubular duct requires a minimum size 
hole. The square inside grille and out- 
side door frame provide ample overlap. 
Standard ventilator fits walls from five 
to nine and a half in. thick and up to 
13% in. with an extra sleeve. It is 
powered by a shaped pole motor with 
self-aligning bearings and extra oil 
reservoir. Standard unit voltage is 
115 v. 60-cycle, A.C. Grille, door and 
duct are of steel, and door and duct 
are finished in a_ corrosion-resistant 
paint. Grille is finished in white baked 
on enamel. Fasco ventilator has Under- 
writers’ Laboratories approval and is 
suggested to retail for $24.95. 


Drill Stand 


Model 60 drill stand which holds 60 
drills sizes, No. 1 to 60. Stands are 
individually boxed and packed one doz. 
to the case. Finished in baked gun- 
metal. Large, non-tilting base is said 
not to be top heavy. Hangs on wdll 
table or machine. Handy tray in front 
holds drills to be sharpened. Is 5% 
by 3% in. Congress Die Casting Divi- 
sion, Detroit 12, Mich. 
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a NAILS AND BRADS ~ 


Full, well formed heads and 
sharp uniform points. 

Bright colored packages clearly 
marked for size. 








Complete range of sizes 








Netting for animal pen, poul- 
try--or any special manu- 
facturing purpose. 

Hexagon mesh, straight line 
and hen-chick fencing. 











BRAND 


WIRE PRODUCTS 


Fast Selling . . . Because quality and 
permanence are built in. .. all ways: 


Cogs 


Electro-galvanized, bronze and 
aluminum. 24” to 48” standard 
widths of Wire Screening. 


Narrow and wider than 
standard on special order 











Heavily galvanized, uniform 
weave Hardware Cloth. 


Standard widths and 
meshes, also special sizes 











ad === . : 
rl HARDWARE CLOTH \\ 


We offer the knowledge gained through 


over 70 years of making wire products 


| WICKWIRE BROTHERS, INC. 


CORTLAND, NEW YORK 














































No. 1620 
See Deal No. 61 


With deals 26 and 61 you get one (1) 


colorful sales building counter display 
holding Handi-Lites similar to illus- 
tration. 








No. 2620 
See Deal No. 26 





Solid 22-K Copp 
Ages! .- 


No. 2011 
See Deal No. ? 


er—The Metal of the 
_ 2-cell Fixt-Focus Spotlite. 


$1.15 


Complete 


DEALS 


No. 2418 
See Deal No. K-95 





Just one look at these BOND Flashlight Deals and 


your merchandising judgment puts them at the head 


of the style parade. 


REAL PRE-WAR CONSTRUCTION 


... solid drawn brass. ‘ 


-solid 22-K copper 
- hew post-war use of plastic 


lacquer beautifully impregnated with powdered 
metals...and many other outstanding qualities. 


BACKED BY MILLIONS OF CONSUMER 


NO. 61 DEAL DISPLAY Consists of:— 
12 No. 1620—1-cell Pen Size Purse or 
Pocketlites (8 with red and 4 with white 
translucent heads.) Chromium-plated solid 
drawn brass barrels. ... Plus 12 No. 103 
Bond SUPER-POWER Batteries. 

A TOTAL RETAIL VALUE... .$7.08 

SUGGESTED DEALER COST. .$4.74 

$2.34 DEALER PROFIT 


NO. 26 DEAL DISPLAY Consists of:— 
8 No. 2620 2-cell Handi-Lite Penlites (5 
with white and 3 with red translucent 
heads.) Chromium-plated solid drawn 
brass barrels: G. K. magnifying Spot 
Lamp....Plus 24 No. 103 SUPER- 
POWER Batteries. 

A TOTAL RETAIL VALUE... . $6.92 

SUGGESTED DEALER COST. . $4.64 

$2.28 DEALER PROFIT 


i] 
NO. 2 DEAL DISPLAY Consists of 


6 No. 2011 Standard 2-Cell Spotlites. Solid 
drawn brass barrel, nickel-plated and 
polished. Solid 22-K Copper lock ‘‘on” 
and “‘off” switch....Plus 48 No. 102 
Bond SUPER-POWER Batteries. 
A TOTAL RETAIL VALUE... .$9.48 
SUGGESTED DEALER COST. .$6.35 


$3.13 DEALER PROFIT 


NO. K-95 DEAL DISPLAY Consists of: 
6 No. 2418 Standard 2-cell Fixt-Focus 
Spotlites. Solid 22-K Copper barrels, 
polished and lacquered. Lock ‘‘on’’ and 
“off” switch.... Plus 48 No. 102 Bond 
SUPER-POWER Batteries 

A TOTAL RETAIL VALUE. .$10.50 ¢ 

SUGGESTED DEALER COST.$ 6.82 

$3.68 DEALER PROFIT 


HARDWARE AGE 











SOLID} BK 


te 


This Det, 
Perfedtio; 
CN 


™ 





No. 
See De 


SURE-FIRI 
SUPER-I 
—new Bo 
FAST DELI\ 
see his sa 
Electric C 
of Olin In 


NO. 7 DEAL 
6 No. 2520 
Size SUPEI 
plated solid 
lites with rut 
... Plus 24 ] 
POWER Ba 
A TOTAL Ri 
SUGGESTED 
$3.11 


FLAS 


SEPTEM 





OLID 


. Metal of the 
cus Spotlite. 





zht Deals and 
m at the head 


22-K copper 
‘use of plastic 
th powdered 
ing qualities. 


Consists of:— 
ll Spotlites. Solid 
ckel-plated and 
pper lock ‘‘on” 
lus 48 No. 102 
3atteries. 

’ ..$9.48 
COST. . $6.35 
PROFIT 


Y Consists of: 
cell Fixt-Focus 
Sopper barrels, 
Lock ‘‘on’”’ and 
No. 102 Bond 
=~] 

LUE. .$10.50 ¢ 
[OST.$ 6.82 
PROFIT 


VARE AGE 











BRASS and/or COPPER SPOTLITES 


Retail for only 59¢ 


This Detective jSp 
Perfeati ol. 49 


we , 


cial a Masterpiece of 


? Pg poten Spotlite 


On et... Dr 


No. 2520 


See Deal No. 7 No. 2423 


See Deal No. 6 


SURE-FIRE SELLING POWER.. - you bet! New Bond 
SUPER-POWER ultra modern streamlined beauties 
—new Bond style leaders that win instant approval. 
FAST DELIVERY. . . your wholesaler has them NOW— 
see his salesman. He has the complete story. Bond 
Electric Corporation, New Haven, Conn., Division 
of Olin Industries, Inc. 


IN NATIONAL MAGAZINES 


ADVERTISMENTS 





NO. 6 DEAL DISPLAY Consists of:— 
6 No. 2423 POWER CHIEF Fixt-Focus 
Spotlites. Solid drawn brass case deco- 
rated with plastic lacquers impregnated 
with powdered metals in “‘sea scape’’ 
green, ‘‘mountain mist” blue and “‘after 


NO. 7 DEAL DISPLAY Consists of:— 


6 No. 2520 De Luxe 2-Cell Junior 
Size SUPER-POWER chromium- 
plated solid brass Fixt-Focus Spot- 
lites with ruby translucent lens-ring. 

.. Plus 24 No. 101 Bond SUPER- 


POWER Batteries. glow” red....Plus 48 _No. 102 Bond 
A TOTAL RETAIL VALUE...$9.30 SUPER-POWER Batteries. 
A TOTAL RETAIL VALUE. ..$11.70 


SUGGESTED DEALER COST. .$6.19 


$3.11 DEALER PROFIT ‘SUGGESTED DEALER COST.$ 7.60 


$4.10 DEALER PROFIT 


NO. 933 DEAL DISPLAY Consists of: — 
6 No. 2440 De-Luxe SUPER-POWER 
2-cell Fixt-Focus Spotlites. Chromium- 
plated, solid drawn brass barrel finished 
with 180 degree folding ring hanger and 
ruby translucent lens-ring. . .- Plus 48 No. 
102 Bond SUPER-POWER Batteries. 
A TOTAL RETAIL VALUE. .. $12.60 
SUGGESTED DEALER COST.$ 8.32 
$4.28 DEALER PROFIT 


AMERICA’S FINEST 


FLASHLIGHTS and BATTERIES 


SEPTEMBER 25, 1947 


Spar Orkling jp: 





































to $1.50 Complete 





No. 2440 
See Deal No. 933 j 





With deals 2, 6, 7, K-95 and 933, you 
get two (2) colorful space-saving 
counter displays. Each display holds 
three (3) cases as shown. 


More powerful than 
More powerful! than adcell searchlight 


2 3 cell searchlight 
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YALE & TOWNE FORMS SPECIALTY DIV. 
—PROMOTES SEVERAL TOP EXECUTIVES 


J. Bryan Williams, Jr., Manages Stamford Division; 
Mark A. Miller Heads New Specialty Division and 
Meade Johnson Is Named General Sales Manager 





WILLIAM R. HOYT 


The Yale & Towne Mfg. Co. 
has established a new Specialty 
Division in Roanoke, Va., and 
will transfer the manufacture 
and sale of automobile and spec- 
ialty locks to the new unit, ac- 
cording to an announcement by 
W. Gibson Carey, Jr., president. 
At the same time several trans- 











| 


J. BRYAN WILLIAMS, JR. 





of Stamford Division 


| fers and promotions of Stamford 
| executives have been made. 
| 


William R. Hoyt, formerly gen- 

| eral manager of the Stamford di- 
vision, has been named assistant 
to the vice-president in charge of 
| production. Mark A. Miller, 
| former assistant general manager 











MARK A. MILLER 


of the Stamford division, is now 
general manager of the new Spe- 
cialty division. J. Bryan Wil- 
liams, Jr., who was special as- 
sistant to the general manager, 
will succeed Mr. Hoyt. Hugh J. 
Mathews, assistant secretary of 
the company, has been trans- 
ferred to the Stamford division 
from the executive offices in New 
York where he will also supervise 
accounting and office procedure. 


Mr. Hoyt will collaborate with 
Mr. Miller in transferring the 
automotive and specialty lock 
manufacture from Stamford to 
Roanoke involving the construc- 
tion of a new plant, purchase of 





additional machinery and _ all 
phases incident to establishing 
the new division. 

Mr. Hoyt joined Yale & Towne 
in 1902, becoming eventually 
foreman and then superintendent 
in the factory. He assisted in 
standardizing product manufac- 
ture and helped arrange the op- 
erations of the company’s original 
European plants and established 
the Philadelphia division. He 
served nine years as works man- 
ager in Philadelphia and was 
appointed general manager of the 
Stamford division in 1940. 

Mr. Miller has been associated 
with the company 26 years, ac- 
quiring broad experience in both 
selling and general management. 
He was made assistant general 
manager at Stamford in 1939, 
Mr. Williams joined the com- 
pany in 1946, having previously 
served in the army as Chief of 
Operations section in Allied 














MEADE JOHNSON 











A. DOUGLAS DALTON 


Force headquarters for General 
Eisenhower and succeeding Su- 
preme Allied commanders. He 
has been familiarizing himself 
with various phases of the com- 
pany’s management. Before Mr. 
Williams was called in 1941, he 
operated his own consulting and 
construction company for eight 
years. Mr. Mathews started with 
the company 40 years ago, was 
advanced in the accounting de- 
partment and in 1928 was made 
assistant secretary. 

Mr. Williams has announced 
two promotions in production 
and one in sales at the Stamford 
Division. A. Douglas Dalton has 
been promoted from _ general 
superintendent to assistant gen- 
eral manager and Harold E. 
Nagle has been promoted from 
superintendent of methods to 
general superintendent. Meade 
Johnson, formerly marketing 
manager of the Stamford Divi- 
sion has been made general sales 
manager of that unit. 

Mr. Johnson, who developed 
the Stamford Division’s catalog 
simplification, new packaging 
program and builders’ hardware 
courses has been with the com- 
pany for 20 years. 

Mr. Dalton, a civil engineer, 
joined the company in 1914 and 
advanced through various respon- 
sibilities, becoming general 
superintendent in 1935, During 
World War II he directed the 
Stamford plant war production 
program. 
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PROGRAM FOR JOINT CONVENTION 
WHOLESALERS AND MANUFACTURERS 


MEETS OCT. 13-16 IN ATLANTIC CITY 


Sessions will include talks and discussions on labor 
problems, incentives in industry, national and world 
wide problems and prospects for the future. Head- 
quarters and all sessions of the American Hardware 
Manufacturers’ Association and the National Whole- 


sale Hardw 
Blenheim. 


The National Wholesale Hard- 
ware Association and the Ameri- 
can Hardware Manufacturers As- 
sociation will hold their joint 
annual convention at the Marl- 
Borough-Blenheim, Atlantic City, 
N. J., Oct. 13 to 16, inclusive. 

This will be the 93rd semi- 
annual session of the manufac- 
turers and the 43rd annual meet- 
ing of the wholesalers as well as 
the 38th semi-annual gathering 
of the National Association of 
Sheet Metal Distributors, an 
NWHA affiliate. 


incentives and other national eco- 
nomic problems will be discussed 
as well as international affairs. 

Both groups have announced 
that late applicants for hotel ac- 
commodations will save time by 
addressing requests for rooms di- | 
rect to the Convention Bureau, 16 | 
Central Pier, Atlantic City, N. J., 
stating the type and number of 
accommodations desired and the 
expected dates of arrival. 

As previously announced in 
Harpware AcE all registrations 
must be in by Sept. 30, under 
the advance registration plan to 
enable having delegates’ names 
and hotels in the Advance Regis- 
tration List to be issued Monday 
morning, Oct. 13. Names re- 
ceived after Sept. 30 will be 
published in the Supplementary 
List to be issued Oct. 14. 





Opening Session 


On Monday morning, Oct. 13, 
the registration desk will open 
and the executive committees of 
the two associations will hold 
their individual sessions. Henry 


J. Allison, president, N.W.H.A. 


| 
The Taft-Hartley Law, = 
| 


are Association in the 


} and president, Allison-Erwin Co., 
| Charlotte, N. C., hardware whole- 
salers, will preside at the cus- 
tomary opening joint session 
Monday evening, Oct. 13, at 9:00 


| p.m., in the Wedgwood Room 
|of the Marlborough-Blenheim. 


| Speaker of the evening will be 
James F. Lincoln, president, Lin- 
coln Electric Co., Cleveland, 
Ohio, his topic being, “Incentive 
Management in Industry.” An 


trator, his business philosophy 
has been the subject of numerous 
articles in business publications. 
general magazines and _ daily 
newspapers. 

The N.W.H.A. Tuesday morn- 
ing session will include the re- 
port of President Henry J. Alli- 
son and that of Thomas A. Fern- 
ley, Jr., executive secretary 
the association, followed by dis- 
cussions on various subjects. 

Herbert P. Ladds, president, 
National Screw & Mfg. Co. and 
president of the American Hard- 
ware Manufacturers Associaton, 
will deliver his address at the 
Tuesday morning session of that 
organization. “Why Foremen 
Organize, and What Can Be 
Done About It,” will be the topic 
of H. J. Roesch, Detroit, Mich., 
executive vice president, Fore- 
men’s League for Education and 
Association. The concluding ad- 
dress of that session will be de- 
livered by Alfred Haake, Ph.D.. 
Park Ridge, IIl., who is familiar 
with labor, management and po- 
litical problems. He was an in- | 
dustry member of the War Labor | 
Board panel during the recent | 
war. 

The Sheet 


Metal association | 


inventor, engineer and adminis- | 


of | 


Marlborough- 


will hold meetings Tuesday morn- 
ing and afternoon, both sessions 


to include discussions. A. M. 
Vorys, Vorys Bros., Columbus, 
Ohio, president of that group 


| will deliver his annual address at 
the afternoon session to be fol- 
lowed by the report of Thomas 
A. Fernley, Jr., Philadelphia, 
Pa., as secretary-treasurer of the 
N.A.S.M.D. 


| Wednesday morning there will 


be a second joint meeting of 
manufacturers and_ wholesalers, 


Hon. Fred A. Hartley, Jr., mem- 
ber of Congress from New Jer- 
chairman of the House 
Labor Committee, and co-author 
of the Taft-Hartley Law, will dis- 
His address will 


sey. 


cuss that law. 





be followed by a_ discussion. 
Fulton Lewis, Jr., commentator. 
who addressed last year’s con- 


vention, will conclude that ses- 
sion with an address, “Where Do 
We Go From Here?” 

Final meetings and election of 
officers will be the program for 
both on Thursday 


morning, the wholesalers session 


associations 


to include discussions. 

The X-Club luncheon will be 
held Tuesday afternoon in the 
Chevy Chase Room, Marlborough- 
Blenheim at 1:00 p.m. The Old 
Guard will hold its dinner, Tues- 
day evening at 6:00 o’clock, in 
the Brighton. 





Entertainment 
Sunday evening, Oct. 12, the 
Central States Hardware Culb 
will hold its traditional stag din- 
ner in Cambridge Hall, Hotel 
Claridge, with cocktails at 5:00 
p.m., and dinner at 7:00 p.m. 


| music by 
| Steel Pier Orchestra. 


Tuesday afternoon there will 


be a bridge and tea for the ladies 


of the convention in the East 
Solarium. That evening there 


will be an orchestral concert in 
the Music Room, Blenheim Side, 
at 8:30 p.m. From 9:00 until 

10:00 in the same room there 
| will be a floor show under direc- 
tion of Adrian Phillips, to be 
followed by informal dancing in 
the adjoining ballroom with 
music under direction of Leo 
Sachs. 

Board walk chair rides will be 
offered the ladies, on Wednesday, 
between 10:30 a.m. and 5:30 
p.m. Concluding entertainment 
feature of the convention will be 
the annual ball, Wednesday even- 


ing, in the Blenheim Ballroom, 
beginning at 9 o'clock, with 


Alex Bartha and his 


Central States 
Specials 
The Central States Hardware 
club will again sponsor a special 
train to the Atlantic City con- 
vention, the complete schedule 
of which was published on page 
308 of the Sept. 11 of 
Harpware Acre. The Special ar- 
rives in Atlantic City, 8:20 a.m., 
Sunday morning, Oct. 12 (E.T.). 
The schedule, issued by the club 
also included data as to connec- 
tions for New York, Oct. 16 for 
those wishing to attend the Na- 
tional Hardware Show. The club 
will also sponsor a return special 
io Chicago, leaving New York, 
4:15 p.m. (E.T:), Saturday, Oct. 
18. 


issue 


EVANS ASS’T. SALES 





MGR. CENTRAL PAINT 
VARNISH WORKS, INC. 


J. Harry 
appointed 
manager Victor Isaacs, 
president in charge of trade sales 
for Central Paint & Varnish 
Works, Inc., Brooklyn. 

Mr. Evans who has been identi- 
fied with the paint and varnish 
industry for several years, pre- 
viously served in the Navy emerg- 
ing as lieutenant commander. 
Prior to that he was a sales 


has_ recently 
sales 


Evans 
been assistant 


to vice- 





executive for Ford and Chevrolet 
companies. 























E. T. FRAIM LOCK CO. ENTERS 
BUILDERS’ HARDWARE FIELD 


NEW LINE TO INCLUDE 100 NUMBERS 


Well-known lock manufacturer in mid-October plans 
to usher in popular demand builders’ hardware items 


of cast and 


wrought brass or bronze. 


Plans quality 


lines in usual price range to be distributed through 
regular hardware trade channels. 


E. T. Fraim Lock Co., Ince., 
Lancaster, Pa., manufacturer of 
padlocks and rim night latches 
since 1879 will introduce to the 
trade a short but comprehensive 





E. T. FRAIM 


line of builders’ hardware. Ac- 
cording to present plans, this 
line will be ready for the market 
about mid-October and the com- 
pany states, will be a superior 
quality line to be sold in the 
usual price range. 

The new items will be proc- 
essed from cast and wrought 
brass and bronze; steel and cast 
iron and will consist chiefly of 
the most popular sizes and styles 
of those items most in demand at 
the present time. Included will 
be: door pulls; push plates; sur- 
face bolts; transom catches; 
chair door fasteners; hand rail 
brackets; casement adjusters; 
bar sash lifts; flush type sash 
lifts; hooktype sash lifts; chest 
lifts; sash fasteners; casement 
fasteners; door stops; holders and 
knockers; coat and hat hooks; 
drawer pulls and knobs; cup- 
board turns; friction catches, 
etc., and also a short line of 
marine hardware. 

Other items such as front door 
sets; storm door handle sets; in- 
side sets; bathroom sets; French 
door sets; rim knob sets, etc., 
will be added in the near future. 


pleted, the Fraim Company will 
have added approximately 100 
numbers to its line. 

Distribution of the builders’ 
hardware items will be through 








S. R. FRAIM 


established manufacturer - to- 
wholesaler-to-retailer channels, 
using the firms present distrib- 
utive representatives for padlocks 
and latches. 

At the same time, the manu- 
facturer of Fraim padlocks and 
night latches will be held tq a 
short line, composed of the 
higher grades of pin tumbler ex- 
truded brass case and die cast 
case padlocks; the disc cylinder 
brass case and die cast case pad- 
locks; the warded brass case and 
die cast case padlocks and several 
steel case bicycle and railroad 
padlocks. The company’s night 
latch line has been augmented 
by the addition of a new dead 
lock number and the resumption 
of the manufacture of the No. 134 
latch, dead locking by an addi- 
tional turn of the knob and key. 

A new supplemental catalog 
featuring the new builders’ hard- 
ware line is now in preparation 


T. Fraim,g2d, who became asso- 
ciated with the business in 1933 
when he joined the sales depart- 
ment and now vice-president and 
treasurer; and M. M. Fraim 
(Mrs Samuel R. Fraim) secre- 
tary. 

The present E. T. Fraim Lock 
Co. was established in 1879 by 
E. T. Fraim, who, realizing the 
opportunities in the manufacture 
of locks and hardware, founded 


The Keystone Lock Works, 
During the first year, the founder 
turned out nearly 200,000 pad. 
locks of the Scandinavian jail 
type on which he held very valu. 
able patents. 

As additional numbers were 
developed, more buildings and 
equipment were added so that to. 
day the entire plant is system. 
atically departmentalized to the 
utmost degree. The plant has 
also been re-equipped with the 
latest type of machines and appa- 
ratus so as to put its entire out- 
put on a mass production-line 
basis. 

During World War II, com. 
pany engineers concentrated all 
their efforts on the development 
and production of high class pin 
tumbler mechanism in padlocks, 
night latches and other hard- 
ware. In 1945, the employees of 
the plant were honored by having 
conferred upon them the Army- 
Navy Production Award for high 
achievement in the production 
materials for the armed forces. 











Hollis C. Doss, formerly Kan- 
sas City sales manager for the 
appliance division of Enterprise 
Wholesale, Inc., has been ap- 
pointed manager of the kitchen 
sales division for Hotpoint, Inc., 
5600 W. Taylor St., Chicago 44, 
Ill. Frank L. Sacha, formerly 
executive representative in Wash- 
ington, D. C., has been made 
manager of the newly created 
water heater division. 





HOLLIS C. DOSS 





and will be ready for distribu- 
tion sometime during the com- 
ing Fall. 

Principals in this 68-year old 
firm are Samuel R. Fraim, presi- 
dent, who joined the company in 





When present plans are com- 
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1903; his youngest son, Edward 


Under Mr. Doss, a_ planned 
kitchen merchandising and sales 
promotion campaign is being de- 
veloped to balance established 
production quotas of automatic 


Doss Heads Kitchen Sales for Hotpoint; 
Sacha Manages Water Heater Division 


posals. Starting with 250 deal- 
ers who maintain their own 
kitchen planning organizations, 
decentralization of this company 





FRANK L. 


SACHA 


headquarters function will be ac- 
celerated. To train dealers to 
take over this activity Hotpoint 
will conduct a series of regional 
distributor kitchen _ planning 
schools shortly. 

The new water heater division 
was created to facilitate mer- 
chandising of greatly increased 
production on this appliance. 
Revamping of all sales training 
and visual selling aids, and de- 
sign improvements in the water 





dishwashers and garbage dis- 


heater are under way. 





AGE 


HARDWARE 










































PzIIF> 







The wi 
volume 
proper 
coffee. 


Every’ 


Handsome 
Percolator 
burner... 

The feat 
everywhere 
fast-movin; 

Country: 
gradually i 


Cat. No. 
2-0108 


SEPTEM 













































ne Lock Works, 
rst year, the founder 
nearly 200,000 pad. 
> Scandinavian jail 


h he held very valu. 


yal numbers were 
10re buildings and 
sre added so that to. 
re plant is system. 
rtmentalized to the 
e. The plant has 
equipped with the 
machines and appa- 
) put its entire out- 
lass production-line 


orld War II, com. 
rs concentrated all 
yn the development 
n of high class pin 
anism in padlocks, 
and other hard. 
5, the employees of 
: honored by having 
nm them the Army- 
ion Award for high 
in the production 
he armed forces. 








tpoint; 
ter Division 


ng with 250 deal- 
ntain their own 
ing organizations, 
1 of this company 





ction will be ac- 
train dealers to 
ctivity Hotpoint 
eries of regional 





chen _— planning 
r heater division 
facilitate mer- 
reatly increased 
this appliance. 
1 sales training 
g aids, and de- 
ts in the water 
way. 





WARE AGE 








Everything you've hoped for in percolator performance! 


Handsome is as handsome does . . . and the handsome New Improved Aluminum 
Percolator ... made of highly polished, heavy gauge aluminum... fits any 
burner ... is a star performer in making excellent, satisfying coffee. 

The features above are among many new-design ideas which help dealers 
everywhere prove the new Cafex Aluminum Percolator is a profitable, 
fast-moving appliance of new beauty and outstanding performance. 

Country-wide distribution being made on an equitable basis . . . with 


gtadually increasing volume. See your Cafex distributor. 








Cat. No. Description Std. Pkg. Wt. Std. Pkg. List Price Each 
2-0108 8-cup Cafex Aluminum 6 15 Ibs. $4.95 


Percolator 


Hartford Products Corporation 


308 West Washington Street, Chicago 6, Illinois 
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This attractive, 
four-color display 
carton makes an ideal 
merchandising piece 


for shelf or counter. 
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BARRIDON PORCELAIN 
Cixeulating HEATERS 


Famous for performance, for beautiful appear- 
ance, for rugged construction, Barridon Circu- 
lating and Radiant heaters are geared to give 
customer satisfaction. 


* Porcelain steel burner bases. Cast 
iron door and frame. . 


¢ Extra heavy gauge steel. Porce- 
lain finish. 


¢ Beautiful colors, chrome trimming. 


¢ Available single 7", single 9", and 
double 7" burner. 


¢ 3 gallon metal oil container with 
magnetic gauge and extra large 
oil reservoir. Requires 5" flue con- 
nection. 


Also Available... 


Porcelain Round Heaters, single 7" or 9". 


Porcelain Radiant Heaters, single 7", 9'', or 
double 7". 


A complete line of porcelain range burners, 
spare parts and fittings. 


| Bays Ingot- 


A syndicate of twenty-five 
| Steel manufacturers throughout 
the country has purchased an 
ingot-producing steel mill at 
| Phoenixville, Pa., it was an- 
nounced by Arnold H. Mare- 
mont, the group’s president, 
who originated the idea and or- 
ganized the syndicate. Mr. 
Maremont is executive vice- 
president of Maremont Automo- 
tive Products, Inc., Chicago. 

The purchase was made in 
order to supply ingots for a 
sheet mill at Apollo, Pa., which 
the syndicate bought when it 
was organized last December. 
The new acquisition completes a 
program for meeting the manu- 
facturers’ steel needs. 

The mill, with a capacity of 
30,000 tons of ingots a month, 
| is the Phoenix Iron Company, 
purchased by the  Phoenix- 
Apollo Steel Company, compris- 
ing a group of manufacturers 
| from New York to California, 
whose products range from 
kitchen stoves to lawn mowers 
and from furniture 
ing signs. 





The management of the 
Phoenivxille mill will be re- 
tained. David Thomson, presi- 


dent of the Phoenix Iron Co., 
will serve as general manager 
under the new __ ownership. 
Howard Keiser, formerly of the 
Portsmouth 
Wheeling Steel Co., is manager 
of the Apollo mill. 

Officers of the syndicate, in 
addition to Mr. Maremont, are: 
Vice-presidents—D. M. Hough- 
ton, chairman of the Atlas Tack 
Corp., Fairhaven, Mass., and 
Frank Gibson, secretary of the 
Gibson Refrigerator Co., Green- 
ville, Michigan. Secretary—Ber- 
nard Math, Chicago attorney. 
Treasurer — Bernard Mitchell, 


to advertis- | 


division of the | 


| Syndicate of 25 Steel Manufacturers 


Prodacing Mill in Pa. 


Roberts, secretary, 561 W. Mon. 
roe St.; Crescent Tool & Die 
Co., Henry F. Gefvert, president 
4140 Belmont Ave.; Webster- 
Chicago Corp., H. R. McClosky, 
5610 Bloomingdale Ave.; Pioneer 
Gen-E-Motor Corp. D. E. 


Bright, president, 5841 W. 
Nickens Ave.; and Grant Sheet 
Metail Works, R. Uslander, 


president, 2501 W. 24th St., all 
af Chicago. 

Also Steel Materials Corp. 
Francis S. Levien, president, 70 
Pine St., New York City; Pan 


American Trade Development 
Corp., F. G. Hecht, vice-presi 
dent, 40 Wall St., New York 
City; Welbilt Stove Co., Inc., 


M. W. Morris, president, 5118 
Flushing Ave., Maspeth, N. Y.; 
B. & R. Iron & Metal Co., Se- 
mour Roth, vice-president, 127 
Oakwood Ave., Syracuse, N. Y.; 
Keystone Steel Products Corp. 
Louis Greenberg, president, 114 
N. Fourth St., Brooklyn; and 
Poloron Products, Inc., R. P. 
| Brown, president, New Rochelle, 
Lm. X. 

| In addition: Prentiss-Wabers 
| Products Co., R. S. Wiltrout, 
treasurer, Wisconsin Rapids, 
Wis.; Western Stove Co., Inc., 
Henry Honer, president, 8536 
Hayes St., Culver City, Cal.; 
Proctor & Schwartz, Inc., E. ¥. 
Ayres, Jr., vice-president, Seventh 
St., and Tabor Rd., Philadelphia, 
|Pa.; Kroehler Mfg. Co., M. E. 
Stauffer, president, Naperville, 
Ill.; The A P Parts Corp., R. G. 
Rule, president, P. O. Box, 965, 
Toledo, Ohio; Atlas Tack Corp., 
D. M. Houghton, chairman, Fair- 
haven, Mass.; J. Leson, doing 
business as Oakland Sheet Metal 
Supply Co., 2100 Poplar St. 
Oakland 7, Cal.; and the Gibson 
Refrigerator Co., F. S. Gibson, Jr., 
secretary and treasurer, Green- 


ville. Mich. 








of Mitchell Manufacturing, Co., 
Chicago. 












BARRIDON OIL BURNER PRODUCTS, INC. 
HARTFORD 1, CONN. 





1431 PARK STREET e 


















The 
Phoenix Apollo Steel Co., in- 
clude: Maremont Automotive | 


Products, Inc., H. E. Wolfson, 
president, 1600 S. Ashland Ave., 
Mitchell Mfg. Co., Bernard A. 
Mitchell, president, 2525 Cly- 
bourn Ave.; Advertising Metal 
Display Co., H. H. Krueger, 
president, 4620 West 19th St.; 
Accurate Perforating Co., Ralph 
Cohen, 1101 S. Kedzie Ave.; 
Chicago Curtain Stretcher Co., 
C. A. Anderson, vice-president, 
1121 W. 37th St., Electro Mfg. 
Corp., Victor Meneroff, presi- 
dent, 2000 W. Fulton St.; Stand- 














ard Pressed Steel Co., J. F. 


stockholders of the{ COUNTY SEAT SUPPLY 


OPENS NEW DIVISION 


The County Seat Supply Co., 
Inc., 154 Brookfield St., White 
Plains, N. Y., has recently open- 
ed a new division at 255 S. 
Regent St., Port Chester, N. Y., 
under the management of Leo 
Shenfield, formerly manager of 
the White Plains division. Joseph 
Feldman will succeed Mr. Shen- 
field and Joseph Goldstein, man- 
ager of the Mount Kisco divi- 
sion, will retain that position. 
The Port Chester office would ap- 
preciate two sets of the catalogs, 
trade price sheets and other pric- 
ing materials available. 
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EVERBRITE : 
y 
| ATTIC LOUVERS and HARDWARE 
] MEDICINE CABINETS , 
i 1 
i ‘ 
I | 
! Harris Vertical and Slant Root ' 
i Louvers are made of galvanized 5 
i iron, aluminum painted, screened. s 
f inside. Available in standard sizes. t 
I | 
I & 
| g 
4 a 
i Write, wire or phone for prices and ‘ 
i TYPE “‘F” Immediate Delivery Pal a ' 
’ flush flange re — medicine cabinets, ga vanize win- 1 
j for any construction. TYPE “c"" dow wells, basement drains, adjust- 1 
i recessed flange able jacks, Rustproof Aluminum Al- i 
i for new construction. loy Kitchens. Catalog available. . : 
\ Harris Everbrite Cabinets are | 
| equipped with polished plate glass 7 
mirrors . . . bulbed edge glass 
shelves . . . razor blade slots . . . | 
nickel plated door stops. . . . i 
t \ el available in a complete range of 5 
| SLANT ROOF LOUVERS sizes . . . with mirrors 16” x 23” 
16% x24” 18” x 26” 
I Gives 54 $q. inches of ventilating area. - 
| 
r s 
, 1157 CLEVELAND AVE. COLUMBUS, OHIO a 
be aau@ea eee eT eEaeE eEeeT aeE ae aeEeeE eEeEeeEeeEeeEeeEeEeeEeETeEaeETaSETeE aETeE eEeEaeET ee aeETeEeEeETOe eee ee e a 


Write for 
Hlustrated 
Catalogue 














170 DYCKMAN ST., NEW YORK 34, 


APE APPLIANCE MANUFACTURING CO. 
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PROTECTION 
CHICAGO LOCKS Assure 


















DRAWER LOCK 
No. 1978, 


Single Bitted. 
For Desks, 
Cupboards, 
Wardrobes, 


etc. 


DRAWER 
LOCK 
No. 1970 


Shown 
Actual 


Size 


No. 1901 
Double Bitted. For Desks, 
Cupboards, Wardrobes, etc. 
Shown Actual Size. 


PA 


Sell MORE Protection 
Sell MORE Locks 


Sell CHICAGO Locks 


"Ace" Locks, Single, Double Bitted 
Locks, Padlocks ... Locks for Many 


CHICAGO LOCK CO. 


2024 N. Racine Ave., Dept. HA-9, Chicago 14, Ill. 
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GLASER IS CROSLEY 
RADIO SECTION MGR. 
Stanley Glaser has been ap- 


pointed manager, radio section, 
Crosley Division, Avco Mfg. 





STANLEY GLASER 


Corp., Cincinnati, Ohio. He was 
formerly with Goldblatt Bros., 
Chicago as buyer of radio and 
phonograph records for the 
chain’s 15 retail outlets. 

During the war he served in 


general manager of the Star 
Radio Co., Washington, D. C., 
with whom he had been affiliated 
since 1926. 


D. Y. ROBINSON HEADS 
HEATING UNIT SALES 
FOR YALE & TOWNE 


David Y. Robinson has re- 
cently been appointed sales man- 
ager of the electric heating 
units, a new line added to the 
industrial products made _ by 
Yale & Towne Mfg. Co., New 
York City 17. Mr. Robinson 
joined the company last Feb. 
His 15 years’ experience as an 
application and sales specialist 
for electric heating units include 
sales manager, industrial unit 
division, Tuttle & Kift, Inc., Chi- 








cago, and district manager hand. 
ling Chromalox heating element; 
by Edwin L. Wiegand Co., Pitts. 


burgh. It was the difficulty 9; 
purchasing sufficient quantities 


of such heating elements for its 
own appliance requirements that 
prompted Yale & Towne to enter 
this industry. 

Mr. Robinson is developing a 
field organization of application 
specialists to represent the com. 
pany in assisting manufacturers 
in the United States to solve pro. 
duction and cost problems relat. 
ing to heating units. 

TAYLOR INSTRUMENT 

ADVANCES NOBLE 

Herbert J. Noble, vice-presi- 


dent and treasurer, was recently 
elected executive vice-president 





HERBERT J. NOBLE 


and assistant general manager of 
the Taylor Instrument Co.’s, 95 
Ames St., Rochester 1, N. Y. 
Mr. Noble joined Taylor in 1907 
as an accountant, in 1934 he was 
elected a director, in 1938 trea- 
surer, and in 1946 vice-president. 


APEX UTILIZES EXPANDED 
PRODUCTION FACILITIES 


Completion and utilization of 
greatly expanded production 
facilities at the Sandusky, 0. 
plant of Apex Electrical Manu- 
facturing Co., was announced by 
C. G. Frantz, president. 
Although finishing touches to 
the plant’s new annex are still 
under way, washing machine and 
vacuum cleaner production lines 
are now functioning in the 
building, and the office force has 
been moved into expanded, 
modern quarters. 

Production at the plant im 
cludes washing machines, frac- 
tional horsepower motors, and 
vacuum cleaners. All of the 
company’s vacuum cleaner pro 
duction and electric motor manu: 
facture was moved to the San- 





DAVID Y. ROBINSON 





dusky plant after the war. 
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RUBBERSET CO. NAMES 
NEW GEN. SALES MGR. 


Elmer L. Robson was recently 
elected vice-president and gen- 
eral sales manager of the Rub- 
berset Co., Newark, N. J. Mr. 





ELMER L. ROBSON 


Robson succeeds Elwood M. 
Jones, Jr., new executive vice- 
president of the company. 

Formerly vice-president and 
general sales manager of Rub- 
berset Co. Ltd., Canada, and 
member of the board of directors 
of that company, Mr. Robson has 
had an extensive sales career 
and is known for his successful 
merchandising and sales promo- 
tion activities in all phases of 
distribution. 


DONALD DEAN GEN. MGR. 
OF WM. PETERMAN, INC. 


Donald Dean, an official of the 
Rubberset Co., for the past 10 
years, has recently been appoint- 
ed general manager of Wm. 
Peterman, Inc., insecticide manu- 
facturers, Newark, N. J. 

His early business experience 
was with the Guaranty Trust Co., 
New York City, and A. M. Kid- 





DONALD DEAN 
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der & Co., New York investment |} 
brokers. In the Rubberset com- 
pany he advanced from sales 
representative to treasurer. 


FORM TICE HDWE. CO. 

IN PORTLAND, ORE. 

James G. Tice has an- 
announced the formation of the 
Tice Hardware Mig. Co., 4918 
S. E. Powell Blvd., Portland 6, 
Ore. The company has entered 
the field of builders’ hardware 
and its sales will be to whole- 
sale hardware and_ contract 
builders’ hardware outlets. The 
first priority on the company’s 
sales efforts will be to supply 
the Pacific northwest and the 
11 western states. 


FISHER, TELECHRON 
EXEC. VICE-PRESIDENT 





A. F. Fisher, has been made 
executive vice-president of Tele- 
chron Inc., Ashland, Mass. Since 
October, 1945, Mr. Fisher has 
been vice-president in charge of 
manufacturing and engineering 
at Telechron Inc. Previously, he 
had been vice-president in a simi- 





A. F. FISHER 


lar capacity at Northam Warren 
Company, and prior to that held 
the same position at Schick, Inc., 
both of Stamford, Conn. 


ALUMATONE OPENS 
ST. LOUIS PLANT 


A new factory has been estab- 
lished in St. Louis, Mo., by the 
Alumatone Corp., whose main 
factory is located at 1523 Grande 
Vista Ave., Los Angeles. The firm 


makes ready-mixed, — stabilized, 
aluminum, chrome and _ gold 
paints. 


Recent acquisition of an exist- 
ing factory building at 9270 Olive 
St. Road in St. Louis will facil- 
itate service and deliveries to 
eastern, southern and middle 
western markets. 




















THE PATTERSG ARGENT CO. 





169 

























































nui mC 


RAVELER DS 


GENUINE ASH-AIR DRIED 


litte ROCK, ARY- 
RADE MARK RE 


AND 


BATS 


Tops In Quality For Tops In Sales! Genuine straight- 
grained Southern Ash — AIR-DRIED and SEASONED — 
specially processed to give them a professional BONE- 
RUBBED FEEL and FINISH. Big leaguers prefer them — 
sandlotters will want them! 


Aithanwsa_Tuwveler 


ALUMINUM BOATS 





120 POUNDS 
Beautiful and Fast! Semi-“V" hull. 
Wood seats, floorboard and gun- 
wales. Airtight bow. Seats 4. 


75 POUNDS 
The finest made. Wood seats, 
floorboard and gunwales. Cam- 
ouflaged green. No upkeep. 
Shallow draft. Rides safely on 
cartop. Fishermen see it and buy it! 


An All-purpose boat for all the family! 












Drop Shipments 
From Factory to 
Your Customers. 
Only One Display 
Model Needed. 


MANUFACTURING 


+f out, Awest “company 


P.O. BOX 2339 ° That tele Gay. 1 


ARKANSAS TRAVELER finextinm outboard ond Fishing Boat 














FS BASEBALL 


SOFTBALL 


H. J. ALLEN, ADMIRAL 
CENTRAL SALES MGR. 


Herbert J. Allen has been ap- 
pointed central regiona] sales 
manager, handling radios, Dual- 
Temp refrigerators and electric 





H. J. ALLEN 


ranges for Admiral Corp., Chi- 


cago 47, Il. 

He was formerly field sales 
manager of the record depart- 
ment of RCA, and prior to that 


was field representative of RCA. | 


CARBORUNDUM CO. BUYS 
SITE FOR FURNACE PLANT 
IN WASHINGTON 


The Carborundum Co., Niagara 
Falls, N. Y., has recently an- 
nounced the acquisition of land 
as a site for an extensive furnace 
plant in Vancouver, Wash. The 
property has an extensive front- 


age on the Columbia and is also | 
served by three railroads. An- 


other advantage is the adequate 
electric power available. 


SILEX SPONSORS WINDOW 
DISPLAY COMPETITION 


Awards amounting to $3,000 
will be given to 56 winners of a 
window display contest sponsored 
by The Silex Co., Hartford 2, 
Conn., during the two month 
period between Sept. 15 to Nov. 
15. 

All retail stores are divided 
into two classifications, hardware 
and appliance stores and general 
department stores, for the pur- 
pose of this contest. An identical 
list of 28 awards will be given 
to each classification. First 
award, $500; second, $250; third, 
$125, and 25 honorable mention 
awards of $25. Duplicate awards 
will be made in case of ties. 

Any retail store featuring Silex 
products exclusively in a window 
display lasting at least a week | 
during the contest period is eli- 
gible. Display material to in- 


crease the effectiveness of a Sile 
window display featuring coffe. 
maker, steam iron, or lox-in glas 
filters are available upon requey 
from the company. 

A photograph or snapshot of 
the display must be sent to the 
company, Window Display De. 
partment, postmarked on or be. 
fore Nov. 20 and winners will be 
announced by Dec. 15. There ar 
no restrictions on the number of 
different displays photographed 
and submitted by any one store. 





| H. B. ALLISON SALES MGR. 
| GILMER DIV., U.S. RUBBER 
| 
| 
| 


H. Barden Allison has been 
appointed sales manager of the 
Gilmer division of United State: 
| Rubber Co., V-belt manufactur. 
}ing and distributing unit in 
| Philadelphia. 

Mr. Allison’s former position 
was district sales manager of 
mechanical goods in the Cincin. 
nati district. He also has held 
| positions in Cleveland and In. 
| dianapolis. He started his rub- 
| ber career 29 years ago as an 
| order clerk in the company’s 
Philadelphia office. 

Mr. Allison will be succeeded 
at Cincinnati by Ralph W. Stam- 
| baugh, a salesman in that dis- 
| trict. 

Purdy Miller, former district 
sales manager in Buffalo was ap- 
pointed district sales manager in 
Indianapolis. N. W. Swenson 
will succeed Mr. Miller at Buf- 
falo. 

Paul S. Bigby, who served as 
assistant district sales manager 
at Detroit, was named district 
sales manager at Milwaukee. 


PHILCO ACQUIRES 
REX MFG. COMPANY 


Philco Corp., Philadelphia, in 
a further expansion of its re- 
frigerator and freezer division, 
has acquired the production 
facilities and all other assets of 
the Rex Mfg. Co., Inc., Conners- 
ville, Ind. The operation of 
Rex will continue without any 


| change under the direction of 
| the present executive manage- 


ment, and no changes in per- 
sonnel or policies are contem- 
plated. 


HANNON CO. REPRESENTS 
ATLANTIC SCREW WORKS 
IN FAR WESTERN AREA 

Victor Hannon Co., Los 
Angeles and San Francisco, has 


| been appointed representative in 
| the far western territory for At- 
| lantic Screw Works, Hartford |, 


Conn. The company has repre- 
sented Atlantic Screw in the 5an 


Francisco area for some timé 
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DAKOTA 


Shell and Game Belt 


Patent applied for 


Carries 28 Shells and 8 Birds! 
Adjustable size — 32 to 48 inches 


For small-game hunters there’s nothing like the 
Dakota Shell and Game Belt. It’s lightweight, 
comfortable and doesn’t interfere with action! 
The balanced, weatherproof shell pouch with 
quick-action slide closure holds 25 shells plus 
three on the outside. The strong nylon game 
loops on each side of the belt hold 8 birds 
with weight evenly distributed. Adjustable 
belt size—32 to 48 inches—permits use with light 
or heavy clothing. Rustproof, non-slip buckles; 
sturdy construction throughout. 
Nationally advertised in 
leading hunting and fishing 
magazines, Dakota Shell 
and Game Belt is already 
outstandingly popular and 
in big demand. Order a 
supply for your customers. 


NATIONALLY 
AOVERTISED 


a a 


Order from your jobber today—only $21.60 per dozen. If your 
jobber can't supply you, send your order direct to address below. 





DAKOTA BELT COMPANY 
1401 West North Ave. @ Chicago 22, Ill. 
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407A XMAS PROFITS 





$ 15 retail price complete 

with home shooting gallery 
(Slightly higher west of 
Rockies) 






5 °6 


PROFIT 


PER UNIT | 








Ps 







| - with the 
| harmless new 


GUN 
that WIFE wrote up 


Climb aboard the profit-wagon —with the harmless, 
rifle-accurate Johnson Target Gun—so sensational that 
LIFE Magazine actually ran 3 picture pages on it. (How 
many other products that you sell have been written up 
in LIFE?) 

Did you read the June 30 issue of LIFE? 26,000,000 
other people did! That means a right smart lot of your 
customers are going to be interested when they see the 
Johnson Target Gun in your store! 

Accurate as a fine rifle at ranges up to 30 feet. 
So harmless it won't even puncture a balloon. And 
it rings up a $5 to $6 profit every time you sell one. 


NATIONALLY ADVERTISED IN 
American ¢ Esquire 
Outdoor Life * American Rifleman 
Boy’s Life * Open Road for Boys 
@ Em 





Sell it tor Parties! 







Sell it tor Kids! : i } 
Sell it to Shooters! -_ 











COMPLETE HOME SHOOTING GALLERY IN 1 PACKAGE 


The big 29-inch box—a striking display 
piece in itself—includes a fully equipped 
home shooting gallery—with 65 rounds of 
pellets, extrapropulsion units, ‘‘shotsaver 

backstop. 
If your jobber can’t supply you, 
write us for complete details 


HNnNSON wooor 
TARGET GUN 


Johnson Automatics, Incorporated 
84 State St., Boston 9, Mass. 






























DELIVERING NEARLY 4,000,000 
SALES MESSAGES MONTHLY! 


You'll like these new Vibro- 
Tool ads . . . they’re building 
BIG fall and Xmas business 
for Vibro-Tool dealers! Now 
running in such national 
magazines as Popular Me- 
chanics, Mechanics Illus- 
trated, Popular Science 
Monthly, Home Craftsman, 
Science & Mechanics, Pop- 
ular Homecraft, House 
Beautiful. 







Pocut-of- Sate visPiays 


Two ready... one to come. Beau- 
tifully lithographed counter 
cards that catch the eye, create 
business. Xmas card tied in with 
special holiday deal. 


2} FREE “twsraree 


MATS 











A wide variety of mats using 
both general and specific 
Vibro-Tool appeals. Different’ 
ads feature Vibro-Tool and Kit, 
or Deluxe Kit alone. 























OVER-THE-COUNTER 


5 different pieces to reach 
every important market! Two 
colors! Ideal for use as give- 
aways or envelope stuffers. 
Sell accessories as well as 
Vibro-Tool and Kit. 











Get Lined up with Vibro-Tool! 


a Call your Distributor or Write to: 


attac 


BURGESS BATTERY COMPANY 


Handicraft Division 
LAKE ZURICH, ILLINOIS 
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| Club, a report was given for the 


HARGROVE-GREEN CO. 
MANUFACTURERS’ 
AGENTS 


Angeles, to become 








J. L. HARGROVE 


E. B. Green recently resigned 
as sales manager of Kinney | 
Bros., wholesale distributors, Los | 
associated | 


| convention next year, at which 
| the Seattle club will play host, 
| Harrison Hot Springs, in British 
Columbia, Canada, was an. 
nounced as the convention re. 
sort. Wally Spaulding, Frede.- 
rick & Nelson, regional vice-presi- 
dent of the national organization, 
will be in charge of all conven- 
tion committees. It is planned to 
put all of the 180 members of the 
| Seattle club to work on conven- 
tion plans. 


| = 

| JANEWAY-ZWISLER CO. 
| REPRESENTS MIDLAND 

| COMPANY PRODUCTS 

| The Midland Company, South 
| Milwaukee, Wis., announces that 


| the Janeway-Zwisler Company, 
| 1822 Main St. Kansas City, 
| Mo., is manufacturer’s agents 


| for Midland products in Kan- 
| sas, Nebraska, Iowa and Mis- 
| souri. 

| Janeway-Zwisler will handle 
| the Dandy Boy line of farm and 


garden implements, the Dandy 


| Boy Block Maker, and other 
| with J. L. Hargrove in establish- | products which Midland hes 
ing the Hargrove-Green Co.,| under development. 
manufacturers’ _ representatives, | 


| Los Angeles. 
| formerly executive vice-president 





cago. 


| The two men purchased the as-. 


| sets of the Claude F. Fulton Coz; 
manufacturers’ _ representatives, 
Los Angeles, Mr. Fulton having 
joined Steel Products Mfg. Co., 
St. Louis as national sales man- 
ager. The new company has lo- 
cated offices and showroom at 
2719 N. Broadway, Los Angeles, 
and will give intense coverage in 
Southern and Central California, 
Clark County, Nev., and Ari- 
zona. They are seeking inquiries 
from manufacturers of hardware, 
appliances, housewares, and gift- 


wares. 


POT AND KETTLERS 

OF SEATTLE PLAN 

1948 CONVENTION 
The Seattle Pot & Kettle Club 
had some pleasant summer events 
for its members and now the club 
has teams represented in two 
bowling leagues. The club held 
its annual picnic on the east 
shore of Lake Washington, in Au- 
gust, and shortly thereafter the 
annual golf tournament was held 
at Inglewood Country Club. Len 
Barlow, president of the Abco 
Mfg. Co., turned in the low net 
score of 67 and Harry Otter- 


strom, I. B. Kleinert Rubber 
Co., had low gross. 
At the first of the regular 


Thursday luncheons, held Sept. 4, 
at the Seattle Town & Country 


of the Miracle Electric Co., Chi- | 


Mr. Hargrove was | 


|D. C. HORNIBROOK JOINS 
G. F. WRIGHT STEEL 
AS REPRESENTATIVE 


D. C. Hornibrook recently 
‘| joined his father, E. L. Horni- 
brook as representative in seven 
| southeastern states for the G. F. 
| Wright Steel & Wire Co., Wor 


cester, Mass. 

He attended North Georgia 
College in Dahlonega and 
Georgia School of Technology 


where he was a junior at the 
time of his entry in the army. 
He served over two years, going 
into France with the Third Army 
after D-Day and was wounded 
while serving with his division 
in Luxemburg. 

E. L. “Ned” Hornibrook has 
represented the company for 
more than 20 years in the south- 





east. 








D. C. HORNIBROOK 
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NIEBUHR TEXTILE MILLS 
VICE-PRES. OF SALES 
John H. Niebuhr has recently 


been appointed vice-president of 
sales of the Textile Mills Co., 





JOHN H. NIEBUHR 


New York and Chicago, makers 
of the Tex-Knit burnproof iron- 
ing board cover. Mr. Niebuhr 
joined Textile Mills three years 
ago from the manufacturing di- 
vision of Marshall Field & Co. 
The main offices of the company 
in Chicago are to be removed to 
a new plant and general office 
building. 





GRADY IS GEN. MGR. FOR 
E. C. SMITH MFG. 


M. J. Grady, formerly sales 
manager of the bathroom acces- 
sories division of Gerity-Michigan 
Die Casting Co., Adrian, Mich., 
for four years, has been ap- 
pointed general manager of the 
E. C. Smith Mfg. Corp., Chicago, 


bathroom accessory manufac- 
turers. 
He will also head the com- 


pany’s sales and advertising. Mr. 
Grady is noted as a creative mer- 
chandiser. He originated the 
three-dimensional type accessory 
display board. The new promo- | 
tional program for E. C. Smith 
embodies a new general catalog, 
series of sales helps for dealers 
providing two color four-page 
brochures for each line, envelope 
stuffers, direct mail pieces, etc. 











with Crosley as assistant sales 
manager prior to joining Trimz 
in 1946. 

Included in the lines Mr. Haas 
will handle are: Elgin kitchen 
cabinets and cabinet sinks and 
Saniway garbage disposal units, 
all of which are marketed na- 
tionally by Thomas W. Berger, 
Inc., Cincinnati. 





BANKS EUDY DIRECTOR 
AM. STEEL & WIRE CO.’S 
STAINLESS STEEL SALES 

Banks E. Eudy has been ap- 
pointed director, stainless steel 
the manufacturers 
products sales division of Ameri- 
can Steel & Wire Co., subsidiary 
of U. S. Steel Corp. 

He travelled through parts of 
the mid-west for Simmons Hard- 
ware Co., St. Louis, from 1914 


sales, in 


to 1917. He was then district 
sales manager for Allegheny 


Steel Co. in Cleveland for eight 
years before becoming associated 
with Carnegie Illinois Steel 
Corp., another U. S. Steel sub- 
sidiary, in 1936, as district repre- 
the 
relinquished 


steel 
that 
duties 


sentative of stainless 
division. He 
post to 
with the wire company. 


assume his new 


SANDERS IS WILSOLITE 

V.P.-“SALES MANAGER 

E. W. Sanders, sales manager 
of Goodyear Tire & Rubber Co’s. 
rubber to metal products, Akron, 
resigned to 
president and sales manager of 
the Wilsolite Corp., Buffalo, 


has become vice- 





N. Y., distributor of Goodyear 
rubber printing products and in-| 
dustrial mechanical goods. 

Mr. Sanders joined Goodyear 


in 1928 and organized the com- 
pany’s printer supplies depart- 
ment in 1936. E. R. Coate has 


been named acting manager of 
Goodyear’s printer supplies sales, 
having been with the company 


since 1936. 








HERMAN HAAS RESIGNS 
AS TRIMZ CO. V. P.- 
GENERAL SALES MGR. | 


} 

Herman C. Haas has recently | 
resigned as vice-president and 
general sales manager of Trim | 
Co., Inc., Chicago to enter his | 
own business as manufacturers’ 
agent with headquarters at | 
Room 306, Ingalls Bldg., Fourth | 
& Vine Sts., Cincinnati 2, Ohio. 
For 13 years Mr. Haas was | 
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E. W. SANDERS 








































#247-A 
Screw Driver 










Assortment 

















A new addition to the well-known 
Bridgeport line of mechanics’ hand 
tools is the Sure Grip Screw Hold- 
ing Screw Driver. The screw hold- 
ing fixture with its automatic 
spreading jaws makes gripping 
and releasing easy; it saves time 
and temper when working in hard- 
to-reach places. From the hammer- 
proof, shock-proof Amberlite han- 
dle to the tempered steel tip of its 
business end, Sure Grip possesses 
all the qualities of sturdiness, dura- 
bility and balance that character- 
ize all the items in the Bridgeport 
line. 

The Bridgeport #247-A Screw 
Driver Assortment contains 12 Sure 
Grip Screw Drivers in assorted 
sizes. This attractively designed 
display box is a “must” on all deal- 
ers shelves. See your jobber today. 


Bridgeport 
DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP * 



















BRIDGEPORT, CONN 






















Herbert R. Conner, who offici- 
ally retired from Behr-Manning 
Co., Troy, N. Y., on Sept. 2, was 
the guest of honor at a special 





HERBERT R. CONNER 


Bert Conners Retires After 47 Years 
Of Selling Sharpening Stones 


manager, Norton-Pike Co., Little- | 
ton, N. H.; Chas. J. Heale, presi- | 
of | 


| dent and general manager 


Harpware Ace; Howard G. Sea- 
manager of 


| man, promotional 





Behr-Manning Co., Troy, N. Y.; 


| John 


| 


M. 


Cook, general 


for Norton . Co., 
Mass.; Donald Knight, 
branch manager for the 
pany, and G. L. Cobleigh. 
Charlie Exley, 


salesman identified as 





| Ward, also a salesman. Another 
salesman, John Kedian, told 
some stories. 

Mr. Conner, acknowledging 


dinner August 29, at the Ken- 
more Hotel, Boston, Mass. About 
35 of his associates and friends 
gathered on that occasion to wish 
him many years of health and 
happiness following a very suc- 
cessful career selling sharpening 
stones to the hardware trade, in 
which field he is a recognized 
expert, with 47 years’ experience 
to his credit. 

Mr. Conner first entered the 
abrasive field in 1900 with Pike 
Mfg. Co., Pike, N. H., working 
in the New York office of which 
he later became manager. He 
continued with the Pike unit 
after its merger with Norton Co., 
Worcester, Mass., and Behr-Man- 
ning. For the past 10 years he 
has been working in the New 
England territory, serving both in 
a sales capacity and in 
training work. 

Bert Conner has been both 
Chief Booster and secretary of 
the Hardware Boosters, New 
York; president of the Hard- 
ware Square Club; and secretary 
of the Brooklyn Hardware Asso- 
ciation during his long and ac- 
tive career in the hardware field. 
He is well and most favorably 
known among hardware whole- 
salers and dealers throughout the 
New England, New York, New 
Jersey and Pennsylvania area. 

- The retirement dinner was ar- 
ranged by G. L. Cobleigh, New 
England divisional manager for 


sales 





Behr-Manning, who turned the 
party over to Tom J. Crofton, | 
H. B. Sherman Mfg. Co., a past | 


president of the Hardware | 
Boosters, who served as toast- | 
master. 


174 


the tributes and the gift, pre- 
sented by Mr. Cobleigh, reviewed 
briefly his experiences and said 
he had no immediate plans ex- 
cept that he was going to take a 
month’s vacation. Mr. Conner 
lives at 106 Athelstane Road, 
Newton Center, Mass. 


G. E. LAMP DEPARTMENT 
ADVANCES TWO MEN 


Z. G. Taylor has been pro- 
moted to assistant manager of 
Lamp Mfg. Division, General 
Electric Co.’s Lamp department, 
Nela Park, Cleveland, and H. F. 
DeLong has been elevated to 
manager of the department’s East 
Cleveland Lamp Works. 


Mr. Taylor joined the company / 


in 1912 and held important posi- 
tions in the engineering and 
manufacturing phases of G.E.’s 








TAYLOR | 


Z. G. 


trade 
| sales manager of Behr-Manning; 
| Henry Merrill, industrial sales | 
manager Behr-Manning; Robert 
Cornish, head of sales training 
Worcester, 
Boston 
com- 


Behr-Manning | 
“Bert’s | 
best pupil,” augmented the pro- | 
| fessional musical talent, led sing- | 
| ing by the crowd and accom- 
panied special songs by Wesley | 





- DELONG 


= 
7 


manufacturing operations in elec- | 


tronics during the war. 

Mr. DeLong started with G.E. 
in 1934 as a chemist. He later 
served as quality engineer for 
Ohio Lamp Works at Warren, 
Ohio. He served in the same ca- 
pacity at East Cleveland Lamp 


1940. For the past two years he 
has been incandescent engineer 
for Lamp Mfg. Division. 


200 ATTEND KANSAS CITY 
HOUSEWARES PICNIC 


the annual picnic of the Kansas 





| Club. 


City Housewares Club which was 


| operations. He became manager | 
| at the Cleveland Lamp Works in | 
'1936 and four years later was 
| made manager of the fluorescent 

Among those who briefly talk- | !amp factory in Jackson, Miss. | 
ed in tribute to the guest of | In 1942 he returned to Cleveland | 
honor were: Jack Wing, sales ;to head the lamp department’s 


Works when it was organized in | 


Two hundred persons attended | 


held recently at Quivira Country | 


A softball team composed of 
buyers whipped a team com- 
posed of sellers by a score of 19- 
5. Other activities included 
golf, swimming, bingo and 
horseshoe pitching. 

Guy Jones of General Electric 
Supply Corporation was general 
chairman of the event. Others 
serving on the committee in- 
cluded Jim Bowes, Bernard En- 
right, Heard Wimberly, - Arthur 


R. Murphy, Bert J. Clark, Bill 
Foley, Bob Ingram, Clarence 
Keth, Jim Ekstrom, Earl New- 


bill, Roy Bearg and Jack Ho- 
gerty. 





CALIFORNIA RETAIL 
ASSN. MOVES OFFICES 


California Retail Hardware As- 
sociation, Inc., has moved its of- 
fices to Western Merchandise 
Mart, 1355 Market St., Suite 
262, San Francisco 3, Cal. 


| 
| 


address are the branch offices 4 
| Glendale, 






EMPIRE STEEL ELECTS 
|. A. J. KRANTZ TO POSTS 


| A. J. Krantz was recently 
| elected vice-president, secretary 
and treasurer of the Empire 
Steel Co., Mansfield, Ohio, suc- 
ceeding Oliver C. Henkel who 
| has resigned. Mr. Krantz is now 
| secretary-treasurer and general 
| manager of the Reeves Steel Mfg. 
Co., Dover. He also will serve 
on the board. Sam J. Reeves, 
vice-president of Reeves Steel 
Mfg. was also elected to the 


| board. 


BLACKBURN HEADS FIELD 
SALES FOR TELECHRON 


| Harold E. Blackburn has been 
| appointed field sales manager of 
Telechron Inc., Ashland, Mass. 
The post of field sales manage: 
is a newly created one made 
necessary by Telechron’s greatly 
| expanded sales program. 
| In his new position, Mr. Black- 
| burn, who has been with Tele- 
|chron in various sales capacities 
for over 18 years, will be directly 
in charge of the operation of 





HAROLD E. BLACKBURN 


Telechron’s field sales force, com- 
prising branch office activities in 
principal cities throughout the 
country. 


SIMMONDS PRODUCTS 
MOVES OFFICES 


Simmonds Aerocessories, Inc., 
and Simmonds Products, Inc., 
have that their ad- 
ministrative, sales and enginee! 
ing offices have been moved to 
their own building at 105 Whit« 
Plains Rd., Tarrytown, N. Y. A! 
offices in Long Island City have 
been discontinued. 

Continued without change 0 


announced 


Cal.; Dayton, Ohio, 


Montreal, Canada and the manu- 


| facturing division at Vergennes. 


Vt. 
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“TITE w te CARLOAD 


TRADE MARK REGISTERED 


Goes North, Fast, 
South and West 


SUCH CONFIDENCE OF BUYERS 
wh: MUST BE DESERVED 
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ce activities in 
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: 20 YEARS of satisfactory Performance 
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good. tools 


Klein Pliers are made for the men who know and ap- 


cece NRE 


preciate exceptional quality in tools. The “hand fit” 
of the handles with their spring tempering cushions 
the grip, makes tough cutting jobs easy. The honed 
knives stay sharp, assuring quick, clean cutting. The 
serrated jaws give a sure hold. The fitted hinge oper- 
ates smoothly. Klein Pliers still stand for the highest 
quality in tools as they have “since 1857.” 
Keep Klein Pliers on your want list. Your jobber 
will supply them as soon as he can. 
DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: International Standard 
Electric Corp., New York 







The Klein Pocket Tool 
Guide showing the Klein 
line and containing useful 
tool information will be 
\ mailed on request. 



















bt. 


me KLEIN 


3200 BELMONT AVENUE CHICAGO 18 ILLINOIS 

















OBITUARIES 





GEORGE A. LAFAYE 


George A. LaFaye, 63, member 
of the senior and junior board of 
directors and buyer for the build- 
ers’ hardware and paint depart- 





GEORGE A. 


LaFAYE 


ment at Knight & Wall Co., 
Tampa, Fla., died recently at the 
Mayo Clinic, Rochester, Minn., 
after a long illness. Formerly 
with Russell & Erwin Mfg. Co., 
*he had been connected with 
Knight & Wall Co. for 27 years. 

He was a member and past 
grand master of Hillboro Lodge 
of Masons, and a member of the 
building committee. Mr. LaFaye 
is survived by his widow, 
Georgina Rowe LaFaye, two sons 
and two daughters. 


DEXTER E. PHELPS 


Dexter E. Phelps, 81, died sud- 
denly at his home in Frederick, 
Md., while he was going over his 
samples and packing his kits in 
readiness for a trip through the 
territory he covered for The 
Everedy Co., Frederick, Md. 

He started selling at the age of 
19 when he joined the Chapman 
Mfg. Co., Meriden, Conn., who 
made saddlery hardware, harness 
buckles and studding, etc. For 
years Mr. Phelps sold saddlery 
hardware dressed in _ striped 
trousers and a top hat. He con- 
tinuously invested all of his spare 
cash in the company and in 1900 
the company failed. He then 
joined Standard Chain Co., York, 
Pa., manufacturers of chain by 
the electric welding prcess. Mr. 
Phelps convinced the president 
that he should establish a line 
of heavy hardware. In 1919 he 
was made traveling sales mana- 
ger of the saddlery hardware di- 
vision. 


a bottle cap- 
He traveled 


Everedy Co., then 
per manufacturer. 
New York state outside New 
York City then in addition 
Maryland, District of Columbia, 
and western Pennsylvania. In 
1929 when the company intro- 
duced its door closers and screen 
door grilles, his territory again 
expanded to include Ohio, Vir- 
ginia, West Virginia and Ken- 
tucky. 

He loved his work and refused 
to retire to enjoy the restful com- 
forts of advanced years. 


AUGUST H. SCHUMACHER 


August H. Schumacher, 52, 
president of Bering-Crotes Hard- 
ware Co., wholesalers, Houston 
1, Tex., died aboard a train near 
Fabens when en route to Hous- 
ton from California where he had 
been vacationing 

Mr. Schumacher had been as- 
sociated with the hardware firm 
since 1920, and president of the 
company since 1946. Before be- 
ing elected president, he had 
served in various capacities from 
assistant department manager up. 
He was a World War 1 veteran, 
a member of Trinity Episcopal 
Church, the River Oaks Country 
Club and Sigma Alpha Epsilon 
fraternity. Mr. Schumacher was 
chairman of the Executive Com- 
mittee of the Texas Wholesale 
Hardware Association and a past 
president of this association, hav- 
ing served for two terms. 

He owned an outstanding Con- 
federate stamp collection which 
has been often said to carry the 
entire history of the postal ser- 
vice in Texas during that era. 
Mr. Schumacher is survived by 
his widow and two daughters. 


W. D. HARRIS 


W. D. Harris, 62, for many 
years a Franklin, Ky., hardware 
and furniture dealer, died recent- 
ly at St. Joseph Infirmary, Louis- 
ville. He was a former president 
of the Franklin-Simpson County 
Chamber of Commerce and was 
an organizer of the Franklin Ro- 
tary Club. 


LESLIE L. RANSOM 


Leslie L. Ransom, 93, one of 
the oldest persons in Newport, 
N. H., and a retired hardware 
merchant, died at his home re- 
cently. He was in business in 
Newport for nearly 50 years. Sur- 
vivors include his widow, two 
sons, one daughter and four 





Mr. Phelps latter joined The 


grandchildren. 
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EDWARD C. BOWERS 


Edward C. Bowers, 66, mem- 
ber of the executive board of the 
Wickwire Spencer Steel Co., 500 
Fifth Ave., New York City, died 
recently at the Yale Club where 
he lived. He had resigned in 
1943 as president of the company 
and was a director and member 
of the executive board until the 
time of his death. 

Mr. Bowers joined the Wick- 
wire company in 191] and later 
become manager of the Iron 
River, Mich., plant. He was 
elected president in 1926. 


LUCIAN KAHN 


Lucian L. Kahn, 60, sales ex- 
ecutive of the Estate Stove Co., 
now the Estate Heatrola Division, 
Noma Electric Corp., Hamilton, 
Ohio, died in San Francisco re- 
cently, having been in ill health 
for more than two years. 

His father, Lazard Kahn was 
one of the founders of the Estate 
Stove Co., and Mr. Kahn spent 
the greater part of his business 
life in association with his father 
and family in that company. He 
joined the Estate sales force in 
1911 and traveled Texas. He held 


the post of treasurer for many 
years, but his principal duties 
were in the line of public rela- 
tions with the company’s dealers. 

He was appointed by the gov- 
ernor of Ohio to a statewide com- 
mittee for the purpose of plan- 
ning full employment for the 
returning veterans of World War 
II in 1945. He was very inter- 
ested in the American Legion, 
the Societe 40 Hommes and 8 
Cheveaux. He served as chairman 
of the Hamilton Red Cross Chap- 
ter, headed the war funds cam- 
paigns from 1942-1945, was at 
one time president of Hamilton’s 
Chamber of Commerce and was 
council president of the Boy 
Scouts. 

Mr. Kahn is survived by his 
widow and a daughter. 


W. CARL HOWELL 


W. Carl Howell, aged 55, re- 
tired hardware merchant of 
Greer, S. C., died recently at the 
Moore Veterans Hospital in 
Swannanoa, N. C. He was a part- 
ner in the Bright-Wilson Hard- 
ware Co., Greer, until his retire- 
ment in 1942. Surviving are his 


sister. 








FARM ELECTRIFICATION 
FORUM, OCTOBER 7-8, 
IN INDIANAPOLIS 


National Farm Electrification 
Conference will be held at the 
Claypool Hotel, Indianapolis, on 
Oct. 7 and 8th. Three major 
addresses and four panel discus- 
sions of problems vital to the 
continued success of the farm 
electrification movement will be 
the features of the program. 
Speakers who have accepted invi- 
tations to date are Claude R. 
Wichard, administrator of the 
Rural Electrification Administra- 
tion and. J. E. Stanford, execu- 
tive secretary of the Kentucky 
Farm Bureau Federation and 
Gov. Raiph F. Gates of Indiana 
will give the welcome address. 


WAA INVITES BIDS 
ON HAND TOOLS 


Hardware supply dealers and 
industrial establishments are in- 
vited by War Assets Administra- 
tion to bid on surplus hand tools 
and miscellaneous hardware items 
now on sale at the WAA Lords- 
town Ordnance Depot, Warren, 
Ohio. 

WAA said sealed bids will be 
accepted at the Lordstown Sales 
Office until 5 p. m., Oct. 3, 1947, 
on the surplus inventory of 
chisels, crow-bars, files, hammer 
and sledge heads, scrapers, 


screwdrivers, tackle blocks and 


erty offered is unused, but may 
be slightly shopworn. 

Anyone is eligible to bid, WAA 
said, and bids may cover the en- 
tire quantity of any group or one 
or more of the set minimum 
quantities of the various groups. 

The property may be inspected 
up to and including the closing 
date of the sale at the WAA 
Lordstown Sales Office. A_ bro- 
chure, “Special Listing WAL- 
17-90 (LSO No. 8),” which con- 
tains descriptions and approxi- 
mate quantities of the different 
items offered, the conditions of 


cured from the Lordstown Office 
or from any WAA Customer Ser- 
vice Center. 


AGRICULTURE DEPT. HAS 
FARMHOUSE PLANS 


The United States Department 
of Agriculture is making available 
six new farmhouse plans to farm- 
ers. All were designed by agri- 
cultural engineers, architects and 
home economists of the Depart- 
ment of :Agriculture in coopera- 
tion with the Extension Services 
and Agricultural Engineering De- 
partments of the State Agricul- 
tural Colleges in the Northeast. 
All are said to be suitable for 
use, however, in some localities in 
almost every region. Working 
drawings may be _ obtained 
through the Extension Agricul- 
tural Engineer at many of the 





many other items. All the prop- 
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State Agricultural Colleges. 


sale and a bid form, may be pro- - 
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widow, three brothers and a step- | 





POWER TOOL 
ACCESSORIES 











431 


#370—V4”" Hardened 3-jaw Chuck to fit ¥2”-24 Spindle. 
Other threading to specification. 
#373—'" Hardened 3-jaw Chuck to fit /2”-24 Spindle 
Other threading to specification. 
#380—'2” Chuck with No. 2 Morse Taper Arbor. 
#3812” Chuck with Arbor to fit ¥2” or 4” Spindle. 
#382—'%" Chuck with Collars and Arbor to fit 2”. 
or 5” Spindle. 
#383—Arbor to fit 2” or 4” Spindle, with Collars. 
#384—'2” Chuck with 12” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two 42” Shafts. 
#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. ° 


#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb BobsHexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 









































ganized to include all key per- 
sonnel in the field organization 
and distributors’ group. These 
key people, in turn, are expected 
to extend the program to reach 
all of the company’s 10,000 
dealers. 


| dent of the Trade Sales Division, 
manufacturers of I. C. household 
specialties. Mr. Heminway will 
assume over-all management re- 
sponsibilitiets at the corporation 
level while continuing this pri- 
mary interest in the Murphy 
Paint & Standard Coated Prod- 
| ucts and trade sales operations. 





E. J. ALEXANDER IS NOW | 
CORY SERVICE MGR. 

Cory Corp., 221 N. La Salle 
St., Chicago, manufacturers of 
glass coffee brewers and Fresh’nd- 
Aire circulators has announced | 
the appointment of E. J. Alex- | 


a 


FISHER ASS’T SALES 

MGR. FOR FARADAY 

F. B. Fisher has been ap- 
pointed assistant sales manager 
for Faraday Electric Corp., Ad- 





rian, Mich., succeeding C. L.| ander as service manager. 
Hobbs, who was transferred to , 





Chicago as branch manager of 


the company’s sales office. DR. C. 


H. LOUIS ROLFES . aes 

















és : 
Here’s 
LOUIS ROLFES JOINS SIMKIN IS ROBESON Dr. Clarence K. Morehouse, : 
ape point 
SLAYM CHICAGO SALESMAN dry cell battery specialist, for- 
AKER LOCK pegie N “th the Nati 1B Barn: 
: J. Berni Simkin has been ap- merly with the Nationa sll . 
H. Louis Rolfes has been ap- SR GET IO RE reau of Standards, has been Centri 
. . P| pointed sales representative in 
pointed sales representative in Sitees ak Cite, tie Che engaged to do research work tested 
Ohio and Michigan for the Slay- R be os ei: te ti Denia | on battery problems for the and be 
maker Lock Co., handling both obeson Cutlery Co., inc., Ferry. Winchester Repeating Arms ee 
c .0., handling bot 1 wv we as t 
padlocks and builders hardware N. Y. Mr. Sinkin — house- Co. and Bond Electric Corp. ee 
Mr. R gis _. | wares buyer for Frederick At- Divisions of Olin Industries, format 
‘Mr. olfes held positions with | ,ing & Co.’s Chicago office. Inc. of ma 
Wright Aeronautical in Dayton eS eae —s lit 
before joining the government as Qua e 
purchasing officer and was tool HOTPOINT INSTITUTE McCLENAHEN MGR. LAMP pumpi: 
expeditor for private industry. HAS NEW DIRECTOR STANDARDIZING DIV. 
From 1943 until he joined Slay- Selma M. Andrews has been FOR GENERAL ELECTRIC ———— 
maker he was a purchasing | named director of Hotpoint In- | John F. McClenahen is now BARN 
officer of marine hardware and | stitute, appliance research and | manager of the standardizing —_— 
supplies for the U. S. Army | test center and use-value train- division of the General Electric 
Transportation Corps. ing headquarters for Hotpoint, E. J. ALEXANDER | Lamp Department, Nela Park, 
He succeeds Burt Groff who | Inc., 5600 W. Taylor St., Chicago. | Cleveland, succeeding Raymond ' 
has retired after having spent 55 Broadening its use-value train- | Mr. Alexander has been asso-| Walling, who has retired hav- 
years with Slaymaker. ing program, the Institute, under | ciated with Cory for the past] ing served as manager since SS 
| Mrs. Andrews’ guidance, will be | year in the sales organization. 1936 - i 
a major — in a the | Speedie gg Mr. MoClenchen was formerly f 
DON TIERNEY LEAVING | et «eee ere heey: sll aptccca | assistant manager of this divi- 


Training classes in the use of 


| wide and will supervise the set- 


sion, and prior to that operating 


CARLSON & SULLIVAN | new appliances, with the men |} ting up of Cory service stations | . : f S28 
sie ; ; : mats | h. | engineer in the lamp manufac- 
Don F. Tierney, who has been | actually preparing foods and | in key marketing areas through- | turing division and the part 
, magi Jj : ; vision c ie parts 
associated with s » Sulli- | laundering clothes, are being or- out the country. ° . heaves 
hc a na? 5 5 “04 manufacturing division. 
van, Inc., manufé ers stee alli : 
acturers of ste¢ | Mr. Walling has served 38 































tape rules, Monrovia, Cal., for | 


! 

| 

years in the lamp business. He 
the past two years, announces | 

| 


took an active part in develop 
mental work on molybdenum and 
tungsten wire and conducted ex- 
periments on gas-filled lamps 
and vacuum lamps. After 1919 
he was in charge of quality con- 


that he is resigning his position 
as sales manager, as of Sept. 15. 

While his plans for the future 
are incomplete he expects to re- 
main on the West Coast. 











_—_ | trol activities for large lamps 
| | made by the Edison Lamp fe 
INTERCHEMICAL NAMES | sai Works. 
HEMINGWAY VICE-PRES. | Go casi 
Interchemical Corp., 350 Fifth HOME HARDWARE INC. 
Ave., New York City, 1 has elect- REQUESTS CATALOGS 
ed Harry J. Hemingway, presi- >< : i : 
dent of the Interchemical Mur- H. P. Stalnaker, president and t 
phy Paint & Standard Coated general manager of the recently f 
Products Divisions, _vice-presi- organized Home Hardware, Inc., 
dent of the parent corporation. | Buchhannon, W. Va., announces ; 
Laurence G. Meade, board chair- | that he is interested in receiving 
man of the Textile Colors Divi- | catalogs and price lists on gen- 
sion, succeeds Mr. Hemingway L. H. HARRISS, SALES MANAGER, BURGESS BATTERY | eral hardware, farm equipment, : 
as president of the two “con- CO., battery rae batons Ill., ecsnag Teapot 7. | electrical supplies and appli- f 
hy h hold and i pag Aen city n id | the A. G. Shannon Hardware, 
pay Heuseno = maintenance | New York Museum of Science & Industry. The company was | +4) 
paints, and Sanitas fabric wall| awarded The Certificate of Merit for 1947 by the Museum | Buckhannon, for 20 years, with 
covering and Meritas oilcloth.| in recognition of its outstanding achievements in developing | the exception of a year in the f 
| navy during the war. 


Mr. Meade also was named presi-' improved dry batteries for a wide range of applications. 


178 HARDWARE AGE SEPTEM 












MOREHOUSE 


» K. Morehouse, 
y specialist, for- 
e National Bu- 
ards, has been 
research work 
oblems for the 
epeating Arms 
Electric Corp. 
Jlin Industries, 


N MGR. LAMP 
ZING DIV. 

.L ELECTRIC 
Jenahen is now 
e standardizing 
General Electric 
nt, Nela Park, 
eding Raymond 
has retired hav- 
manager since 


en was formerly 
sr of this divi- 
o that operating 
lamp manufac- 
and the parts 
ivision. 

has served 38 
p business. He 
yart in develop 
nolybdenum and 
d conducted ex- 
ras-filled lamps 
ps. After 1919 
of quality con- 
x large lamps 
Edison Lamp 


WARE INC. 
>ATALOGS 


, president and 
of the recently 
Hardware, Inc., 
Va., announces 
ed in receiving 
e lists on gen- 
rm equipment, 
‘s and appli- 
aker was with 
non Hardware, 
20 years, with 
a year in the 
rar. 


WARE AGE 














A PERFECT BILL OF HEALTH 
for EVERY BARNES PUMP 






































ee 


Here’s another powerful selling 
point of Barnes Pumps. Each 
Barnes Streamluxe Automatic nt 
Centrifugal Pump, from the largest to the smallest, is factory > 
tested by actual operation as it comes from the assembly line 
and before it is shipped. Each pump is rigidly tested for ca- ’ 
pacities at various heads and for perfection of engine per- rt 

formance. All in all, 42 different inspections at various stages 3 zi r “f 
of manufacture, guard the quality of Barnes Pumps. This ce 

Quality-Control at Barnes assures a perfect pump and perfect 


pumping performance. Sell the Best—Sell Barnes! Each Barnes Pump is actually put to work 


and tested before it is shipped. Barnes Pumps 
are perfect and ready for perfect pumping 
when your customers get them. 


RODUCTS FOR OVER FIFTY YEARS 


BARNES MANUFACTURING CO. Wansfield, Oho 





“=r easy- EASY-EASY - EASY 
cS UNIVERSAL Beclde many 


different sprayers. All have these four points in common: they're easy to 
fill, easy to use, easy to store after using and easy fo sell. 

























Universals are produced in a new, modern factory manned by killed mechan- 
ics who have for years specialized in fine sprayers . . . mass-producing them 
so efficiently that Universal's prices are no higher than you would expect to 

pay for ordinary sprayers. No 

wonder dealers everywhere find 
Universals such a satisfactory 
line to handle! 





ORDER NOW... 


to make sure of having UNI- 
VERSALS when you want them. 

If your jobber can't supply you, 
write direct to us. 


EASY TO STORE AFTER USING 
EASY TO SELL 


EASY TO FILL 
EASY TO USE 


ee 






PRODUCTS CO. 
MICHIGAN 


UNIVERSAL METAL 


SARANAC 
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Hardware Men Named to Key Posts 
In Controllers Institute of America 


Richard N. Rigby, controller 
of the Gillette Safety Razor Co., 
Boston, Mass., was elected presi- 
dent of the Boston Control of the 
Controllers Institute of America, 
which also reelected Stanley F. 
Chittick, controller of Simonds 
Saw & Steel Co., Fitchburg, 
Mass., a director. 

Eugene P. Borkowski, trea- 
surer and director of North & 
Judd Mfg. Co., New Britain. 
Conn., was elected president of 
the Hartford, Conn. Control, 
which also named Louis H. 
Graham, comptroller of the Ful- 
ler Brush Co., Hartford, Conn., 
second vice president, chose 
Woodson W. Baldwin, treasurer 
of the Silex Co., Hartford, Conn., 
a director, and reelected Charles 
L. Lord, controller of the Wil- 
liam L. Gilbert Clock Corp., 
Winsted, Conn., a director. The 
Hartford Control named Elmer 
G. E. Johnson, camptroller of 
the American Hardware Corp., 
New Britain, its new secretary. 

At the annual meeting of the 
Birmingham, Ala. Control, Rich- 
ard H. Childers, auditor of the 
Moore-Handley Hardware Co., 
Birmingham, was elected to 


the post of secretary-treasurer. 

George J. Baumer, controller 
of the Muench-Kreuzer Candle 
Co., Syracuse, N. Y., was re- 
elected secretary-treasurer of the 
Syracuse Control. 

Members of the hardware in- 
dustry who were elected directors 
by the local branches of the In- 
stitute in their respective cities 
are: Joseph Stycke, controller 
and assistant treasurer of the 
Ox Fibre Brush Co., Inc., Frede- 
rick, Md., Baltimore Control; 
Ralph T. Davis, controller and 
assistant treasurer of the Acme 
Shear Co., Bridgeport, Conn., 
and Edward A. Wall, controller 
of the Winchester Repeating 
Arms Co., New Haven, Conn., 
both of the Bridgeport, Conn. 
Control; William R. Creal, sec- 
retary, treasurer and director of 
Turner Day Div., American Fork 
& Hoe Co., Louisville, Ky., and 
William E. Fried, secretary and 
controller of the Wrought Iron 


| Range Co., St. Louis, Mo. 


The institute is a technical and 
professional organization of con- 
trollers devoted to the improve- 
ment of controllership  pro- 


.cedures. 








N.1.A.A. HONORS ADS 
BY RUBBERSET COMPANY 


The Rubberset Co’s., trade ad- 
vertising campaign, for the sec- 
ond consecutive year, was cited 
as outstanding by the National 
Industrial Advertisers Association 
during its 25th annual conference 
held at the Schroeder Hotel in 
Milwaukee. 

Elon R. Brown, advertising 
manager of Rubberset, who re- 
ceived the silver plaque for his 
company at the meeting, again 
directed the campaign in con- 
junction with Doherty, Clifford & 
Shenfield, New York advertising 
agency. 

The winning series of ads 
dramatized the extensive labora- 
tory research and testing meth- 
ods develoned by the Rubberset 
Company in the evolution and 
manufacture of nylon bristled 
paint brushes. 

The Rubberset campaign ran in 
Harpware Ace and eight other 
hareware and paint publications. 


SCHIEBE SALESMAN FOR 
CONSUMERS GLUE CO. 








Lester Williams, vise-president 
in charge of sales, Consumers | 
Glue Co., St. Louis, Mo., a | 
cently announced the appoint: | 
ment of Ray S. Schiebe as sales 
representative. With headquar- 
ters in New Orleans, his seeet | 


180 


tory will consist of the states 
of Louisiana, Mississippi afid 
Alabama. He will represent the 
company’s entire line. 


KOEHLER IS SORENSEN 
PRODUCTION MANAGER 


Arthur Koehler 
named production manager for 
Sorensen & Co., Inc., Stamford, 
Conn., manufacturers of AC and 
DC voltage regulators and elec- 
tronic equipment. 


has’ been 


ARTHUR KOEHLER 


He was formerly with the 
Arma Corp., Brooklyn and the 
Langevin Co. of New York. 





JOHN W. LIVINGSTON 


SILEX NAMES SALES 
REPRESENTATIVES 
9 


The Silex Co., Hartford 2, 
Conn., has recently appointed 
John W. Livingston district man- 





DAN M. TREECE 


ager for North and South Caro- 
lina and Dan M. Treece as 
district manager for Florida, 
Southern Georgia and southern 
Alabama. 








ROBINSON-BLACK MAKES 
HARDWARE SPECIALTIES 


Harry F. Robinson, operating 
under the name of Robinson- 
Black Corp., 10 West Pearl St., 
Cincinnati, is manufacturing the 
5-in-1 Utility Pac-Kart. It can 
be used as a grocery carryall, a 

bin, soiled clothes 
laundry trash 


vegetable 
hamper, 
disposal cart. 

During the war Mr. Robinson 
simplified and streamlined the 
nation’s food rationing program 
and as a trouble shooting execu- 
tive for a middle western manu- 
facturer he planned and co-or- 
dinated personnel in shape 
for opening half a dozen war 
plants. He also accomplished 
much on the priority phase of 
the company’s work. Mr. Robin- 
son has several other hardware 


cart or 


specialties in the test and re- 
search stage and expects to pro- 
duce them soon. 


SYRACUSE STAMPING CO. 
ACQUIRES PROPERTY 


The Syracuse Stamping Co., 
Inc., 1034-44 S. Clinton St., Syra- 
cuse, N. Y. has recently pur- 
chased a two story modern fac- 
tory type building of reinforced 
concrete construction paneled in 
brick, adjacent to the present 
plant. The annex and the pres- 
ent plant are to be connected by 
a new building now under con- 
struction which will serve as a 
receiving and shipping depart- 
ment. As soon as the present 
alteration program is completed 
there will be a 25 per cent in- 
crease in employees. The com- 
pany, founded in 1908, produces 





inked ribbon spools, door and 
other miscellaneous hardware, 
perfection type molasses gates 
and miscellaneous stampings. 


SPAR-TEX PAINTS HAS 

MOVED ITS OFFICES 

The Spar-Tex Corp., has re- 
cently moved its executive offices 
into it’s own new Spar-Tex build- 
ing at 220 E. 134th St, New 
York City 51. The company 
makes paints and allied pro# 
ucts. 


PROGRAM ON PLANNED 
HOME LIGHTING RE- 
LEASED BY EEI 


A promotional and educational 
program on planned residential 
lighting has been released by the 
Edison Electric Institute. Among 
the materials offered are an edu- 
cational booklet on the relation- 
ship between lighting and sight, 
two customer booklets on mod- 
ernizing existing lighting and 
planning the lighting for new 
homes, six direct mail folders, 
booklet illustrating the advan- 
tages of planned lighting to the 
home builder, home lighting vis- 
ualizer, three lecture demonstra- 
tions, newspaper advertisement 
series, and planned lighting 
recommendation form for use by 
the lighting representative. 


BURGESS HANDICRAFT 
NAMES SALESMAN 


Wilbur Jaeger, Baltimore, Md., 
formerly of the Reynolds Metal 
Co., has been appointed sales 
representative for the Handicraft 
Division of the Burgess Battery 
Co. in the Washington-Philadel- 
phia area. 


HARDWARE AGE 
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PRODUCT OF 
on SHERWIN- 
E COAT | WILLIAMS 
RESEARCH 


1948 KEM-TONE PROFITS SLATED TO 
SMASH ALL PREVIOUS RECORDS! 


Look at the amazing selling record of the Miracle 
Wall Finish that changed the painting habits of 
America. In 1947, our second peacetime year, 
Kem-Tone sales will reach an all-time high of 
11,000,000 gallons—topping the peak wartime 
year by 3,000,000! Despite the fact that ordinary 
flat wall paints are available today, more people 
are buying more Kem-Tone than ever before! 

Stock, display, push Kem-Tone—you'll cash-in 
on bigger-than-ever Kem -Tone profits in ’48! 




















DISTRIBUTED BY: 
Acme White Lead & Color Works. Detroit « W.W. 
Lawrence & Co., Pittsburgh « The John Lowe Brothers 
Co., Dayton + John Lucas & Co., Inc., Philadelphia « The 
Martin-Senour Co., Chicago + Rogers Paint Products, 
Inc., Detroit + The Sherwin- Williams Co,, Cleveland 














X-Acto and Paramount Studios Join 


In National Model-Making Contest 


NEW YORK OR HOLLYWOOD TRIPS ARE PRIZES 


New Cecil B. DeMille movie — ‘‘Uncon- 
quered,”’ starring Gary Cooper and Paulette 
Goddard—serves as theme for model-mak- 
ing projects. X-Acto to furnish dealers with 
promotional kits. 


X-Acto Crescent Products Co.. | 
140 Fourth Ave., New York City. | 
the Para- 
mount Studios is co-sponsoring 
a nation-wide model-making con- 
test to. tie-in with the release of 
a new Paramount picture, “Un. | 
Entries for the con- | 
test will be handicraft models of | 
any item in the picture, from a | 
reproduction of a set down to | 
any single item, thus permitting 
a wide selection of subjects by 


in conjunction with 


conquered.” 


the contestants. 


The contest will be judged on | 
national | 
basis and each of the geographi- 
cal divisions will be further di- 
vided into three age classifica- 


local, regional and 


ake 4 Mode! jn the 
Gary Cooper 








Starring in 
Cecil B. DeMille's 
““UNCONQUERED” 

A Paramount Production 
in Technicolor 
coming (date) 

to (local) theatre 





Maybe you will win one of the 


MORE THAN 
1,000 PRIZES 


NATIONALLY 


(Ist Prize — One Week in 
Hollywood or New York) in 
the Paramount X-ACTO* 
“Unconquered” Handicraft 
Contest 


Come in now for entry 
blank and contest rules 


STORE NAME 


ADDRESS 


*Reg. U.S. Pot. Off. 











A sample of an ad offered in 

the X-Acto promotional kit 

which contains materials to 

help dealers tie-in with the 
contest. 
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| local level will 
| chests plus items of merchan- 
| dise selected by the local contest 





GARY COOPER, star of the 








new Paramount film, “‘Uncon- 
quered.”” Theme of the X-Acto-Paramount contest requires 


| contestants to make handicraft models, using as a model any | : , 
| the cash register industry for 


| subject selected from the photoplay. National winners receive 
a trip either to Hollywood or New York. 


tions—up to 12; from 12 to 16) weeks after. 


and 16 and over. The entries in 


each classification will be 
| judged according to different 
| standards, based on age and 
| sex. 


There will be a first prize for 
each of the age groups, consist- 
ing of a trip either to Hollywood 
or New York. Prizes on the 
be X-Acto tool 


committee, comprised of local 
merchants and the theatre mana- 
ger. 

The X-Acto Company will co- 
operate with dealers in sharing 
the cost of assembling the X-Acto 
prizes and also offering a 
special promotional kit to enable 
dealers to tie-in effectively with 
the event. This kit will include 
complete instructions for con- 
ducting the contest; mats for 
joint advertising in conjunction 
with the local theatre and mer- 
chants; entry blanks and project 
sheets in proof form; Paramount 
press books of available pub- 
licity and dealers’ window stream- 


1s 


ers. 

The contests should be plan- 
ned to open approximately two 
before the picture 
to close about 


weeks is 


shown and two 


There should be 
| no local contests held after 


| March 1. Winners in each group 
| will first be selected locally. 
| Winning entries next compete 


| regionally, and the regional win- 





| ners then compete for the main | 


| first prizes. 
national winners will be made in 
Hollywood and it is planned to 
have as judges Gary Cooper. 
Cecil B. DeMille and the head 
of the Paramount Studio Work- 
| shop as well as others. 

“Unconquered” 


is a_ techni- 
life in Pennsylvania. The pic- 
| ture’s locale is Fort Pitt, now the 
|industrial city of Pittsburgh, 
| where the photoplay will have its 


| premier, October 3. Further 





Final judging for | 


color film play depicting frontier | 


| openings will be held in a few | 


| cities in the weeks following the 
| official Pittsburgh premier and 
| wide distribution of the film will 
| be in November. 





VAL-A ADDS THREE 

TO SALES FORCE 

| The Val-A Co., 700 West Root, 
| Catone. Ill., manfacturers and 
distributors of farm and 
| poultry supplies, has announced 
the addition of three new men 
to their sales force in Illinois 
| and Michigan. 


| 





Malcolm G. Ward, is repte. 
senting Val-A in Western Michi- 


gan. Mr. Ward operated 
hatchery for many years previous 
to his entry into the Merchant 
Marine during World War IL 
His four years of service took 
him to ports in Russia, Africa, 
India, China, and Japan. 

Arnold Esse, Jackson, Mich, 
is handling eastern Michigan for 
Val-A. Mr. Esse is well-known 
to the hatchery trade in this 
territory, and has been active 
in it for many years. 

H. A. Carson, Winston, II]. 
who is covering northern Illinois 
for Val-A, has had considerable 
experience in the poultry field. 





OHMER OPENS CENTRAL 
SALES DISTRICT 

J. G. Bartley has been ap 
pointed southeastern district 
manager for the Ohmer Corp, 
subsidiary of Rockwell Mfg. Co. 
Dayton, Ohio. He succeeds W. 
H. Carrington who has been 
transferred to the newly estab- 
lished central district. 

Mr. Bartley has been associat: 
ed with the cash register in- 
dustry as salesman, sales agent 
and branch manager for many 
years. Mr. Carrington, who for 
the past several years has been 
southeastern district manager for 
Ohmer Corp., has also been with 


many years in the capacity of 
salesman sub-agent, agent and 


branch manager. The new dis 
trict has been established as part 
of the sales expansion program 
for increasing the number of 
Ohmer dealers. 





GODFREY STERN JOINS 
POLLAK INDUSTRIES 


Godfrey Stern has been ap- 
pointed sales representative for 
Kitchen-Kate products of Pollak 
Industries Corp., in the Chicago 
and Wisconsin area. Mr. Stern’s 
offices are located in the Mer- 
chandising Mart, Chicago. 





ED LOCKE REPRESENTS 
HANSON SCALE CoO. 


Ed T. Locke has recently been 
appointed to represent the Han 
son Scale Co., Chicago, in In 
diana, Southern Ohio and Ken: 
tucky with headquarters at 906 
Main St., 520 Hazen Bldg., Cin- 
cinnati 2, Ohio. 


H. BERLIND ADDS HDWE. 
HOUSEFURNISHINGS LINE 


H. Berlind, 931 Utica Ave. 
Brooklyn, N. Y., wholesale 
electrical supplier, has recently 
added a complete line of hard- 
ware and housefurnishings. 








Manufacturers are requested t 
send salesmen and catalogs. 
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DIAMALLOY 
TOOLS 



















Diamalloy 
Long Nose Side Cutting Plier 




















KEY SET MERCHANDISER 


Diamalloy 
Heavy Duty Diagonal Cutting Plier 













No. 456 — Display merchandising package designed 
for over-the-counter selling, — a demonstrated money- 
maker for the Dealer. Packs three of the most popular 
Key Kit assortments: Allen Nos. 604, 605 and 606, 
for use with hex-socket (ALLEN HEAD) screws. Con- 
tains 20 of the 604, 20 of the 605 and 10 of the 606 | 
Sets. Mechanics go for them and householders buy them | 
increasingly for domestic appliance maintenance. 






Diamalloy 
End Cutting Nipper 









For unusually hard and exacting require- 
ments. Drop forged from special alloy 
steels, carefully heat-treated. Strong, 
light and convenient to handle. With- 
stand severest strains. 






At right, one of the three Kit 
assortments — No. 604. This 
set in a strong leatherette en- 
velope contains 7 short-arm 
Allen Keys. They fit the hex 
holes of sizes 8, 10, 14", 5/6’, 
%", "Ae" and 14" set screws and 
Nos. 4, 5, 6, 8, 10, also 14" 
and 5A.” cap screws. 

















Write for Catalog! 


DIAMOND CALK 
HORSESHOE CO. 


Duluth, Minn. 












The featured Assortments in the KEY SET MERCHAN- 
DISER are made up especially for the hardware trade, 
to be ordered through your Hardware Wholesaler. 









THE ALLEN MFG. COMPANY 


HARTFORD, * ALLEN * 


1947 





4610 Grand Ave. 












CONN. 
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ADVANCES 
Some builders’ and shelf hardware lines. 


DECLINES 
Some television sets. 








Builders’ and shelf hardware 
Jobbers report that, effective Aug. 26, 
one maker advanced prices of their rim 
night latches and deadlocks about 5 to 
10 per cent. Also, that another com- 
pany issued a higher price list on 
bright wire goods, effective August 19, 
making an increase of slightly less 
than 10 per cent. 
* * &* 


Large television sets reduced 
—On Sept. 8, reductions in the price of 


large screen projection _ television 
models were announced by United 


States Television Mfg. Corp. Officials 
said mass production and heavy sales 
had made possible cuts of as much as 
$480 in the price of models selling 
around $2,000. 


* * * 


Mail-order tire prices low- 
ered—Announced on Sept. 5, Sears, 
Roebuck & Co. introduced a lower- 
priced second-line tire in some of its 
retail stores, while Montgomery Ward 
& Co. in a new September sales book, 
cut the cost of its first-quality River- 
side tires to the lowest level in four 
years. The new Sears tire is priced at 
$10.45 plus the 10 per cent federal ex- 
cise tax for the 6.00 x 16 size of four- 
ply construction. The 6.50 x 16 size, 
four-ply, is $12.95 plus tax. Ward cut 
the price of its Riverside 6.00 x 16 four- 
ply to $11.45, including tax. It formerly 
sold at $12.95, including tax. 

* * & 


Prices still climbing — The 
department of labor reports that the na- 
tion’s average wholesale prices edged 
up another 0.6 per cent in the Sept. 6 
week, for the eighth straight record- 
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breaking week. The Department said 
that as of Sept. 6, average wholesale 
prices for the 900 basic commodities 
surveyed were 27 per cent above a year 
earlier and 54.9 per cent higher than 
They were only 
about 7 per cent below the all-time high 
reached in May, 1920. Wholesale price 


increases are later expected to be re- 


the 1926 average. 


flected, as usual, in increased retail 
The latest 0.6 per cent rise in 


average wholesale prices was laid to 


prices. 
“increases in most major commodity 
groups.” Wholesale prices for farm 
products went up 0.4 per cent “largely 
because of higher prices for grains, 
cereal products, livestock and meats.” 


* * * 


New “high” on prices—In the 
latest reports, wholesale prices for eggs, 
flour, lard, butter, hogs, cattle, lamb, 
corn, wheat, oats and wool took another 
jump forward. The Bureau of Labor 
Statistics wholesale price index ad- 
vanced for the ninth week in a row, 
setting a new post-war peak at 154 per 
cent of the 1926 average, and murmurs 
were heard of a likely reach to the all- 
time record of 167.2 per cent established 
in 1920. The latest increase was attrib- 
uted by BLS to higher prices instituted 
on automobiles and some farm products. 
And BLS without intending any irony, 
pointed out that factory workers’ pay 
reached a new all-time high in June. 

x * * 

To study prices—The pricing 
methods of American business and in- 
dustry soon will be investigated by con- 
sub-committees which will 
conduct a series of hearings throughout 
the country. The study of how business 


gressional 


and industrial prices are established 





will be on a large scale, but what it 
will accomplish in the way of lower 
prices, or shedding light on the current 
price controversy is “anybody’s guess.” 
Profit margins at all stages of manu- 
facturing and distribution will be 
given a thorough going-over at the hear- 
ings, with the particular purpose of 
learning if certain recent price increases 
were unjustified as has been charged. 
The sub-committees will investigate 
other charges that certain industries de- 
liberately have restricted production in 
the interests of keeping the prices of 
their goods at high levels. A third field 
of inquiry will involve those prices 
which are established independently of 
supply and demand. Whether the fun- 
damental and all-important cost element 
of high, and even higher, wage scales, 
will be especially studied, is significant- 
ly not mentioned in news releases about 
the coming investigations. These will at 
first cover steel, farm equipment, auto- 


mobiles, meat and agricultural com- 
modities. 
* * & 


Steel shortage —the current 
steel shortage as measured by urgent 
customer demand is expected to last 
several months at least, according to 
Sept. 11 issue of The Iron Age, national 
metalworking affliated with 
Harpware Ace. It may 
more serious before real relief is effect- 
ed. Most serious shortage involves flat- 
rolled steel products used by automo- 
bile makers and other manufacturers of 


weekly 
become far 


consumer goods; pipe runs a close sec- 
ond. During the past few weeks a battle 
royal has been going on quietly between 
major automakers and steel companies. 
Automobile producers want more steel 
than they are getting. But the chances 
are that they will not be successful in 
their insistent demand that they obtain 
17.3 per cent of total steel output which 
they got in 1929 rather than the 15 
per cent which they are now getting. 
Steel executives will not yield the addi- 
tional steel which the auto industry 
wants so desperately. The existence of 
which has assumed 
since 1929, will 


new consumers, 


greater importance 
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How-to Sell 
Much More Paint to 
the Painter 


Market 


Helps You Sell To Painters! 
Martin-Senour Product Catalog 


Gives painters the exact in- 


oe a 


¢ % formation they want on 


: —"e uses and properties of M-S 
‘f= paints. Helps sales people 
© 
4 


with technical questions, 
is easy to use. Ask your 


M-S salesman or jobber.. soon 


~— 
a 
= 


eoercrs vowve seus 
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A ALSENGUR 
L PAINTS 
i 


POSTWAR AMERICA IS PAINTING CONSCIOUS 
Homes, stores, factories, schools . . . all are due 
for roof-to-basement brightening. All are pros- 
pects for your painter trade and for you. 


YOU CAN GET YOUR FULL SHARE of this growing 
business with Martin-Senour paints. For painters 
know there is an M-S paint for every painting 
job... from smart interior finishes to barn paint. 
And they know every M-S paint is made to do 
its special job right. That means you can supply 
every paint need, that your painter-customers 
will come back again and again. 


SELL MORE PAINT TO EVERY MARKET. Martin- 
Senour helps you sell more‘to the “‘paint-it- 
yourself’? customers too. For Martin-Senour 
products are top quality, vigorously advertised, 
aggressively merchandised. That means more 
new customers are brought to your doors, that 
it’s easy to get repeat business. Join the thou- 
sands of dealers coast-to-coast who make more 
money the M-S way. Ask your M-S 

jobber or salesman soon. Or write 

the Martin-Senour Co., 2520 Quarry 

Street, Chicago 8, Illinois. 


MARTIN-SENOUR 


TO EVERY MARKET 















For Yow 
SATISFIED SHARON DEALERS! 













ANOTHER 
fast-selling 


SHARON GROUP 
for 
IMMEDIATE 
DELIVERY 









GROUP “B” ASSORTMENT 
1 FOOT 


$28.90 
Total Profit $30. 35 


Every item is electro galvan- 
ized and clearly marked. 
Easy to find—always in place. 


FOR $28.90 YOU GET. 


i—S shelf rack 

1—WW 1326—1326 Washers 
11 sizes wrought steel washers from '% to 
1” bolt sizes 


juts 
10 sizes USS SF Hex Nuts from 1/4"" to 1" 
bolt sizes 
1—HN 255—255 Nuts 
8 sizes USS Hex Jam Nuts 
8 sizes SAE Hex Jam Nuts 
from 1%" to %" bolt sizes 
1—HN 388—388 Nuts 
5 sizes SAE Castie Hex Nuts 
8 sizes SAE SF Hex Nuts 


from 1%,"" to %" bolt sizes 
1—SC 140—140 Screws 
16 sizes Socket Hd Cap Screws 


Total Space 


Total 
Investment 


(Alien Type) 


Good News for You 


With full appreciation of your extra costs of doing business 
these days, we at AMBROID have decided to do our part 
to help you operate more profitably. We have increased 
your gross profit on the 
2 oz. and 4 oz. tubes. 















The Universal Liquid Cement 


for countless 
Household and Industrial uses 












Ready to Use — Sticks Fast — Holds Fast 
Waterproof — Mends Everything 


2 oz. tubes, 25¢—4 oz. tubes, 50¢. Packed in 
display box. Also pints, quarts and gallons. 


FREE: Full size somple on es Send your name 
and name of your whol A postcard will do. 











Ask about our New Item — 
AMBROID ROD & FLY TYING CEMENT. 1 oz. 
bottle, retails, 25¢. Buyers: Write for sample. 


INYTTXe)] meovoy 
























Est 1910 
305 Franklin Street 
Boston IO, Mass. 






force steel mills to deliver at about the 
same rate next year as they did during 
1947. There is no indication that any 
steel company can find extra tonnage to 
ship to motor firms regardless of pres- 
sure from that major consuming quar- 
ter. It is expected that with automobile 
companies actually setting up their pro- 
duction schedules on the basis of far 
more steel than they can possibly obtain, 
periodic shutdowns at manufacturing 
plants will occur and the reason will 
be given as “a shortage of steel.” This 
despite the fact that every steel com- 
pany is bending over backwards to see 
that automakers get their fair share 
of available finished steel products. The 
enforced shutdown of steel plants in 
the Pittsburgh district this week, when 
the outlaw rail strike by midweek had 
caused a loss of more than 115,000 tons 
of ingots and more than 82,000 tons of 
pig iron, will serve to aggravate the cur- 
rent steel shortage condition which has 
been growing for the past few months, 
said The Iron Age. Worn out equipment, 
emergency repairs and general rehabili 
tation are the major factors which are 
continually forcing the steel industry 
into the embarrassing position of de- 
fending its capacity which, it claims, is 
adequate for a long pull. Wholly un- 
looked for by some steel officials has 
been the substantial increase in demand 
for flat-rolled material from consumers 
who are now starting up operations at 
a high level after vacation and inven- 
tory shutdowns. While some products, 
such as plate, shapes, and structurals 
are approaching a normal market con- 
dition all records in requirements for 
flat-rolled products are being broken. 
Most mills are jamming every bit of 
semifinished material not needed in 
other mills into flat-rolled production 
channels. Such efferts, however, are be- 
ing continually offset by sudden break- 
downs, freight car shortages, blast fur- 
nace repairs and the general inability 
to obtain enough metallics to keep open- 
hearths at maximum capacity. The steel 
ingot operating rate that week dipped 
7.5 points to 85 per cent from the pre- 
vious week’s revised rate of 92.5 per 
cent. All of this decline was due to the 
loss in the Pittsburgh district, where 
the preliminary operating rate for this 
week is 68 per cent of capacity, down 
30 points from last week’s revised rate of 
98 per cent. Due to the nature of the 
shutdowns an end to the railroad strike 
would find recovery to maximum levels 
difficult to make in less than a week. 


* * * 


Steel hurt by box-car lack 
J. Monroe Johnson, director of trans 
portation, reports that the freight car 
shortage is so critical that several big 
steel mills are on the verge of shutting 
He said that ODT is taking 


down. 
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STAYS SOLD 


leader in the popular priced field. Designed and 
constructed with the ruggedness that characterizes 
the great family of Wilson Hack Saw Frames. Ac- 

d dard 10-inch blades. The heavy 
duty steel frame is of % x 3/16-inch stock, provid- 
ing 2%-inch clearance. Blade adjustable to four posi- 
tions. Solid knurled handle. Welded assembly. 
Attractive burnished nickel finish. 


TOP QUALITY — LOWEST COST 


The Wilson Challenger has the weight, the balance, 
the correctness of design to stand up and deliver 
years of satisfactory service. Its perfect balance as- 
sures fast and true cutting. Centered blade suspen- 
sion and quick, easy blade tension adjustment con- 
tribute to long blade life. 


| SELLS FAST 





—_, 


plastic or what have you. 


SELLS ON SIGHT 


Carded for counter display and open 
bin selling. Priced for volume sales to 
a broad market. Designed to 
provide years of heavy duty 
service. 
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CHALLENGER! tre 
HACK SAW FRAME 


3 PRICED FOR TO-DAY'’S MERCHANDISING 


HANDIEST TOOL IN ANY TOOL KIT — CARDED FOR COUNTER SELLING 


An innovation in tool design — new — different — offering features Designed and built with the same care and precision that 
that every mechanic will spot on sight. As a handy cut-off tool for has won for all Wilson products an enviable reputation for 
working in the open or in cramped quarters, it has no equal. Its 6-inch 
metal cutting pin blade literally eats its way through metal, wood, 
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Get this new CHALLENGER Hack Saw 
on your counters NOW — for 


EXTRA SALES / 
EXTRA PROFITS: 


DESIGNED AND 
PRICED FOR 
TODAY'S SELLING 


The Wilson Challenger is built 
with the same care and preci- 
sion found in all Wilson Hack 
Saws. It is worthy of a place 
in any mechanic's tool kit, yet 
its low price ploces it before 
the great American household 
market where volume sales and 
fast turn-over build real profits 
for the dealer. Packed twe to 
a box, 36 to master shipping 
carton, Weight, per doz. 13 Ibs 


CATALOG No. 106 
LIST PRICE, EACH 


Immediate 
Deliveries 


MECHANICS SWEAR BY IT! 
HOUSEHOLDERS GO FOR IT! 


UNION 
MADE 








quality. Rugged, lifetime, all-metal construction makes the 
Utility Saw a sales leader, worthy of prominent counter 
space. It will pay off in volume sales and steady profits. 


KNURLED 
>| | HANDLE 






















a % ee aa UNION MADE 
: WILSON “UTILITY” SAW BLADES 
Blodes of Tungsten Alloy Steel, 6 inches LIST, GROSS 


by Y-inch with pin ends, 32 teeth to 
the inch. Made with flexible bock, hard- 
ened teeth. Wave sét for fast, clean cut- $900 


—_ ting. Packed 1 gross to box, 10 gross to 
¢ shipping carton. Shipping weight, 20 Ibs 





LIST PRICE | 




















WILSON HARDWARE 


Manufacturers of Mechanics Tools and 


2325 So. Michigan Ave. e 
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Kitchen: Utensil THROUGH THE 
Chicago 16, Ill., U.S.A. JOBBER 















































Sales of Hardware Wholesalers 
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Source: Office of Business Economics, U. S$. Department of Commerce. — 








emergency measures by providing extra 
cars and reducing the number that may 
be kept at railroad sidings during un- 
loading. Col. Johnson said the rail- 
roads have done well “but not well 
enough” in stepping up shipments to 
a record 1947 high of 925,732 cars in 
the week ended Aug. 30. There is, in 
fact, a weekly demand fer at least 1,- 
000,000 cars. The Iron Age says that 
although the iudustry is straining to 
maintain high production, the steel 
shortage measured against consumer 
demand is expected to continue for 
months to come. 
a * * 

No use waiting—-Persons who 
have postponed the building of new 
homes in the hope that hardware prices 
would be reduced might as well dust 
off the blueprints and get busy. There 
is no present indication of any price 
decrease in architectural hardware, say 
J. J. Soeffing, president of the National 
Contract Hardware Association, and 
L. B. Stuart, president of the American 
Society of Architectural Hardware Con- 
sultants. Their organizations sponsored 
the recent 1947 Builders Hardware Ex- 
position, at Chicago, where some 70 
manufacturers had exhibits. “There has 
been a noticeable increase in buying on 
the part of contractors within the past 
30 days,” stated Mr. Stuart. “The in- 
crease is unusual at this time and ap- 
parently means that people realize there 
will be no price reduction.” “Jobbers 
displayed a reluctance to buy from 
manufacturers at the start of the year,” 
he continued, “but prices went up in- 
stead of down and the hesitancy disap- 
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peared.” Demand for locks, hinges and 
other household hardware items. still 
exceeds supply, but Mr. Stuart pre- 
dicts that supply will equal the de- 
mand within six months if the national 
building program continues at its pres- 
ent rate. “Major drawbacks facing the 
producer appear to be a lack of skilled 
labor and a shortage of raw materials 
such as flat sheet steel, steel castings 
and galvanized iron.” 


* * * 


Better materials, simpler de- 
signs—RMr. Soeffing reports that one of 


the most noticeable changes in post-war 
thinking on the part of the builder is 
the desire for better materials. “The 
public became educated during the war 
that in the long run it paid to buy the 
more expensive but longer lasting ma- 
terials. Now they are demanding bet- 
ter plumbing and hardware. Conse- 
quently we are selling more brass and 
bronze than ever before.” Fancy items 
are becoming obsolete and in keeping 
with modern architecture, door knobs, 
hinges, and other household hardware 
items are being designed with clean, 
simple lines. An interesting side-light 
is that manufacturers are concentrating 
on producing key hardware items at 
this time. In normal times, manufac- 
turers make between 60,000 and 70,000 
items. Today, these lines have been 
cut to approximately 10,000 items. 
* * * 
U. S. can influence tire prices 
The federal government now can de- 
cide for itself whether automobile tire 
prices should stay where they are—be- 
low the pre-war level—or start climbing, 
P. W. Litchfield, chairman of Goodyear 
Tire & Rubber Co. said recently. Tire 
manufacturers have exhausted all pos- 
sibilities of cutting costs through in- 
creased production, and are now facing 
rising material and labor costs. This 
means the big factors in tire costs will 
be the price the government sets on 
synthetic rubber, and the influence its 
buying for military stockpiles has on 
crude rubber prices, Mr. Litchfield said. 
The government is the sole producer 
of synthetic rubber and sells it to users 
at 18% cents a pound. This is an un- 
duly high price, he declared. “In my 
opinion, GRS synthetic rubber could be 
produced at 14 or 14% cents a pound, 








, Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, and 1947 
(Expressed in millions of dollars) 





Month 1947 1946 1941 1939 
January $138 $100 $56 $39 
February 142 104 55 37 
March 164 116 64 48 
April 170 126 76 47 
May 160 129 80 52 
June 148 125 80 51 
July 146 130 82 45 
Total First Seven Months $1068 $831 $493 $319 
August eee Rg a ee 139 ia 84 50 
September 139 89 60 
October 170 92 60 
November 152 79 54 
December 143 80 49 
Grand Total for Year $1574 $917 $592 








* Estimated by the Office of Business Economics, U.S. Department of Commerce. 
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Madorn Cabinel Spardware 3h 
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STYLED TO SELL! ~—-w....) [BEbet! a 
j | creine Ps — ~re ) 

One of National Lock's matched Cabinet Hardware creations is ‘ ee , a wa ia 
pictured here — the De Luxe line. Here is truly Hardware with | pet 
“Eye Appeal’, designed to please the most fastidious of cus- "> ed Wh Vids. casa sssomnee 
tomers. There are four profit-packed matched sets to choose cr) { i &} a oe 
from — all furnished in glistening chromium! : | 





\e <-. ns itd (|< Tm 


Each item of a set is separately packed in an attractive, clearly No. 130 as & <> 











printed envelope, complete with screws and instruction sheets. ace Pi = <a 
This reduces selling costs and prevents loss of parts. i, = i¢ r 
2 H 4 No. 120 
There are four styles of counter display boards available to help { r 
ke quick, profitable sales! Ask f tractive, four- sd ”) 
you make quick, profitable sales! Ask for our attractive, four a ae 
color Kitchen Cabinet Hardware Catalog and price list, illustrat- 7 ¥ 






ing our complete line. 





NATIONAL LOCK COM? Be 
Cabinet Hardware Division 
Rockford, Illinois 


“Your All From One Source Hardware Manufacturer” 
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with a profit to the government. This ber prices, continued rising production duction 
would be an important off-setting fac- and a sustained demand. Lumber pro- three -p 
(“4 q tor to other high costs. It would also duction in the second quarter was 8,- largest | 
/] tend to keep the price of crude rubber 491,000,000 board feet, up 18 per cent Lath eo 
“a at a fair level,” was his statement. from the first quarter and 6.1 per cent —_ hi 
f Asked if he foresaw any renewal of the from the second quarter last year. The 4 per ¢ 
0 price reductions in which tires dipped Department says that home buyers are put. 
(s about 5 per cent below the 1941 level beginning to recognize that “the pres- Cast | 
(A é early this year, the Goodyear chairman ent cost of building is not out of line ments W 
a said he could not see how rising manu- when full consideration is given to May, bu 
facturing costs would permit further wages and prices of other commodities.” in June. 
om declines. However, he added, the war- Some 72,500 new permanent homes six mon 
er caused scarcity of tires has pretty well were started in May, 75,000 in June an incre 
sto e ended, and the industry can probably and 80,000 in July. In the first seven period it 
U Ni expect a normal seasonal decline in sales months there were 441,000 new perma- Steel 
C t the last quarter of this year. The tire nent homes started and 428,700 com- types o! 
ee Qe manufacturing industry is in general pleted. This compared with 402,700 improvir 
| agreement with the government regu- starts and 165,300 completions in the approacl 
a lation compelling use of 23 per cent first seven months last year. Nails- 
That’s GRS synthetic in tires, since it recog- * * * from 71. 
nizes the necessity of maintaining syn- Building materials survey— in June 
Bassi | thetic facilities as a military prepared- Although the lumber situation on a tors’ su] 
ick | ness measure, as well as the advantage quarterly basis looked good, another ments, 
| of having an alternative material to hold report from the U. S. Commerce De- still spo 
"Diamond-Arrow’ Casters | the crude rubber prices in line. partment for June showed that 13 of 19 ae 
ae selected building materials showed pro- tion of « 
| Home work-shops—More than duction declines, compared with May. per cent 
850,000 United States homes now have The June index was off 0.4 per cent first hal 
work shops equipped with power tools, from that of May. A few details of the cent ove 
| according to R. R. Zisette, general report follow: Aspha 
| manager of SKF Industries, Inc. Clay Products—Production of the shipmen 
| Garage and basement workshops are three major clay products—unglazed material 
specified in 80 per cent of the homes brick, unglazed structural clay tile and less thar 
being newly built, he reports. vitrified clay sewer pipe—was con- above sl 
Ye s siderably higher in the first six months shipmen 
Lumber stabilizing—The U. of 1947 than in the same period last this year 
S. Commerce Department reports that year. correspo 
there is a gradual stabilization of lum- Gypsum Board and Lath—July pro- 
I 
The U. 
INDEPENDENT RETAIL HARDWARE STORE SALES mally ar 
| TRENDS IN 20 CITIES IN THE UNITED STATES vag 
You're building business with every sale mae am, “ , oe? 
of Bassick ‘“Diamond-Arrows”. Finest of - . . 
furniture casters, their exclusive two-level ball July, 1947, Comparisons aeneenen 
race construction provides the easy, full-float- sips a — “e ny 
‘ : H _ ercen ,hange rubber 
aca te day lata July, 1947 7 Mos., 1947 July, 1947 main un 
ad compared with compared with compared with of 23 to 
Make sure “Diamond-Arrows” Nos. 7696 Cities July, 1946 7 Mos., 1946 June, 1947 
and 9696—two of the most popular of these | CalifomniaLos Anadless....... Il -— oe a 
fast-selling, top-quality casters —are on your Maat... panei i. 1s 1] regulatic 
want list next time you contact your jobber. UIE avo. osohovo oo osc, 4-9 4.96 ie only on 
Packed one set in a box and made by the San Francisco ............ eas «3S i133 re rubber 
world’s largest manufacturers of casters... Colorado—Denver ............... +19 +1] +95 foam pr 
THE BASSICK COMPANY, Bridgeport 2, Conn. Illinois—Chicago .............. +7 +1] — 3 clodie sn 
Division of Stewart-Warner Corporation. Indiana—Indianapolis ........... +32 +26 0 aie al 
Canadian Division: Stewart-Warner-Alemite Kentucky—Louisville ............ +13 +2] -14 " ah 
Corporation, Led. Belleville, Ont. ue Vous ll aay ay a rary 
Michigan—Detroit ............... +32 +10 — 4 cent for 
The “Diamond-Arrow’s” Missouri—St. Louis .............. — 7 1. 6 i - 
Smoother Action New York—Buffalo .............- ~ 3 -14 7s 
Brings profitable New York Coeesreccccccccccsecs 4+- 5 +20) — 5 and tru 
Cust tisfacti Ohio—Youngstown ............ -30 +4] —1] ments @ 
SS Oregon—Portland ............... + 3 +16 0 ae 
X Pennsylvania—Philadelphia ...... +1] + 9 4 
Ee eae bison + 8 — 1] type and 
Washington—Seattle ............ +1] +19 a producti 
Bassi Wisconsin—Milwaukee ........ +32 +46 —17 sent aba 
Compiled by Bureau of the Census, U. S. Department of Commerce yr sumptior 
Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now ee 
limited to cities and other local areas, because appropriations available for the next fiscal consump 
... MAKING CASTERS DO MORE year are not sufficient to develop and maintain valid data on a state-by-state basis. ber in tl 
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duction of gypsum board and lath was 
three -per cent above June and the 
largest in the history of the industry. 
Lath production in July, was also an all 
time high, and now represents about 
45 per cent of total gypsum board out- 
put. 

Cast Iron Pressure Pipe—June ship- 
ments were 9 per cent below those in 
May, but 47 per cent above shipments 
in June, 1946. Total shipments for the 
six months of 1947 were 517,301 tons, 
an increase of 41 per cent over the same 
period in 1946, 

Steel windows—The supply of all 
types of metal residential windows is 
improving, and supply and demand are 
approaching a balance. 

Nails—Production of nails declined 
from 71,236 tons in May to 64,438 tons 
in June. Small dealers’ and distribu- 
tors’ supplies are still tight, and ship- 
ments, although much improved, are 
still spotty. 

Heating Equipment June produc- 
tion of cast iron radiation decreased 10 
per cent from May. Production in the 
first half of this year increased 78 per 
cent over the same period in 1946. 

Asphalt Roofing Materials — June 
shipments of prepared roofing, siding 
materials and felts were two per cent 
less than in May, 1947, but 15 per cent 
above shipments in June, 1946. Total 
shipments for the first six months of 
this year increased 21 per cent over the 
corresponding period of 1946. 

* * * 


Rubber regulations eased— 

The U. S. Commerce Department for- 
mally announced on Sept. 5 that regula- 
tions requiring rubber manufacturers 
to use synthetic rubber in the produc- 
tion of about 30,000 items will be dis- 
continued. Present specifications on 
the proportion of synthetic and natural 
rubber used in tires and tubes will re- 
main unchanged. These provide for use 
of 23 to 95 per cent natural rubber in 
tires, depending upon size. The new 
regulations will leave use limitations 
only on tires, tubes and certain natural 
rubber latex items, including latex 
foam products. Items to be freed in- 
clude such things as sport goods, foot- 
wear and wire and cable insulation. 
The amount of natural rubber autho- 
rized for use in tires ranges from 23 per 
cent for those of 600-16 size and smaller, 
up to as much as 95 per cent in bus 
and truck tires. Remaining require- 
ments are filled with synthetic rubber 
-tires using a Jarge part of the GR-S 
type and tubes making most of the butyl 
production. Currently, synthetics repre- 
sent about 42 per cent of rubber con- 
sumption. There was record-breaking 
consumption of all types of crude rub- 
ber in the first half of 1947, exceeding 
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Display Board .. . B-10 


Open End Wrenches and Water Pump Plier 15° Long Box Wrenches 


ly WLCHEK BOARDS 


Promote Sales, Save Time 


These handsome, plywood boards (12” x 24”) are hung on the 
wall or placed on counter or shelf where customers can easily 
remove and inspect the different items. Sturdy hooks hold tools 
securely. Labels show number and price (inserted by retailer). 
Each board is a merchandiser—self-servicing—saving valuable 
time—building sales. Full details on request! 


THE VLCHEK TOOL COMPANY ¢ 3001 East 87 St., Cleveland 4, Ohio 


Display Board... B-11 Display Boord .. 8-13 
Combination Wrenches 


Teppet, Box, and Auto Wrenches 
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TY-MASTER 
TIE RACKS 
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y 
e es 3 
ZB The New FOLDING 
g Ty-Master (#300). 
Precision-made of 
serge Dural metal; fits any closet door; 
olds 58 ties neatly ia place—all visible and 
instantly accessible. Mechanically perfect, su- 
perbly attractive, it will retail profitably at 
$2.98. Pat. applied for, 


is] 


Sa 


#165 





*Revolving Wood & Metal Double Ty-Master. 
Handsomely chtome-plated crossbar, nickel- 
plated arms and supports, smartly contrasted 
walnut-finished hardwood hubs. 30 sturdy sup- 
rts hold 60 ties easily, neatly, conveniently. 

0 retail at $2.50. Single Unit #161, same con- 
struction, $1.39. A Double Unit, All Chrome 
“Lifetime Model” #200 retails at 
$3.98, and a Single All Chrome 
Unit $100 retails for about $1.98. 


*U. §. Des. Patent 
No, 143,348 


_ Manufactured by 


Y-MASTER CORP. 





Philip Pestyner, Pres. 
230 FIFTH AVE., N. Y. 1 


‘SMOOTH, COLORFUL 


G 
TUMBLERS 





A MACK MOLDED prize- 
winner .. . tile-smooth plas- 
tic water tumblers in sev- 
eral rich colors. 


These plastic tumblers are differ- 
ent—have a series of decorative, 
reinforcing ridges molded right into 
the walls. Tumblers are full 8 oz. 
size, Packed 10 tumblers to dis- 
play box—one dozen display boxes 
to shipping carton. ° 


MACK MOLDING C0. 


INCORPORATED 
142 MAIN ST., WAYNE, NEW JERSEY 


by 15.74 per cent the amount consumed 
in the corresponding period last year, 
the Rubber Manufacturers’ Association 
says. Full-year crude rubber con- 
sumption in 1946, 1,039,000 long tons, 


established an all-time high, and com- 
pared with an average annual consump- 
tion of less than 500,000 tons for the 
len years preceding the war. 

> a oo 


“Off-standard” goods cleared 
out—Retail dealers do not blush any- 
more when asked about inferior mer- 
chandise. Their “substitute” goods are 
now fairly well cleared out, although 
inconspicuous shelves in most 
still hold 
used to say were “just as good as 
think what 
cleared can be handled satisfactorily. 


some 


stores items the salesmen 


Dealers remains to be 
In fact, rather than being distressed 


with low-quality merchandise, some 
may soon find themselves without goods 
on hand because of their anxiety to cut 
stocks One 


manufacturers’ representative said such 


even at reduced prices. 
a situation may exist in the toy field, 
where some stores have rid themselves 
of large quantities, and may not be able 
to take 
business. 


care of their own Christmas 


The 


provement was accomplished soonest in 


post-war quality im- 


textiles, where stores began to rid 
themselves of war-quality merchandise 
early. On the other hand, many lines 
of furniture, kitchen utensils and other 
“hard goods” items began to improve 
only three to four months ago, and some 
retailers reluctant to mark down old 
stocks still have some war-finished items. 
Apparently small independent dealers 
the 


clearing out poor quality merchandise. 


have lagged behind chains in 
One hardware wholesaler put it thus: 
“The independent is a very stubborn 
fellow. When he buys in quantity at 
$8 a dozen no matter what the actual 
worth is, he’s going to get his $1.0 price 
on each item come what may.” In 
hardware store lines, kitchen and house- 
hold wares are probably still the most 
spotty, he said. Hand tools, garden im- 
plements, builders’ supplies have im- 
proved in quality and paints are about 
up to pre-war standard. Athletic goods 
continue to be a touchy subject because 
any items not moved out in season must 
buck the competition of the following 
year’s models, 
* * * 


Ready money—Cash receipts 
of United States farmers totaled almost 
$12.000,000,000 in the first half of 1947 

an increase of approximately 25 per 
cent over the first six months of 1946, 
the Bureau of Agricultural Economies 
reports. Sale of livestock and livestock 
products provided $7,900,000,000 of this 
income, with crop receipts accounting 
for $3,800,000,000. 


products, 


Dairy 











poultry and eggs were the sources of 
the remainder. 
* * * 

Corn estimates down again 
Gloomy predictions for a short corn 
crop again were borne out by the De- 
partment of Agriculture in the latest 
crop report as of Sept. 1, with a reduc- 
tion of 33,000,000 bushels since mid- 
August and a cut of 256,000,000 bushels 
The prediction placed 
the expected yield at 2,403,913,000 
bushels, the lowest since 1936, and it 
further recorded a 19,000,000-bushel de- 
cline (to 1,408,602,000 bushels) in the 
The present crop 
expect 


since Aug. 1. 


record wheat crop. 


outlook means consumers may 
high meat prices to continue or climb 
further, while other agricultural prod- 
linked to corn be affected 
also. Crop experts said that one-third 
of 1947’s small corn crop still stands in 
danger of being caught by frost. If 
there is a large amount of frosted corn, 
production of meat, poultry, and dairy 
products will suffer even more. When 
the report was released Sept. 10, grain 
prices on the Chicago Board of Trade 
zoomed to new levels. September corn 
hit an all-time high of $2.63% a bushel 
and September oats went to a record of 
$1.231%4 a bushel. Wheat the 
(daily) limit, with December wheat go- 
ing at $2.84 a bushel. 
* td * 


ucts will 


rose 


Other crop indications—From 
a general point of view, the report esti- 
of all crops 
five-year 


mated total production 
about average for the past 
period, 121 per cent of the 1923- 32 
base “and only five index points below 
the record set last year.” Record crops 
of wheat, rice, pears and grapes, with 
relatively heavy production of flaxseed, 
soybeans, buckwheat, tobacco, peanuts, 
sugar beets, peaches, citrus and truck 
crops are mentioned. Yields of hay, 
oats, beans, pears, sugarcane and apples 
are seen above average. Barley, rye 
and cotton prospects are above 1946, 
but well below average, and grain sorg- 


hums, potatoes, sweet potatoes and 
broomcorn are below last year. 
* * * 
The cotton forecast—The De- 


partment of Agriculture estimates this 
year’s cotton crop, on the basis of Sept. 
1 conditions, at 11,849,000 bales, up 3,- 
200,000 from last year’s small yield. 
Despite the rise, the crop is expected 
to fall 550,000 bales short of the 10 year 
(1936-45) average. The Department’s 
crop reporting board attributed part of 
the increase to more favorable growing 
weather in the the 
Mississippi river. These conditions were 
said to have offset the drought and 
high temperatures that prevailed in the 
western half of the cotton belt. In Mis- 
sissippi alone, better weather in August 
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ts Gaby when you Know the answere! 


“In fact, you have to know the answers if you want to sell That’s why the most successful salesmen are stressing prod- 
appliances today! Customers are growing choosy, asking uct features. When demonstrating the popular Manning- 
questions, secking specific information before they buy...” Bowman Smokeless Table Broiler, for example... 





© 
Show what it does: “Table-broils ZI, Point out: “Griil has two heats é Mention, too: “Easy-to-clean cook 
, steaks, fish, chops, practically yy 800 watts, for broiling; 300 watt , ing plate has drip well to catch 


without smoke, odors. The hinge 
holds cover open when desired? 
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for simmering, keeping food warm. juices. Grill is chrome plated with 


Use it upside down as a hot plate. handsome wood handles?’ 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 
taakers of M-B quality Toasters, Percolators, Broilers, lrons, Automatic Grills, and Waffle Bakers. 


THE LINE THAT'S ALWAYS IN DEMAND 


Welcome 


to PLYMOUTH “P-3!” 


GREAT NECK STEPS 
FORWARD AGAIN 
with “P-3” —embody- 
ing an ALL-NEW DE- 
SIGN, a brand new 
principle in wood cut- 
ting compass saws! 
Handsome handles are 
of virtually break-proof 
plastic, with full-size 
pistol grip. Handle con- 
struction strengthened 
for durability, with 2 
nickel-plated screws. 
Blades are of service- 
wise high carbon elec- 
tric hearth spring steel, 
finished with mirror 
polish. Saw teeth pre- 
cision-set by new ex- 
clusive Great Neck 
process. Master carpen- 
ters will say “Wel- 
come!” to “P-3,” and 
so will everyone else! 


the PLYMOUTH P-3 
Packed 2 doz. 
per metal-edge box 


xt Sure Seller! 


Retails at $1.00 each 


Refills Available Sep- 
arately—No.9 Handles 
(All New!) fit stand- 
ard American compass 
or keyhole blades. No. 
P-12 Blades fit stand- 
ard compass or keyhole 
saw handles, 


See Your Jobber for Details. 








increased production prospects by 100,- 
000 bales. Texas, on the other hand, re- 
ported dry, hot weather caused the 
state’s prospects to decline by 50.000 
bales in August. 


* * ” 


Gas sales in July—Total sales 
of gas utility companies to ultimate 
consumers in July were 1,945,809,000 
therms, an increase of 8.2 per cent over 
the comparable month last year, the 
American Gas Association reported re- 
cently. The association’s index of total 
gas sales on July 31, 1947, stood at 
198.8 per cent of the 1935-39 average. 
For the 12-month period ending July 
31, 1947, total sales of gas were 28.,- 
331,526,000 therms or an increase of 
10.4 per cent over a year ago. For sta- 
tistical purposes a therm is approxi- 
mately equivalent to 190 cubic feet of 
manufactured gas, 120 cubic feet of 
mixed gas, or 95 cubic feet of natural 


gas. ¢e¢°e 


Stove production forecast 
In a recent statement Carl M. Schaffer. 
assistant to the mangaging director of 
the Institute of Cooking & Heating Ap- 
pliance Manufacturers declared that 
stove manufacturers are currently pro- 
ducing to the best of their ability but 
still must allocate gas and electric 
ranges. During the first six months of 
1947, Mr. Schaffer said, electric ranges 
were turned out at the rate of 78,843 
units monthly or a gain of 70.18 per 
cent over the pre-war average of 46,329. 
Gas range production for the first six 
months was at an average rate of 186.- 
566 monthly, a gain of 14.14 per cent 
over the pre-war rate of 163,274 units 
monthly. Production rate of liquid fuel 
ranges is up 12.71 per cent to 128,959 
units monthly as compared with the 
pre-war rate of 114,414. 
* * * 


Incomes’ — Personal incomes 
soarded in July to a new record rate of 
197 billion dollars per year. The U. S. 
Commerce Department, reporting the 
increase, said the rate was 2 billions 
over that in June and 20 billion ahead 
of last year. June established the 
previous peak. If the rate keeps up for 
11 more months of the new fiscal year, 
such an increase ordinarily would boost 
government revenues more than 11% 
billions. But officials feel that continu- 
ance of the July level cannot be 
counted “in the bag.” Also, because of 
a time lag in tax collections, the in- 
crease is not reflected immediately in 
higher tax receipts. Higher farm in- 
comes, increased wages and _ salaries, 
and payment of state bonuses to vete- 
rans were responsible for the July in- 
crease in personal income. Wages and 
salaries, the greatest single item of 
personal income, were at an annual rate 


of 12114 billion dollars during July 
Net income of farm, business, and realty 
owners was the second largest, at an 
annual rate of 48 billion 200 millions. 
In the first seven months of 1947, per- 
sonal income was at an annual rate of 
$192,200,000,000, or 12 per cent above 
that of the first seven months of last 
year. a . 

Farmers’ income vs. outgo— 
The Department of Agriculture reports 
that the American farmer is taking in 
more money than ever before. Trends 
so far in 1947 indicate the year may 
bring the highest annual earnings in 
history, despite mounting production 
costs. The Department estimated total 
farm cash receipts in the first eight 
months of 1947 at $17,400,000,000—a 21 
per cent gain from the same period of 
1946, a record year. But the higher in- 
come is not all clear gain for the farmer, 
the report added. His operating costs 
are continuing to increase. In 1946, the 
expenses of operating a farm went up 
9 per cent. No estimate was made for 
1947 expenses. Farmer income sky- 
rocketed this year because of continued 
unprecedented demands for his wares- 
meats and dairy products in particular. 
There is another side to the picture. The 
Department’s index of prices paid by 
farmers in the month ended Aug. 15 
reached a new all-time peak of 235 per 
cent of the 1910-14 average, while the 
index of prices received by farmers re- 
mained steady. Soaring feed prices and 
a substantial rise in farm living costs 
caused a 4-point index rise over July 15, 
the Bureau of Agricultural Economics 
reports. This was 16 per cent over the 
index on Aug. 15 a year ago. 

a x * 

Washers and ironers — Fac- 
tory sales of standard-size household 
washers in July totaled 281.826 units, 
compared to 314,705 in June and 166,- 
559 in July, 1946, according to the 
American Washer and Ironer Manufac- 
turers’ Association. Sales of portable 
washers, with a capacity of three pounds 
or less, being reported for the first time. 
amounted to 36,471 units, compared to 
34.316 in June. Ironers sold in July 
totaled 41,911, compared to 52,025 in 
June and 7646 in July, 1946. 


* * * 


Furniture buying improves— 
A reversal in consumer buying psychol- 
ogy—from caution in the face of high 
prices to aggressive purchasing—is be- 
ing felt in the furniture industry ac- 
cording to Seidman & Seidman, statis- 
ticians. According to a recent study, 
the industry in July, 1947, nearly 
doubled its dollar bookings compared 
with July, 1946, and experienced an in- 
crease of 83 per cent from the preced- 
ing month. July shipments were 13 per 
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BLOW TORCHES ond FIRE POTS 


Into the making of C&L Blow Torches and 
Fire Pots goes over 50 years’ experience in build- 


4 ing superior heat tools. Rugged construction assures 
; long life. Skilled workmanship and expert engineering 
y guarantee the most-up-to-the-minute blow torches and 


fire pots money can buy. C&L will continue to bring you 
top quality heat tools second to none in dependability and 
smooth performance. At leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY + LOUISVILLE 10, KENTUCKY 














FASTER TURNOVER 
and PRE-WAR PRICES mean 


BIGGER PROFITS 


from 


CONGRESS DRIVES 


When you feature Congress Pul- 

leys you have a stock of 50 pul- 

leys in the 27 most popular sizes. 

A special inventory card and 

AA container diagram enables you 
to reorder as you sell. 





The plan works! Dealers tell us 





it enables them to have the 
proper sizes on hand all the 
‘ time, keep stock well balanced 
without money tied up in slow 
moving numbers. Your original 
investment of only $15.00 brings 
you merchandise you sell for 
$26.40 — and $11.40 profit on 
$15.00 is O.K. with most of the 
boys! Get full details at once. 


ASK YOUR JOBBER—OR 
WRITE FOR INFORMATION 








© Congress Drives are na- 
tionally advertised — na- 
tionally known fo be of 
the highest quality. The 3- 
color display above fies 
in your store with our na- 
tional advertising program. 
Display it prominently. 





CONGRESS °° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 
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THE FIRST 
LINE OF 
ALL=METAL 
HAMMERS 
GIVES YOU 


SOMETHING 





FLY OFF THE 
HANDLE /* 
* 
























The HONHART all-metal ham 
mer is safer, stronger and mors 
durable than wood handle types 
This is proved by thousands « 

M4 our hammers in daily use 

High quality alloy steel heads. Pert 
sakeaoud Finished in rust-resistin 

Nite Black. The kind of tool a real « 

man takes pride in owning Vinaed 
Tinners, Riveters and Ball Pein hammers 


also available in a variety of weights 


DISTRIBUTORS & DEALERS —Wrrite tor information OF th 
line to Atlas Welding Accessories Co., 707 E. Lewiston Avenue 
Ferndale 20, Michigan 







































Here's what users say about Kennadrills: 
“Drilled 100 holes in cement in 2 hours.”’ 
“50 holes in glazed tile at 40 seconds per 
hole.” “35 seconds to drill hole 1’ deep 
in limestone.” Reports like this indicate 
that Kennadrills are drilling masonry 
faster than it's ever been done before. 
Try them now—in any, standard rotary electric 


drill. Sizes available: M4 1426 Me, 
46", 3%4", 4",1",1%' Vit’ “and 14 : 


Distributors Wanted 
KENNAMETAL Duc., cLaTRoseE, 


KENNADRILLS 


DRILL MASONRY FASTER, CHEAPER, EASIER 
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“IRON-ON” 
RUG BINDING 





































Lie 


is a FAST SELLER 
is sold NATION WIDE 


@ Adhesive backing of highest 
quality imported gums 

@ Quality proven by over 7 
years selling by the leading 
HARDWARE STORES 
FURNITURE STORES 
DEPT. AND VARIETY STORES 


@ Made in a range of 20 colors 


Also used extensively as a heavy 
dutv mending tape for articles of 
most every description 


a 50 
No. 1000 12 Gross Yards 


Regular 114” Width 
RETAILS AT 15c A YARD 
INSTRUCTION SHEETS 
| COLOR CARDS DISPLAY CARDS 
| NEWSPAPER MATS 


CHROMIUM DISPLAY CASE 
WITH ORIGINAL ORDER 











<4 


\Aaeds hatte Aoskad 


: HE A Weed ite Hi fiiid 


eg 


Contains one 36 yard roll each of 
the following colors: 


BLACK « TAUPE +» MEDIUM BROWN 
MEDIUM RED + DARK GREEN 
DARK BLUE « DARK BROWN « DARK RED 
TOTAL 2 TOTAL 


GROSS YARDS $25°° cost 


Binding Shipped F.0.B., W.Y., Display Case F.0.B., Cincinnati, Ohie 


GILMAN B. SMITH CO., INC. 


915 Broadway—at 21st St., New York 10, N. Y. 
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cent above the July, 1946, figure, but in 
terms of units of furniture, it is prob- 
able that shipments were less in July 
than a year ago, in view of the rise in 
prices since. Shipments for the first 
seven months of the year were 30 per 
cent ahead of the similar period last 
year. Unfilled orders at the end of July 
were 24 per cent above those for the 
end of June, and 14 per cent above July, 
1946, and represented two and one-half 
months’ shipments at current operating 
levels. 
7 ” ” 

Home costs rise sharply — A 
September survey, in the Chicago area, 
reveals that rising material prices, some 
of which have advanced 30 per cent 
since July 1, have added as much as 
$1,000 to the construction cost of an 
average five room house in the last 
several months. Among materials on 
which prices have been substantially 
increased in recent weeks are. lumber, 
millwork, plumbing fixtures and equip- 
ment, and electrical supplies. Another 
major cost factor has been a continua- 
tion of the practice among contractors 
of bidding for the short supply of 
plasterers. Local building sources said 
millwork prices have risen about 100 
per cent in a year and a half. An in- 
crease in the price of common brick 
was announced, to $20 a thousand, a 
rise of $1.50. Brick sold for $12.50 a 
thousand in 1940. Leading plumbing 
contractors said that the retail cost of 
cast iron bath tubs and enameled iron 
lavatory fixtures has been increased 10 
per cent since July 1. An increase of 
5% per cent was made recently for steel 
kitchen cabinets and sinks. Some Chi- 
cago contractors said that recently they 
have had to pay a 300 per cent higher 
price for plumbing materials such as 
iron pipe. The rise in steel prices was 
held responsible for a new rise in prices 
of conduit for ,electrical wiring and 
hardware, and it was said that steel 
tubing for wiring has risen about 10 
per cent since August 1. 


Heavy building makes gain 

Heavy engineering construction 
volume throughout the United States in 
1947 to date is now above the figure 
for the corresponding 1946 period for 
the first time since the week ended 
July 3, says the Engineering News- 
Record. Total engineering construc- 
tion for the latest 37 weeks totaled 
$3,880,592,000, or 0.6 per cent above the 
total for the same weeks of last year. 
Private construction so far in 1947 is 7 
per cent below the total for the same 37 
weeks of last year, but public construc- 
tion shows a 13 per cent increase. For 
the week ended Sept. 11 alone, engi- 
neering construction volume was 19 per 





cent above the preceding week and 70 
per cent above the corresponding week 


of last year. ~~ 


Géneral Motors reports — 
Plants of General Motors Corporation 
in the United States and Canada pro- 
duced 143,827 cars and trucks in Au- 
gust, 4533 more units than in July. 
In both months, shutdowns caused by a 
shortage of flat rolled steel kept output 
below expectations, it was said. The 
August output included 112,870 pas- 
senger cars and 30,957 trucks. How far 
short car output still is compared to 
late pre-war, is shown in the fact that 
G. M. output in the first eight months 
of 1947 totaled 1,205,050 cars and 
trucks. While this compared startlingly 
with the 527,550 units made in the 
corresponding period of 1946, it com- 
pared just as remarkably with the pro- 
duction of 1,755,855 units, in the first 
eight months of 1941. 


* « * 


“Harvester” sets record — 
International Harvester Co. sales set a 
more-than-$200,000,000 quarterly record 
in the period ended July 31, up 41.75 
per cent from the similar period of last 
year. This high level of production 
was maintained despite the shortage of 
sheet steel. Officials warned, however, 
that Harvester will be affected by re- 
cent increases in materials prices, as to 
fourth quarter operations. These higher 
materials prices are “a matter of major 
concern,” to the company, they said. 


* * *8 


Department store sales lag 
Department store sales, have 
shown a steadily decreasing rate of in- 
crease in recent weeks from compara- 
ble year-ago weeks, narrowed to an even 
keel in the week ended Sept. 6, says 
the Federal Reserve Board. It reported 
“no change” for the week from the mark 
of the week ended September 7, 1946. 
For the four weeks ended September 6, 
department store sales were off 3 per 
cent from the same period in 1946, 


which 


* * om 


Chain and mail-order show- 
ings—Chain store and mail-order sales 
totaled $1,912,000,000 in July, com- 
pared with $1,599,000,000 in July a 
year ago, says the U. S. Commerce De- 
partment, thus continuing the high level 
which has prevailed since the first of 
the year. All major trades excepting 
drugs shared in the chain store sales 
increase over 1946. There was a slight 
gain made by auto accessory. stores. 
Building materials increased 50 per 
cent, and chain grocery store sales were 
up 40 per cent. Stocks of building ma- 
terials dealers were double their value 
of a year ago and those of auto acces- 
sory stores, hardware, apparel and food 
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dealers in many areas for Ford 


Better Product: 
Cleanér, smoke- 
less, spark-free—Ford Camping e 





lasts. And they're of uni- 


STRIBUTORS! 


Complete your line with this 


FUEL OF A HUNDRED USES! 


Sales territories now open to distributors and 


Charcoal Briquets—the modernized wood char- 
coal in concentrated form, for more intense heat. 


ow you — | This is HARVEST Time 
nics». Barbecues © | for HOPPE Profits 


nics * Barbecues « 


Charcoal Briquets burn  ¢aurants ¢ Clubs ¢ Dining 


 o—- Th er on Cars ¢ Refrigerated Rail With trap, skeet and target shooting in full swing 
even heat that lasts and 294 Truck Lines * Foun- and the big fall game season just a few short 


dries ¢ Metal Refineries 


. Tinsmiths e¢ Packin | 
a. Free from waste piouses © Tobacco eam 4 need of cleaning and rust protection. So don’t be 
a backward in coming forward with 
= Good Mark-Up: Steady Sales: Not 
; fie ental mark-up ’ seasonal. Profits HOPPE'S NO. 9 SOLVENT 
ee eee HOPPE'S GUN CLEANING PATCHES 
HOPPE'S LUBRICATING OIL 
Add Ford Charcoal Briquets to your line. Prices now HOPPE'S GUN GREASE—AND 
reduced approximately 10%! Write, wire or phone: HOPPE’S GUN CLEANING PACKS 
FORD MOTOR COMPANY 
a Products Department Every shooter needs these gun protectors and 
DEARBORN, MICHIGAN every jobber sells them. So be prepared. If your 


HEAT-PACKED 


CHARCOAL BRI Q UETS 2314A NORTH 8th ST., PHILADELPHIA 33, PA. 

















HOPPE'S | 


UBRICATIN¢ | 
LUBRICATING 











Heat-Packed 





Hotels « Res- 


weeks away millions of guns now stand in daily 





supply is low get your order to your jobber now 


FRANK A. HOPPE, INC. 



































Make your own signs quickly — 
expertly — cheaply! The kind of 
professional signs you'll be proud 
to have in your store...signs that 
make displays more attractive... 
build sales! 


This ingenious sign set is used — 
and praised — by busy retailers all 
over the country! “No more missing 


CWRICO) 


SIGN-MAKE 








MAKER. Everything you need for neat, 
attractive, profit-making signs. Sign- 
Maker alphabet and number guides, 





patented WRICO brush-pen, india ink, 
easy-to-follow instructions. Attractively 
packaged in handy hinge-cover box. 


Wouldn't you like to take advantage of sudden opportunities for 
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Complete, easy-to-use WRICO SIGN- S 


chromium-plated steel guide-holder, $ 20 


' 
promotions? Wouldn't you like crisp, clean, inexpensive signs ; ADDRESS 
whenever you need them? Then send today for your WRICO ' crry STATE 
SIGN-MAKER! It you're not fully satisfied, money refunded. Use : Pie 
this coupon and get set for money-making signs. MCD RRS EHO nen eNeoNe dict aiaticn 















the boat because I can't get a 
sign made!” says Detroit dealer. 
“Now I can afford to use more 
displays!” reports Oklahoma 
retailer. “So easy — my young- 
ster often helps!’ enthuses busy 
New Yorker. 


Wood-Regan Instrument Co. 
Nutley, N. J. 


Please rush postpaid, complete, easy-to- 
use WRICO SIGN-MAKER. We are enclos- 
ing [] check [] money order for $6.20. If 
not entirely satisfied. we will return same 
within 10 days for refund. 





















COMPLETE 








VAPO-MIST 
LAWN SPRINKLER 


Breaks up water into super-fine mist, like 

warm rain, most stimulating to plant growth. ° 
Made of cast aluminum painted green. Fits 

standard 5%” hose connection. No moving 

parts to get out of order. Ample water chan- 

nel prevents deposit forming. 





Contact your jobber, or write direct 


J 0 MANUFACTURING COMPANY 


8442 Otis Street, South Gate, California 











HERE AT LAST 


For Immediate Delivery 


ALUMINUM CAKE PAN 
AND MOULD 





Made of 24 Gauge Aluminum in decorative 


Design. 
Size 10°° x 32"' with tube 412°" long. 
c . 2 qt. 8.00 doz. 


Aluminum Cake Pan and Mould 
Scalloped Design—Less Tube 
Size 10°° x 32"*—C 24: .—6.00 dz. 
Stze 9°" sah —Comelty Wve b pear dz, 


ORDER TODAY 


LURIE HARDWARE CO. INC. 


552 W. Lake Street 
Chicago 6, Illinois 


WHOLESALE ONLY 














stores increased from 25 per cent to 50 
per cent in value. 
— 7 * 

Electric facilities expanding 
—An all-time record for new connec- 
tions of eleetricity was set during the 12 
months ending June 30. In the first six 
months of 1947, the electric industry 
added 1,102,000 new customers to power 
lines, of which 929,000 were urban and 
rural residential users, according to the 
Edison Electric Institute. This is an 
average of 183,000 new customers a 
month and exceeds by 9,000 the monthly 
average for the record breaking year of 
1946. At the same time, the amount of 
electricity used for household purposes 
also set a new high, an indication that 
the availability of home electric appli- 
ances has shown marked improvement. 
A survey through the country shows 
that for the 22 moaths from VJ-Day 
until the end of June, 3,545,000 cus- 
tomers have been added to power lines. 
Approximately 75 per cent of new resi- 
dential customers are in rural areas. 
The United States as a whole showed 
an increase of nearly 6 per cent in new 
connections, with the South continuing 
to show the greatest gain. 
s + - 


“Round and round”—A mil- 
lion railroad workers have been 
awarded a uniform wage increase of 
15% cents an hour. These employees, 
members of the railroad non-operating 
unions, were given the increase by a 
six-man arbitration board, of which the 
two railroad members refused to con- 
cur. This wage boost will add $438,- 
340,000 to the annual railroad payroll 
on the basis of present employment. It 
may also set a precedent for pending 
demands by the operating unions. In 
addition to wage raises, these unions 
are demanding some 4 rules changes 
which, if granted, would add an esti- 
mated $1,000,009,000 to railroad costs. 
The 15% cent increase was the third in 
less than two years. The others were a 
16-cent raise, awarded by another arbi- 
tration board, and the 2% cent increase 
involved in the termination of the Whit- 
ney-Johnston strike—a total of 34 cents 
an hour. 

. * e 

Highest pay in history—The 
Commerce Department’s Bureau of 
Labor Statistics says the average fac- 
tory worker made more money in June 
than during any other month in his- 
tory. Hourly wage increases won by 
most labor unions earlier this year 
showed up in full on June paychecks, 
raising the average weekly wage to 
$49.37—an increase of about $1.00 over 
May. The average worker was at his 
job 40.3 hours a week in June, and his 
average hourly wage was almost $1.23. 
Average wages in the “durable” manu- 










































Colorful die-cut display ties in 
with paint sales and tells how 
Jiffy paints screens 10 times 
faster than brush. Covers 
screens better, yet never clogs 
mesh, 


Approved by werld leading Paint Manufacturers and —_ i. 
potted ae Shee tilt it? ) 
JIFFY ROLLER APPLICATOR 4 
Especial! gi d for 
water thinned paint. Makes 
anyone an expert painter. 
FREE — colorful dealer 
helps bring quick profits. 
Consumer advertising is 


creating volume demand.,. 
ORDER FROM JOBSER OR WRITE DIRECT. 


A. B. CARLSON & COMPANY 


Auhena 3, ILLINOIS 
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NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 


U. S. POULTRY NETTING 


STRAITLOK — HEXLO 


Awl 


INDIANA 








STECL & WIRE CO. 


MUNCIE , INDIANA 
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CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
Established 1876..... Factory at Camillus, N. Y. 








NOW AVAILABLE! 


ROLLER DERBY SKATE CO. 
4533 Payne Ave., Cleveland 3 





RAIN- "RINGS YOUR CASH REGISTER py 


With the Improved Victor Rain-Gage 


PROVED BY POPULAR DEMAND 
NEARLY 10,000 SALES TO SATISFIED CUSTOMERS 


Farmers, gardners, business men, stu- 
dents, Scouts and hobbyists all want the 
Victor Rain-Gage. Attractively boxed. 
Complete with 11 year record book. 
Nationally advertised. Makes ideal gift. 
Be ready for Christmas. Order now! 

DISTRIBUTORS, JOBBERS 

AGENTS AND DEALERS 

A Fast Seller at $2.85 Retail 
Write for Discounts and Details 


VICTOR RAIN-GAGE CO. & 


AIRPORT BR. DEPT. H - WICHITA, KAN. NX , 





















SEND FOR COMPLETE 
INFORMATION 







GEPHART MFG. CO. 


1020 West Adams St., Chicago 7, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 








You 
MILLARD'S ADJUSTABLE * 
F AT LAST! 
‘Diamond, | rand st tn 
> Fall Season 


— )) net Gianyar 


Casting or Trolling. 


Complete unit es shown, mounted 
six on attractive counter display. As- 
8 





tax y-* 2%-10 days; net 30 days, FOB 
Binghamton, N. Y. Minimum order 1 dozen. Im- 
mediate delivery. 


Bennett Millard Fishing Tackle, Inc. 


130 Washington Street BINGHAMTON 10, N. Y. 


“DOUBLE 


ee 


iF EATU R E 

























<@ 

re . Deck Moore Push-Pins and Push-Less Hangers 
#6: and profit by having the answer to every pin-up 
¢, *, and hang-up need, National advertising builds 
° consumer demand for these two famous Moore 
products—assuring you volume sales and sotis- 
fied customers. Ask your jobber, 


o: Use Moore Marking Tacks 
2 = for showing prices on display boerds 


MOORE PUSH-PIN COMPANY, Since 1900 
113-25 Berkley Street © Philadelphia 44, Pennsylvania 
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STATESMAN 


NYLON 


BAIT CASTING LINE 


Smoother... stronger ... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 

Ask your Jobb 


OREM. 


LINE COMPANY, Inc. S 
The Line of Champions 
NORWICH, N.Y. — 























CLOSE OUT SALE 


FAMOUS, NATIONALLY ADVERTISED 


GAS SPACE HEATERS 


For Natural, Manufactured and L.P. (Bottled) Gas 


SACRIFICE LESS THAN DISTRIBUTOR COST 


Overstock due to gas utility restriction caused 
by gas shortage in this section. 

List $52.50—24,000 B.T.U. Vented...... $24.00 

List $22.50—24,000 B.T.U. Unvented. ...$12.00 

Sh Summ in 100 lots. Thermostats and safety pilots available. 


accepted subject to withdrawal when overstock is reduced. 
Circular or sample on request. 


KEMP EQUIPMENT C0., 53 Mt. Hope Ave., Rochester 7, N.Y. 
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A HUNDRED FARM USES MAKE 









oY 


~~ 
~~. 


oe rt 
MINMEAPOLIS, MINN. 


533 South Fourth St. © 











MAKE YOUR STORE HEADQUARTERS 
FOR HOME REPAIR WITH 


Vther Vdloe 
(ada 


DOUBLE X - SAVABRUSH - WAXOFF 
SCHALK’S CRACK FILLER 
SCHALK'S WOOD PUTTY 

PETER PUTTER’S PLASTER PENCIL 


MADE BY SCHALK CHEMICAL COMPANY 
FACTORIES, LOS ANGELES AND CHICAGO 











Year - Round Sales 


BURNS * THAWS * DISINFECTS 


Farmers, gardeners, poultrymen, plumbers 
find the Cedarberg Flame Thrower indispens- 
able. Just the thing for burning weeds along 
fencerows; killing insects and destroying 
their breeding places; disinfecting poultry 
yards and runways; thawing out frozen ma- 
chinery. Operates for 2% hours or more on 
a gallon of kerosene, No. 1 range oil, or 
tractor fuel. Consider the advantages of the 
all-welded steel construction . . . self-con- 


nozzle generator—an advance- 
qttt Y 82%” length . . . weighs 8% 

Ibs. 

ers monthly. Ask for Kterature. 


tained unit (no hose connections) . . . light 
weight, one hand operated . . , non-plug ring 
ment over the usual coil type. 
Designed for maximum safety. 
ae 
$. . . + « Petails at $17.95. 
- Advertised to 2% million farm- 
MFG. CO., Inc. 
Minneapolis 15, Minn. 








facturing industries, including iron, 
steel, most machinery, and automobiles, 
increased almost 7 cents an hour, be- 
tween March and June. The average 
worker in these industries earned $52.95 
for a 40.6 hour week in June. A shorter 
work week held average wages down 


7 


during June in most of the “non-dur. 
able” industries. 


* * . 


Retailing in July — Dollar 
sales of retail stores in July were $8, 


(Continued on page 202) 
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Patterns Show What Shotgun to Use 


HAT type of shotgun barrel 

you should use depends upon 
the range at which you normally 
shoot the game you plan to take. A 
cylinder bored barrel will throw the 
most efficient pattern at closer 
ranges and a full choke barrel is 
most suitable for long ranges. 

The relative efficiency of various 
degrees of choke is apparent from 
the following table, based on West- 
ern Cartridge Co., East Alton, IIL, 
ballistic standards, which shows the 
average percentage of shot pellets 
which will strike within a 30-in. 
circle when fired from a distance of 
40 yards. 

Judging by this table, it is ob- 
vious that a cylinder bore gun won’t 
be very effective at 40 yards, and 
that for long range shooting the 
70 per cent performance of the full 
choke at 40 yards is preferred. 


Approzvimate 

Also Per 

Type of Barrel Known As Cent 
BR | ere eer 70 
Improved Modified..% Choke.. 60 
ae % Choke... 55 
No. 2 0 ES Orr 50 
Improved Cylinder ..%4 Choke 40 
}. ar 35 
PE GOD 66s viverctceestes 30 


As a guide to shooters who have 
not yet patterned their shotguns, 
Western Cartridge has released the 
accompanying three patterns as 
typical of the performance of cyl- 
inder bore, modified and full choke 
at the ranges at which they are cus- 
tomarily used. 

In testing a gun’s patterning 
ability, at least 10 and preferably 
more patterns should be fired with 
each barrel. 

The following patterns were fired 
with Western 12-gage Super Trap 
load 3-1-144-8, loaded with Western’s 
Smokeless Ball Powder. 

A 25-yd. pattern fired by a cyl- 
inder bore, produced 337 pellets or 
70 per cent in a 30-in. circle. 

A 35-yd. pattern fired from a 
modified choke bore, produced 332 
pellets or 69 per cent in a 30-in. 
circle. 

A 40-yd. pattern from a full choke 
bore, produced 352 pellets or 73 per 
cent in a 30-in. circle. 
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VA 


A 25-yard pattern fired by a Cylin- 
der Bore, shows 337 No. 8 pellets or 
70 per cent in a 30-inch circle. 





A 35-yard pattern fired from a Mod- 

ified Ghoke Bore, shows 332 No. 8 

pellets or 69 per cent in a 30-inch 
circle. 





A 40-yard pattern from a Full Choke 
Bore, shows 352 No. 8 Pellets or 73 
per cent in a 30-inch circle. 
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BALL BEARING 


SAW MANDRELS 


These “QUALITY” saw mandrels are designed and constructed 
of the finest materials available and can be used in the factory, 
in the garage, on the farm, as well as in the home work shop. 


INA 


MAJESTIC TOOLS 


a4 — 


These ‘BALL 
BEARING” saw 
mandrels are 
good for high 
speed, heavy 
loads, shock loads 

and power transmission. é 
Made of one piece grey iron cast housing double sealed BALL 
BEARINGS designed to exclude dirt and retain the lubricant. 
Comes in sizes 2", ¥%", %" saw bore. 


ALUMINUM PLASTERING HAWKS 

OUR ALUMINUM hawks are made 
of 12 gauge hard rolled aluminum 
plate, light weight, highly polish- 
ed, very strong, will not rust, will 
not warp. Size 13” x 13”. 

THESE HAWKS are equipped with 
a special constructed flange and 
inserted brass bushing which pre- 
vents rusting and locking of bolt. 
Fastened with four rivets countersunk flush on both sides of 
hawk and scored surface. 

Handle made of very fine grade of soft maple, sanded and 
tapered. Has sponge rubber callous preventer. Packed 6 to a box. 








No. 20 A. H. 


Write for descriptive literature of our entire line 


Majestic Tool Mfg. Co. 


120 N. JEFFERSON STREET CHICAGO 6, ILL., U.S.A. 




















Just Squeeze 


—IT SQUIRTS! 


“Fastest selling oiler we 
ever stocked!" say dealers 
by. hundreds. 

Thousands want this im- 
proved !/4-pt. pump oiler. 
So handy, clean. Precision 
built pump discharges oil 
from any position with light 
touch. Natural hand grip 
gives easy, accurate con- 
trol. Ideal for light oil where 
small amounts are required 
about the auto, garage, mo- 
chine shop, farm and home. 


SUTTON. LAINSON © 


Finished in pale gold lac- 
Hastings + NE, 


quer—makes eye-catching dis- 
play. 
Order from your Jobber or write us direct. 


DUTTON-LAINSON Co., Mfg. Div., Dept. B-9, Hastings, Nebr. 
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Kit with inter- 
// changeable 
attachments. 











Faithful 
ince 





WM.SCHOLLHORN CO., 109 Chapel St., NewHaven9, Conn. 


Leathercrafter 
















This is the season when 
home workshops begin 
to teem with activity. 
And BERNARD leather 
working tools belong 
on every bench. To the 
leathercraft hobbyist 
they’re indispensable. 


"* STOCK—DISPLAY—SUGGEST 


Get your share of this 
great market with 
BERNARD belt punches 
and leathercraft kits—the 
American standard for 
years. Remember, the 
quality line pays off! 








This Entirely New 


HAND DRILL 


qT 


eh 


Oxwall 
idea to 


INDIVIDUALLY 





NS NEW PROFITS 
FOR YOU 















brings a _ revolutionary 


Hand Drills: "Fully en- 


closed mechanism", Result: Pre- 
vents finger nicks . 
mechanism from dirt, dust, wood 
chips. Its sheer beauty of design 


- protects 


makes this drill an out- 
standing tool. 






TOOL CO. we. 


928 BROADWAY «+ 


NEW YORK 10, N. Y. 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 














NOW AVAILABLE! 


| NAILS 

| |. STAPLES 

- WIRE CLOTH 

- POULTRY 
NETTING 

- FARM FENCE 

- WINDOW 
SCREEN 


WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 


VALENTINE EQUIPMENT CO. 


561 WASHINGTON BLYO., CHICAGO, ILL. 
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How's the Hardware 
‘ Business? 
(Continued from page 200) 


525,000,000, about 11 per cent above 
those of July last year, the Commerce 
Department reports. In the first six 
months such sales were 16 per cent 
above those of the corresponding 1946 
period. It was recalled that owing to a 
short lapse in price controls after June 
30 last year, prices rose quite sharply, 
thus accounting for the smaller percent- 
age of gain shown in July this year, com- 
pared with the 1946 month. July sales 
of non-durable goods stores, seven per 
cent above the July, 1946, level, were 
slightly below those of June this year. 
Durable goods stores’ sales, 28 per cent 
above those of July last year, advanced 
only fractionally from June. 


* * * 


Some recent reports — Both 
August and seven-month sales of Mont- 
gomery Ward & Co. set new records. 
The company reported August sales of 
$97,333,752, an increase of 6 per cent 
from Aug., 1946. For the last seven 
months, sales were up 19.5 per cent 
from the same period last year. Sales 
of Sears, Roebuck & Co. during August 
totaled $157,404,627, a gain of 11.7 per 


cent over the $140,946,297 reported a _ 


year earlier. For the last 
months, sales passed the billion dollar 
mark, the total of $1,067,055,953 top- 
ping the 1946 period by 22.8 per cent. 
The Sears totals set records for the 
respective periods. Other mass mer- 
chandisers reporting fared less favorably, 
under a combination of unseasonably 
hot August weather and consumer re- 
sistance to rising prices. Allowing for 
higher current price levels by compari- 
son with 1946, the physical volume of 
merchandise movéd during the month 
was probably well below that of a year 
ago with all companies. Butler Bros. 
wholesale division reported that con- 
solidated August sales of the big 
Chicago company were down 32.6 per 
cent. Sales of F. W. Woolworth Co. 
in August decreased 2.9 per cent, while 
the total for eight months topped the 
1946 period by 3.8 per cent. Also in 
the variety field, W. T. Grant Co. re- 
ported a 5.4 per cent drop in August, 
from a year ago, but for the year 
to date, there was a small (18 per 
cent) gain. The latest Federal Re- 
serve report shows that U. S. depart- 
ment store sales declined 2 per cent 
and 4 per cent, respectively, in the 
week and four weeks ended Aug. 30, 
from comparable 1946 periods. Only 
two of the 12 Reserve districts could 
show gains for the latest week. 
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COOKIE PRESS and 










ADJUSTABLE 


CAKE DECORATOR ROAST RACK 








NA your jobber or 
write direct for catalog 








| DECORATORS FINISHES 


||| FLAT*SEMI-GLOSS: ENAMEL 
THE SPAR-TEX CORPORATION 


220 EAST 134th. ST. NEW YORK 51, N.Y. 
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THE CALF-TERIA CO., 521 W. Berry, Ft. Wayne 1, Ind 


Dealers! New CALF-TERIA NIP- 
PLE PAIL, sells on sight to calf 
raisers. Endorsed by colleges, 
feed companies, top dairy- 
men. Immediate dely. 
Write for SAMPLE PAIL. 
full details. Dept. 7. 


ASELLS ON SIGHT! 











WE HAVE IN STOCK 
FOR IMMEDIATE DELIVERY 


COPPER TUBING—all sizes from '/g-3%40D 
WATER HEATERS, ASBESTOS WICKS 
BRASS FITTINGS—Flare Type 

BRASS FITTINGS—Compression Type 
COPPER COILS FOR OIL BURNERS 
RANGE OIL BURNERS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Hartford, Conn. 








HYDRAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Il. 
Better, Safer Jacks Since 1899 
































BUY 
UNITED STATES 
SAVINGS BONDS 
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CASH IN 
on Repeat Sales! 


SUPERIOR 
FAUCET INSERTS 


Superiors stop leaks:..make 
old faucets better than new! 


Placed on display, they sell them- 
selves, and—your real profits 
come from steady, repeat sales. 
Once your customer buys a 
Superior...he’ll be back for more. 


P@P-3003 


Superiors fit 957% of all faucets 


PROVIDE 

@ NEW THREADS 

@ NEW SEAT 

@ NEW STEM 

@ NEW TYPE FLOATING 
COMPRESSION SHUT-OFF 


mS 

















SUPERIOR VALVE MFG. CO. 
3301 Mayflower Road «+ Cleveland, Ohio 
Write for Bulletin 3002 


Sold by leading jobbers 
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BEALL 


SPRING WASHERS 


Keep bolted assemblies 
4 permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” and exer? 
tightening pressure over a long range. 
They compensate for ALL causes of looseness 





induding vibration, bolt stretch, rust and break- 
down of finish under the nut and bolt head. 

IN STOCK in all Standard Sizes; made 
of Carbon Steel, Stainless Steel, Everdur 
and Duronze. 


Available in Bulk and Packages thru 
Hardware Jobbers 


BEALL TOOL DIV. (Hubbard & Co.) 


150 Shamrock St. EAST ALTON, ILL. 


ASK YOUR JOBBER 
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WHEN YOU'RE ASKED THIS QUESTION? 


When a customer wants to know how to repair rusted and rotted out 
spots in auto bodies, fill holes, cracks, dents and scratches in METAL 
as well as wood, you have the perfect answer in Swiss Formulae 
PLASTIC METAL. Just bring out the 50c size can. In addition to a 
big profit on each can, you'll make extra profits on vy knives, 
tools, files, sandpaper, paint brushes, paints and 
enamels because. . . 






Swiss PLASTIC METAL is ready to apply with a 
putty knife. It dries in minutes—stays put for keeps. 
PLASTIC METAL can be drilled, tapped, reamed, 
filed and sanded to a smooth, feather edge and then fF 
painted or enameled. Swiss PLASTIC METAL is @ie, 
easy to use and anyone can do a "“good-as-new" x 
job. Does not contain wood—will not absorb moisture. 





Send for a trial order of Swiss PLASTIC METAL now. 


SS LABORATORY 


1533-35 Hamilton Ave., Cleveland 15, Ohio 






















MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithograpked Tubes 


30 outstanding colors, 
triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 








— 


of our volume production and modern equipment. 
A beautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


Shetticld Zrovezge 


PAINT CORPORATION 
CLEVELAND 6, OHIO 



























DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-lron « Steel 


Drop-Forged ¢ Heat Treafed * 2 Sizes 
Durbin-Boomer F-1—2 swivels, 34, % or 44” chain 
Durbin-Boomer F-2—2 swivels, 1%, 12 or 44” chain 

Malleable Iron ¢ Heat Treated * 5 Sizes 
MIDGET No. 1—1 swivel, 4” chain 
DELTA No. 1—1 swivel, % or 34’ chain 
DIXIE No, 1—2 swivels, 1% or 4” chain 
LONE STAR 1—2 swivels, 4%, 14 or % “chain 
LONE STAR 2—2 swivels, %, 44 or 54” chain 






se WIRE STRETCHERS 
DY STEEL CONSTRUCTION 





No. 3—3 Pulleys, plain bearings, 34’ rope 


No. 33—3 Pulleys, roller bearings, 3%" rope 
No. 4—4 Pulleys, plain bearings, 3%” rope 
No. 44—4 Pulleys, roller bearings, %4" rope 
No. 88—4 Pulleys, roller bearings, 14’ rope 


ALL-STEEL ROLLER BEARING HOISTS 
































No. Fl ~ — Construction 
12 yy’ 2000 6 lbs. | Drop Forged Hook 
13 %’ 1000 | 2% lbs. | Malleable Hook 
Shipped with or without rope. 
| Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Louis 5, Mo. 











LIGHT WEIGHT PRECISION BUILT 


ULTIMOTOR 


2.4 H.P. 4 Cycle Gasoline Engine 
Governor Controlled—Geared Oil Pump 
6-1 Speed — if Desired 

. ‘or 
Saws, Pumps, Hoists, Sprayers, Conveyors, 
Compressors, Lawn Mowers, Garden Tractors, 
Generating Plants & Many Other Uses 


Manufactured By 


UEBELHOER BROTHERS, INC. 


848 Kensington Ave. @ Buffalo 15, New York 


Exclusive Territory Open for Distributors 














OLR, 


FOR DETAILS ON THESE TWO 
QUICK MOVING PRODUCTS! 


| EASY TO USE! 
EASY TO SELL! 


EXCELLENT PROFITS FOR DEALERS! 

%e READY PATCH is a ready- 
mixed composition for spacht- 
ling, patching and crack fill- 
ing. M & H BRUSH CLEANER 
soaks paint brushes clean... 
washes out with water. 


aa 
“OH 


M & H LABORATORIES 
2705 Archer Avenue, Chicago 8, Illinois 
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Non-Staining Synthetic 
Rubber Announced 
For First Time 


HREE improvements in syn- 

thetic rubber were described 
before the American Chemical 
Society meeting recently in New 
York by John C. Madigan, United 
States Rubber Co., New York City. 

One of these improvements, an- 
nounced for the first time, is a 
new method of making synthetic 
rubber non-staining, according to 
the speaker, who is on the staff of 
the company’s synthetic rubber 
development department. 

He explained that the non- 
staining feature is achieved by 
using a new rubber stabilizer, or 
preservative which does not cause 
white rubber to darken on ex- 
posure to sunlight, and which does 
not stain white or light colored 
surfaces with which it come in 
contact. It is also non-odor-pro- 
ducing. Rubber made with this 
preservative can be used in lamp 
cords, refrigerator door gaskets, 
automobile window seals, white 
sidewall tires and similar products. 


Low Water-Absorption 


About a 65 per cent reduction 
in the amount of water absorbed 
by GR-S synthetic rubber has also 
been achieved, principally by elim- 
inating the use of salt in its manu- 
facture, Mr. Madigan continued. 
He said low water absorption is 
very important when rubber is 
used in wire covering, since the 
less moisture in the covering, the 
better its insulating properties. 

The third improvement de- 
scribed by the speaker is a method 
of improving the appearance and 
production efficiency of a number 
of synthetic rubber products. He 
explained that rubber is produced 
softer and easier to handle in the 
factory by use of just a “dash” 
(about one-half of one per cent) 
of a special chemical known as a 
cross-linking agent. 

Use of the softer type of rubber, 
mixed as desired with regular 
GR-S, helps speed up production 
of rubber covered wire; improves 
the surface finish of boots, shoes, 
bathing caps and the like; causes 
less tearing and smoother and 
better molding in forming tire 
sidewalls. 





78 types te cover ali price ranges—ali parts 
avaliable. Complete fine of "AMERICAN" 
lacandescen? lamps—our own product at best 
factory discounts. 

JOBBERS—send for catalog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 





|| DECORATORS FINISHES 


||| FLAT» SEMI-GLOSS* ENAMEL 


THE SPAR-TEX CORPORATION 
220 EAST 134th. ST. NEW YORK51,N.Y. 














"BIG s" 


HARDWOOD 
POKER TABLES 

Stationary and Folding 

—with Chairs to Match 


Matehed Metal Bridge Sets—Wood and Metal Folding 
Seating Chairs, Upholstered Chairs 
Prompt Shipmente—Write for Literature and Prices. 


HARRY M. WOLFE, 666 Lake Shore Drive 
Chicage 11, Illinois 





















If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together — and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New Yerk City 
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GLASS 
CUTTERS 


There are no substitutes for quality- 
stock and sel! genuine RED DEVIL tools. 


Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 






woopD 
SCRAPER 


WARM MORNING COAL HEATERS 


OUTSELL ALL OTHERS! 





Four Popular Models Available 


ee 


20 Warehouses to Serve You = Distributed Wholesale by 


STOVE DIVISION 


Southern Coal Company, Inc. 


asin $ Largest Distributor of The Genuine Warm Morning Coal Heater 
ATLANTA « BIRMINGHAM ¢ CHARLOTTE + CHICAGO « DALLAS « FT. SMITH 
KANSAS CITY » KNOXVILLE ¢ LOUISVILLE « NASHVILLE » NEW ORLEANS 
OMAHA « ST. LOUIS 
GENERAL OFFICES: MEMPHIS |, TENNESSEE 


MODEL 
524-B 


MODEL 
520-8 


MODEL 
420-A 


J 











ELECTRIC — 


GLAZIERS 
POINTS 





















BRING HIGH QUALITY 
TO THE LOW PRICE FIELD 
LeBus Type “A” 


forged of alloy and carbon steels, fully heat- 
treated, fully guaranteed and they have the de- 


Load Binders are drop 


pendable LeBus forged ‘“‘ball-and-socket’’ 
swivel that cannot bind or deform .. . yet, 
they retail at prices that will appeal to 


farmers, light industrial haulers and others who 
demand quality ef low esst. Stock them for 
additional sales . . . greater profits. 

Also available are Type 
“C’’ and Type “‘L’’ Lead 


Binders for heavier ser- 
vices. Complete informa- 
tion furnished upon re- 
quest. 





SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS 


P. O. BOX 2352 LONGVIEW, TEXAS 


























28 ot __ ae 6 Glasses 
developed to the 
combined with careful 
Sand's Levels have set the world's 
standard for 51 years. 


Nos. 24, 

HROUGH Factory-Built-In-Accuracy, 
highest degree of perfection, 
inspection, 





SANDS LEVEL sT00L Co. 


DETROIT 13, MICHIGAN 


863! GRATIOT AVE., 








H NOW AVAILABLE ... AMERICA'S : 
: FASTEST SELLING POWER TOOL } 


_ AMERICA'S LOWEST PRICED 


BAND SAW 


CONTAINS ENGINEERING FEATURES 
FOUND ONLY IN HIGHEST PRICED 










MACHINES. practical, modern design; new only 
improved model. es. yg 
operation. Cuts to center of arge 
py 2%” thick. Genuine “‘Oilite’’ $76-95 
bearings; adjustable ball-bearing blade 
guide. Upper wheel blade-tension ad- LIST 
justment; safe, fully enclosed mechanism. 
Thoroughly proved construction, ruggedly de- Write Dept. 
signed with sturdy laminated plywood. Stands 105 for com- 
24” overall. As illustrated—blade included. plete infor- 
__ Immediate delivery! Nationally advertised! — a 
counts. 


1933 0! St 
SERRO MFG. co. St Louis 3. ae 





The ACTION Display-Way to Boost Sales! 
TURNS THREE 
TIMES A MINUTE 


oto'Sho 


Ro ELECTRIC ide 4 


A ROTO-SHO revolving 
display in your window will 
attract many times more cus- 
tomers than any “‘still’’ dis- 
play. . . . And ROTO-SHO 
quickly pays for itself in in- 
creased business. Attractive 
build-up fixtures available toe. 
Your wholesaler can probably 
supply you for immediate de- 
livery. Why not write us 
TODAY fer our complete new 
catalog! 





© Comes complete with 18" table 
© Carries up to 200 Ibs. 

© Sturdy, all steel construction 

¢ For 110 Volts A.C. 

GENERAL DIE AND STAMPING CO., 264-Y Mot? $?., New York 12 











8 OZ. 
GIANT 


9 OZ. 
TOPPER 


6 OZ. 
MIDGET 





a, 
HOSE ee” PRECISION 








NOZZLES MACHINED 


Deerless INDUSTRIES 


£141 MILITARY DETROIT 10, MICHIGAN 














* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 











SEPTEMBER 25, 1947 





* MARSHALLTOWN, IOWA 






























The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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with COX 
Clothesline Reels 


rT 











e Retails at less than 50¢ 

e Quick sales to women 

e All-welded construction 

e Green enamel finish 

e Red, wood handles 

e Another Cox development 


DANDY PROFITS 


Write direct to Cox 
for bulletin A92 


Cox METAL PRODUCTS CO 


3014 W. Hopkins $t, Milwaukee 10, Wis, 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 26-28, 1948, at 
the Hotel Sherman, Chicago. E. G. Lin- 
quist, vice-president and secretary of 
the Ace Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, is in charge of the 
convention and exhibit. 


Albany Sportsmen’s and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 
borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 


Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
Nn. %, 


Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 


Canadian National Sportsmen’s 
Show, March 13-21, 1948, at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. ‘ 


California Retail Hardware Assn., 
annual convention, Feb. 17-19, 1948, at 
the Western Merchandise Auditorium, 
San Francisco, Calif. LeRoy Smith is 
manager-treasurer with headquarters at 
the Western Merchandise Mart, Suite 
262, 1355 Market St., San Francisco 3. 


Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southport, 
Conn., is secretary. 


Crafts and Hobby Shows, Inter- 
national Hobby, Crafts and Science, 
Show, Nov. 1-8, 1947, at the Interna- 
tional Amphitheatre, Chicago, IIl., and 
National Hobby, Crafts & Science 
Show, Exposition Hall, Madison Square 
Garden, New York City, Nov. 23-30, 
1947. Complete information from Camp- 








bell-Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass., and 139 
E. 47th St., New York City. 


Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


Illinois Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 
managing director. 


Intermountain Association, annual 
convention Nov. 3-4, 1947, at the Hotel 
Utah, Salt Lake City, Utah. Leon L. 
Weeks, Chamber of Commerce Bldg., 
Boise, Idaho, is secretary. P 


Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention head- 
quarters, exhibit held in Coliseum 
Building. Philip R. Jacobson, Mason 
City, Iowa, secretary. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 
secretary. 


Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-27, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
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AMERICA’S BEST CAitomatic Elottnic -. WATER HEATERS 








@ 


fe \SGallon 


















: ~ UT OF fo : iE: 7 “HU 
@) SEIDELT wns 
4 —_ 
= 


2 More and more dealers in more and more American cities are 
showing and selling America’s best automatic electric water 
heaters... the famous SEIDELHUBER line from out of the West! 
With seven profitable models now in production and more 
coming, the SEIDELHUBER line of automatic electric water 
heaters is backed by national advertising and dealer helps! 





TELESCOPING 
ADJUSTABLE 


WARDRO- BAR 


PATENT PENDING 
® Chromium or Nickel Plated Bars of 7/8 Diameter 
@ Spongy Rubber Caps that Leave No Marks 
Available in Two Sizes: 
@ 24 inch length that opens to 42 inches 
@ 42 inch length that opens to 72 inches 


It took ROP-LOC to think of and make this wonder clothes closet bar— 
perfectly permanent... yet easily moved. Easily installed —two steel 
tubes are used, one telescoping into the other. Self locking — easily 
tightened by turning the bar as the threaded end takes up the slack. 




















AUTOMATICALLY LOCKS 
- 

INSERT BETWEEN 

WALLS WHERE DESIRED 













Also: This same type bar is available as a shower curtain bar in 42 inch 
closed length that opens up to 72 inches — and 47 inch closed length 
that opens up to 84 inches. 


Write TODAY for full particulars on this and other ROP-LOC Items to... 


ALBERT TAUB and COMPANY 


1375 EUCLID AVE. ° CLEVELAND 14, OHIO 





Wh 
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TURN ROD TO MAKE 
BAR PERFECTLY RIGID 
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HEATERS 
by NEWMAN 


FOR 
NATURAL 
OR 
BOTTLED 


GAS 


MADE IN 3 SIZES—FROM 8,000 TO 
30,000 B.T.U. INPUT. 


STANDARD BROWN CRINKLE FINISH 
BUT TWO SMALLER SIZES ARE AVAIL- 
ABLE IN WHITE BAKED ENAMEL FIN- 
ISH. 


MADE OF HEAVY GAUGE STEEL, 
RIGIDLY CONSTRUCTED. APPROVED 
BURNER AND VALVE. 

PROMPT SHIPMENT 
WRITE FOR CATALOG AND PRICES 


VISIT OUR EXHIBIT AT 
NATIONAL HARDWARE SHOW 


NEWMAN MFG. & SALES CO. INC. 
KANSAS CITY (2), MO., U.S.A. 





























































ALL 
3 SIZES 


4, 8, and 12-cup models! 


Order from your jobber 


































torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows: Oct. 
31, 1947, at the Netherland Plaza Hotel, 
Cincinnati, Ohio; November (date to 
be announced) at Newark, N. J.; Jan. 
8, 1948, at the Edgewater Gulf Hotel, 
Biloxi, Miss.; Jan. 14, 1948, at the 
Copley-Plaza Hotel, Boston, Mass., and 
March 23, 1948, at the Palmer House, 
Chicago. 


Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th, Minneapolis 4, 
Minn., manager. 


Missouri Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St. Louis, Mo. Louis C. Kreh, 1189 
Acade Bldg., 812 Olive St., St. Louis, 
Mo., secretary. 


Montana Hardware and Implement 
Assn. annual convention and exhibit, 
Oct. 23-25, 1947, at the Hotel Finlen, 
Butte. C. M. Wall, Helena, is secretary- 
treasurer and Norman O. Blevins is 
manager, with offices in Helena, Mont.; 
mail address, P. O. Box 216. 


Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 


is executive secretary of the association. 


National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948, at the Olympic Hotel, Seat- 
tle, Wash., Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind. 


managing director. 


National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central] Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 








National Wholesale Hardware 
Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd semi- 
convention of the American 
Association. 


annual 
Hardware Manufacturers 
Convention headquarters will be the 
Marlborough-Blenheim Hotel, Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 


Nebraska Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium, C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln, Neb., secretary. 


New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg., Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 


New England Hardware Dealers 
Assn. annual convention and exhibit, 
Feb. 24-26, 1948, at the Hotel Statler, 
Boston. Russell Mueller, 185 Dartmouth 
St., Boston 16, secretary. 


New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, ai 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass. 


New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 

North Coast Retail Hardware Asso- 
ciation, ‘annual convention, Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., is secre- 
tary. 


North Dakota Retail Hardware As- 
sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 
Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre- : 
tary. 


Ohio Hardware Assn., annual con- 
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Good Products Behind a Good Name 


Every item bearing the Jackson name has been time-tested for 
ruggedness, stamina and all-round suitability for the purpose 
intended. Jackson Dealers can cash in on this complete line with 
its universal recognition and acceptance for performance and 
economy, because they have everything needed to build a profit- 
able business. 

Let us give you the name of the nearest Jackson Whol 


JACKSON MANUFACTURING co. 
HARRISBURG, PA. 
Est. 1876 





























| SPRING HINGES 


“TRIPLEX” SPRING BUTT-HINGES 


Streamlined “Triplex double and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation in keeping with the 
most modern designs in builders 
hardware. They are as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- 
nental air fleets. 

Careful designing has created 

these proven features: 

@ Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 

@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 

@ No open joint where spring 
barrel continues as the web. 
This avoids exposing springs 
to moisture. 


Spring Hinges of Quality 


Chicagos Spring Ninge Co. 


CHICA 





Double Acting 
Type BUT2063 


Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance. 

















U.S.A. NEW YORK 
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FOR GREATER SALES —for faster 
profit—sell a complete line of hose 
equipment. Snap-Tite's ‘everything 
for the hose’ now includes swivel 
ball-bearing Couplers, the new Twin 
Connector, 'Y' Clamp and 4-speed 
Nozzle with shut-off. All Snap-Tite 
products snap on and off so easily. 
Precision made of brass for long life 
and trouble-free use. Leak-kink-rust 
and fool-proof. Snap-Tite 
means sprinkling ease for 
lawn, shrubs and trees. 
\ Order today—it's a snappy 
\ seller. 










































‘Machines for Cutting 
| Crimping 
and 






Beading 


STOVE PIPE 
FURNACE PIPE 
FLAT SHEET METAL 










FOR EASIER, FASTER WORK 


DEALERS! 
HIGH EXTREME 
QUALITY PRODUCTS LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. co. 


\ 1225. 8th ST. LOUISVILLE 2, KY. ys 
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Canva-Lastic 
MAKES CANVAS LAST 
WATER-PROOFS 


Awnings 
Binder Canvas 
Tents 
Tarpaulins 
Canoes 
Automobile 
Tops 
Stack Covers, 
Fly Nets, Horse 
Covers, Work 
Jackets, Overalls, Rope, Porch and 

Yard Furniture, Venetian Blinds. 
STOPS MILDEW, WARPING AND 
CHECKING 
Helps keep canvas from shrinking 
Makes them Soft and Pliable 
DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 

Dipping. 














Dries in 2 to 3 hours 


Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 


Manufactured by 


NEATSLENE €0., OMAHA 8, NEBR. 


ROY W. SHEPARD, “SHEP” 








BUILDERS’ HARBWARE 


SINCE 1849 


MADE RIGHT 
PRICED RIGHT 


a= 


cIrwHC Us 





Padlock and Hardware Co. 
LANCASTER, PA. 


SAF 
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vention and exhibit, Feb. 3-6, 1948, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio. John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Munic- 
ipal Auditorium. R. K. Thomas, 711 


| Wright Building, Oklahoma City 2, 
| Okla., secretary. 


Pacific Northwest Mardware and 
Implement Association, annual conven- 
tion, Oct. 27-28, 1947, at the Daven- 


| port Hotel, Spokane, Wash.; Oct. 30- 


31, 1947, at the Multnomah Hotel, Port- 
land, Ore. J. B. Channing, 615 Empire 
State Bldg., Spokane, Wash., secretary. 
Panhandle Hardware & Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., is secretary-treasurer. 
Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 


| at Convention Hall, Philadelphia, Pa. 


W. Glenn Pearce, 400 N. Broad St., 
Philadelphia, Pa., is managing director. 

Rochester Sportsmen’s and Boat 
Show, March 27-April 4, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

South Dakota Retail Hardware 
Assn., annual convention and exhibit, 


| March 16-18, 1948, at the Sioux Falls, 


|S. D., Coliseum. 


Convention head- 
quarters at the Hotel Cataract. Earl 


| Erlandson, Cottonwood, S. D., secre- 





tary. 

Sportsmen’s Shows, Detroit, Nov. 
29-Dec. 7, 1947; Boston, Jan. 31-Feb. 8, 
1948; New York, Feb. 14-22, 1948; Al- 
bany, N. Y., Feb. 28-March 7, 1948; 
Toronto, March 13-20, 1948; Rochester, 
N. Y., March 27-April 4, 1948; Buffalo, 
April 17-25, 1948. Complete informa- 
tion available from Campbell-Fairbanks 
Expositions, Inc., Park Square Bldg., 
Boston, Mass., and 139 E. 47th St., 
New York City. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Building, Louis- 


| ville 2, Ky., secretary. 


Virginia Retail Hardware Assn., an- 
nual convention and exhibit, March 22- 
24, 1948, at Roanoke, Va. Meetings at 
Hotel Roanoke; exhibit at City Audi- 
torium. G. T. Omohundro, Jr., Scotts- 
ville, Va., is secretary of the associa- 
tion. 

Western Retail Implement and 
Hardware Association, annual conven- 


tion and exhibit, Jan. 20-22, 1948, at 


| Municipal Auditorium, Kansas City, 


Mo. Hardware and farm equipment 


- forums will be held Jan. 19 at 8:00 


p. m. Frank H. Spink, 322 Scarritt 















Building, Kansas City 6, Mo., secretary- 
treasurer. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 





Correct Answers to 


Test Your Hardware Sense 
(Questions on page 134) 

1—Answer—6% Ibs. of nails given 
away, retail value 624% cents. Shrinkage 
6.2 per cent of total value of nails 

2—Answer. Approximate heat loss is 
12,130 B.t.u. per hour. Details will be 
given those interested in them if they 
write HARDWARE AGE. 

3—Answer—Average day’s credit 53; 
accounts turned 3.4 times. 

4—Answer—Equal to 35 per cent ap- 
proximately, off list. 

5—Answer—Three gallons needed for 
the job. 


Scandinavia Looks 
To U. S. Market 
A. HOGSTEN, vice president of 


«» General Steel Warehouse Co., 
Chicago, upon his return from a 
Scandinavian buying trip reports, 
“The Swedish manufacturers are 
anxious to maintain their sales re- 
lations with U. S. importers for the 
long term market.” 

The Gensco Tool Division imports 
Bushman saws, blades, knives and 
chisels from Sweden and a line of 
hunting knives from Finland. Mr. 
Hogsten secured assurances of con- 
tinual deliveries throughout the next 
year. He also secured the promise 
of pruning saws as an addition to 
their present line. 

All foreign trade with Sweden 
and Finland is controlled by import 
and export licenses. However, both 
countries desire American dollars 
to buy American equipment and 
thus are anxious to sell to the 
United States, according to Mr. 
Hogsten. 

“Finnish industry is doing a mag- 
nificent job of meeting their repara- 
tions while at the same time they 
are fighting inflation. Food supplies 
are very meager, but there has been 
some improvement over last year,” 
Mr. Hogsten said. 

On the other hand, Sweden is be- 
coming more self-sufficient through 
increasing industrialization. Some 
time ago the Swedish government 
lowered the value of the dollar so 
that they could buy more American 
machines with fewer dollars, but 
this has resulted in some Swedish 
products being priced completely 
out of the U. S. market. 





HARDWARE AGE 
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TT N LA Me 
OF PLUMBING, HEATING AND 
OIL BURNER SPECIALTIES 








Tubular Traps Stop & Wastes 

Cast Traps Deck Faucets 
Ballcocks Basin Faucets 

Boiler Stands Sink Faucets 

Pipe Joint Cement Oil Burner Wicking 
Ridgid Tools Oil Burner Valves 
Shower Heads Pipe Fittings 

Steam Gauges Pipe Nipples 
Petcocks Compression Fittings 
Water Gauges Oil Drum Faucets 


Floor & Ceiling Plates Oil Bottle Caps 
Fusible Boiler Plugs Oil Bottle Handles 
Minneapolis-Honeywell Controls 


HUNDREDS OF OTHER KINDRED PRODUCTS READY 
FOR IMMEDIATE DELIVERY 
TO SERVE YOU BETTER WE NOW OPERATE AN ELECTRICAL 
DIVISION, STOCKING MANY ITEMS SUCH AS SOCKETS, 
SWITCHES, PLUGS, ETC. 
WRITE FOR CATALOG AND PRICE LIST 


INSIST ON “DANDEE" 


PLUMBING PRODUCTS Co. 


145 N. Washington St Boston 14, Mass 














Sell Fast with Fast-Selling 
Carteo AlL-STEEL House Wares 
HUMIDIFIERS For All Radiators 


hh ht, 
ALL-STEEL VENTILATORS 


Order Carlco fast-selling housewares 


CARLISLE CO. siwarcs. ns. 





SEPTEMBER 25, 1947 














ANNOUNCING 


The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


HYDRANT 


















Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 














Profite 





Yes! Here's a standard stock item 
that sells like hot-cakes! Sturdy, 
rustless aluminum; folds compactly 
for storage in six foot space ... or 
opens to give your customer 160 
feet of drying space. Complete 


LIFETIME 
USE! 






Sone OF with strong, sash-weight cord and 
$15.45 steel ground box. Weight...a 
MEDIUM SIZE, mere 12 pounds! Stock on hand 
110-FOOT SPACE permits immediate delivery for 
$12.95 immediate orders. Write for de- 





tails today. 


Botco MANUFACTURING DIVISION 


THE BALTIMORE OCEAN TRANSPORT CO. 


| 618 GARRETT BUILDING © BALTIMORE 2, MARYLAND 
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Business Opportunities 
Representatives Wanted, etc. 


Each additional word......... 
Positions Wanted 

(Special Rate) set solid, maximum, 

Each additional word......... 


Allow Seven Words for Keyed Address 
or Your Address 








Help Wanted, Accounts Wanted 


Set solid, maximum, 50 words....... $5. 


PE ciciedccever eed eenesees $2. 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
4 Advertising. 


0 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not ecwrrency or stamps. 


S les of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















| Help Wanted 


Help Wanted | 


(Sales Representatives Wanted | 





HARDWARE 
ING, SHIPPING, STOCK AND 
CLERKS for old established St. Louis retail hard- 
ware store. Permanent, good salary, advancement. 
State age, experience, etc. Address Box L-466, 


care of Harpware Ace, 100 East 42nd St., New | 


York 17, N. Y. 


SALESMEN, ALSO RECEIV. | 
DISPLAY | | 


| 
| 
| 





PURCHASING AGENT 


MUST BE EXPERIENCED IN HARDWARE, 
|| TOOLS, HOUSEWARES, ELECTRICAL MER- 
| | CHANDISE, ETC. TO ASSUME FULL CHARGE 
| | OF ALL BUYING FOR YOUNG, PROGRESSIVE 











SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
1) experienced in sales 
ugh industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York 
oceasionally ; (4) willing “a 
“work up” to a major executive post. 
Salary open. Write fully about your 
ba Enclose photo. Inter- 
view in New, York, expenses paid. 


Address Bex 1-253, care of MARDWARE AGE 
100 Gast 42nd St., New York 17, N. Y. 


MAN WHOSE PRESENT CONNECTIONS HIN- 
DER HIS PROGRESS. UNLIMITED OPPOR- 
TUNITY FOR A MAN WILLING TO ASSUME 
| | RESPONSIBILITY AND WORK. PROPOSITION 
| WILL STAND THOROUGH INVESTIGATION. 


| EASTERN JOBBER. WE PREFER A YOUNGER 
| 


LOCATED IN THE EAST. 
Reply with full particulars to 


Box L-436, eare HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














‘(Sales Representatives Wanted | 


| SALESMEN NOW CALLING ON PAINT 
AND HARDWARE TRADE to sell Popular 
| Line of Paint and Household Brushes on 10% 
commission. Many territories open. Give de- 
tails. Craftsman Brush Co., 12 Waverly Place, 
New York 3, N. Y 








SALESMAN . . NOW CALLING ON 
HARDWARE, AUTOMOTIVE, AGRICUL- 
TURAL TRADE to represent leading manufac- 


turer of trailer hitches and couplers. Commission 
basis, protected territory. For details write Mar- 
keting Associates, 904 Lapeer, Saginaw, Mich. 

















Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc- 
tion material wants man to advise cus- 
temers on applications—not take orders— 
working in with 


Michigan and 

headquarters preferably in Detroit area. 
Salary to be commensurate with experi- 
ence, 

Requirements: Varied knowledge of metal- 
working production gained by plant work 
or selling; ability to travel extensively 
m home. Write in detail about 
background. Interview arranged at New 
York headquarters; expenses paid. 


. Address Box L-254, care of HARDWARE AGE 
100 East 42nd St., New York (7, N. Y. 
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SALESMEN WANTED. WATERLESS 
HAND CLEANER. Removes grease, paint, 
printers’ ink, tar, gum, diesel sludge, etc., with- 
out use of water. Al! accounts potential cus- 
tomers. Commission basis. Address Box L-469, 
care of Harpware AGE, 100 East 42nd St., New 
| - Yok i, BW. YY. 








SALESMEN WANTED. FULL TIME OR 


| SIDE LINE MEN calling on Hardware Stores | 


and Lumber Yards with one Hot Item. Exclusive 
territories. Give me the lines now handled and 
territory wanted. Write J. A. Panther, Mt. 
Pleasant, Iowa, 





SALESMEN WANTED BY NEW YORK 
WHOLESALE DISTRIBUTORS of Tools and 
Hardware to sell nationally known brands to 
hardware stores, automotive supply houses, lum- 
ber yards, chain stores in New York Metropolitan 
Area, Upstate New York, Connecticut, Southern 
New Jersey, Eastern Pennsylvania. Car neces- 
sary. Only experienced men with following apply. 
Liberal commission or other arrangements of 
mutual interests offered. Address Box L-465, 





care of HARDWARE AGE, 100 East 42nd St., New 
| York 17, ; we 











WHITLOCK 


has exceptional opportunities for salesmen who 
are seeking additional income, to represent us 
in their territory. The Whitlock Line consists of 
Builders’ Hardware, Padlocks, Auxiliary Locks, 
Cabinet Locks, Security Hardware, Door 
Closers, Key Blanks and Locksmith Equipment. 


If you are now calling on hardware stores, 
lumber dealers, locksmiths, etc. and your pres- 
ent line affords sufficient spare time to carry 
| a fully protected profitable side line, then get 

in touch with us at once. There are still some 
attractive territories available! 


Please write in your own hand writing and give 
us complete information concerning your age, 
experience, territory covered, type of accounts 
now being sold, what other line you are now 
carrying and for whom you are now selling 
also include three business and character ref- 
erences and a recent photo of yourself. 


WHITLOCK CORPORATION 


17 Warren Street New York 7, N. Y. 

















SALES REPRESENTATIVES WANTED to 
call on Hardware Dealers, Lumber & Building 
Supply Dealers, Furniture & Department Stores, 
by Old Nationa ally ——~on7 Concern. Permis- 
sible as additional line. Liberal Commission. 
State lines now carried, type of trade covered 
and territory. Include Full Particulars. Ad- 
dress Box L-461, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 








PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 

FOLLOWING FOR COMPLETE BRANDED LINE. 

MOST TERRITORIES OPEN. WRITE FULL DE- 

TAILS. DRAWING AGAINST LIBERAL COM- 

MISSION. 

Address Box L-319, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











EXTRA $ FOR SIDELINE SALESMEN 


Fast selling line of electrical wiring devices 
(Duplex Receptacles, Switches, Caps, etc.) to 
Hardware, Electrical, Variety, Chain and Gen- 
eral stores. Free sample kit. Write immediately 
advising present lines handled and territory 
covered. 

20TH CENTURY ELECTRICAL SALES CORP. 
34 West 13th Street New York 11, N. Y. 














SALESMEN 


To represent large plumbing and heating specialty 
house on straight commission basis to the retail hard- 
ware store and plumbers, in the a territories: 
New England States, New York, New Jersey, Indiana, 
Missouri, Louisiana, Texas, Pac ifie Coast, West Vir- 
ginia, Kentucky, and Maryland. 


Address Box L-468, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











HARDWARE AGE 
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[Sakes Representatives Wanted] [Sales Representatives Wanted | [Sales Representatives Wanted | 


A FEW CHOICE TERRITORIES 


OPEN 


FOR FULL LINE OF TOP-QUALITY STEEL 
WOOL PRODUCTS. Write details of area and 


types of accounts you serve. 
care of Harpware AGE, 
New York 17, N. Y 


100 East 42nd 


Address Box L-472, 
St., 








SALES REPRESENTATIVES 


Exclusive protected territories open in several 
states for fire detective, new low-priced auto- 
matic fire alarm. Write or wire at once, giving 
experience and qualifications. 


HARVIN AUTOMATIC ALARM PRODUCTS 
Dept. 0-10 617 N. 2nd St., Milwaukee 3, Wis. 











SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among jobbers, chains and retailers. 
Drawing against liberal commission. 


Address Box L-306, care of HARDWARE mae 
100 East 42nd St., New York 17, N. 














WANTED 
MANUFACTURERS AGENTS 
HIGH GRADE CHROMIUM KITCHEN CUP- 
BOARD HARDWARE Calling on Retall Lumber 
and Hardware Dealers. MINN., IOWA, MO., 
KANSAS, NEBR. State territory now covered, 
for how long, and Lines now carried. 

Write Box 115, 





Grand Rapids, Michigan 

















‘S WANTED to 
mber & Building 
spartment Stores, 
Soncern. Permis- 
ral Commission. 
of trade covered 
Particulars. Ad- 
pware Ace, 100 
ee 


-ESMEN 


WITH DEALER 
BRANDED LINE. 
RITE FULL DE- 
LIBERAL COM- 





\RDWARE AGE 
| 17, N.Y. 











SALESMEN | 


wiring devices 
Caps, etc.) to 
chain and Gen- 
ite immediately 
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SALES CORP. 
York 11, N. Y. 
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» the retail hard- 
yo territories: 
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WELL-ESTABLISHED DETROIT PAINT 
MANUFACTURER SEEKS 
WIDE-AWAKE SALESMAN 


NOW CALLING ON HARDWARE AND PAINT 
STORES IN THE MIDDLE WEST TO SELL COM- 
PLETE LINE OF Fate a F GOODS. WRITE GIV- 
ING AGE, EXPERIENCE AND REFERENCES. 
ALL REPLIES KEPT. STRICTLY CONFIDENTIAL. 
Address Box L-443, care et hel ed = 
100 East 42nd St., New York | 














STOCKING DISTRIBUTORS 
WANTED 


Nationally known TWIST DRILL manu- 


facturer has openings for additional 
representation in many areas due to 


policy change. 


For distributors furnishing adequate 
coverage, exclusive arrangements are 
available. 


Address Box L-458, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SEPTEMBER 25, 











REPRESENTATIVES TO HANDLE THE 
KENCO ALL-ALUMINUM GARDEN RAKE 
sold by leading seed, hardware and department 
stores in local area. Seeking National Distribu- 


tion. Apply only if you solicit or are connected 
in this field. Kenco Products Corporation, 329 | 
New York 16, N. Y. MU 3-5862. 


| E. 28th St., 





REPRESENTATIVE CALLING ON HARD. 
WARE STORES AND LUMBER YARDS in 
Eastern Pennsylvania not including Philadelphia. 
Prefer man carrying a line of Butts. We have a 
large list of customers to turn over. Address 
Skillman Hardware Mfg. Co., Trenton 4, N. J 





WHOLESALE HARDWARE SALESMAN, 
EXPERIENCED WITH FOLLOWING in 
Westchester and Conn. Good proposition to the 
right man. Write giving full particulars as to 
experience, territory covered, lines carried, etc., 





to Box L-471, care of Harpware Acer, 100 East 
42nd St., New York 17, N. Y. 

SALESMAN WANTED WITH CAR FOR 
NEW ENGLAND TERRITORY. Commission 
Only. Address Box L-474, care of Harpware 
AGE, 100 East 42nd St., New York 17, N. Y 








SALESMEN WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover Retail Hardware 
Trade in Connecticut, Maine, New Hampshire, 
Vermont, Central New York State, Middle and 
Southwestern States and Long Island on 5% Com- 
mission Basis, no objection to non-conflicting side 
lines. Write Chas. Weiland, Inc., 149 Chambers 
St., New York, N. Y. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
readjusting territories and representation. Will 
create openings for several experienced represen- 
tatives who have good following and understand 
builders hardware. State lines now carried, type 
of trade covered and territory. Address Box 
L-404, care of Hanpware Acer, 100 East 42nd St., 
New York 17, N. Y. 





SIDELINE SALESMEN WANTED, SMALL 
TOWN COVERAGE; HARDWARE, HOUSE- 





WARES, APPLIANCE STORES. Liberal Com- 
mission; Chrome Tubular Chairs, Stools, House- | 
hold Gift Items, Hampers, Ironing Boards, 
Laundry Accessories, Coffee Makers, Juicers, | 
Aluminum are, ‘Electrical Home Appliances, 
Pressure Cookers, Portable Bars fully equipped. 


State present products and coverage. Address 
Box L-451, care of Harpware Ace, 
42nd St., New York 17, N. Y 


| 
100 East | 
| 
| 





SALESMEN CALLING ON RETAIL HARD. 
WARE, HOUSEWARE, AND VARIETY 
STORES, interested in associating with one of 
the leading New Yerk Jobbers (establ. 1937, 
travelling 20 men, serving 2500 accounts in 6 
States), car, residing in Middle, South Atlantic 
States ‘and ' Middlewest. Many exclusive terri- 
tories open. Very large line of name brands. 
Liberal commission and bonus. Experienced, 
mature, sincere go-getters apply in confidence. 
Address Box L-438, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 











TOP FLIGHT SALESMEN 


Leading Manufacturer "Brand Name" Mops 
requires several men with Jobber and Chain 
Store following for all territories East of 
Illinois to Atlantic Seaboard. Some Estab- 
lished Accounts. Excellent Side Line. Full Pro- 
tection. Liberal Commission. State full par- 
ticulars. 
Address Box L-414, care nanowAne ess 
100 East 42nd St., New York 17, N. 














Salesmen to call on Hardware Jobbers, Plumbing and 
Heating Contractors, Lumber Yards, Building Con- 
tractors to handle a complete line of Bathroom and 


Shower Cabinets; also Heating and Ventilating 
Commiss 


2746 N. Elston Ave. 





SALES REPRESENTATIVE WANTED 


Grilles. 


sion basis. Several good territories open 


NORTHWEST STEEL PRODUCTS CO. 
Chicago 47, Illinois 











Accounts Wanted } 








Hardware, 
motive lines for Jobbers, 
ment Stores. 





NEED REPRESENTATION IN 
NEW ENGLAND? 


Housewares, Electrical, and Auto- 
Chains and Depart- 


Inqairies invited from responsible 
manufacturers 
LOUIS Y. PERKINS COMPANY 
41 Egremont Rd., Brookline 46, Mass. 

















Covering Southwestern states selling to hard- 
ware and grocery jobbers exclusively. 
additional hardware and specialty lines. Ex- 
perienced representation, aggressive coverage. 
Will carry accounts or you can bill direct. 


1725 Alamo Nati. 


Manufacturers’ Representatives 
and Merchandise Factors 


Desire 


Address—MARTIN-SMITH COMPANY 
Bidg., San Antonio, Texas 

















One or two additional top notch fines to sell the 
Wholesale Jobbers of Paint, 
Supply Trade. 
Dist. of Col. every four to six weeks. 


5613 Johnson Ave. 


WANTED 


Hardware & Buliding 
Salesmen cever Maryland, Virginia & 


KENYON BROS. 


Factory Sales Agents 
Bethesda 14, Maryland 

















ARE YOU LOOKING FOR FORBIGN OUTLET FOR 
YOUR PRODUCTS ON A COMMISSION 
CONTACT US 
PRODUCTS ABROAD 
TICULARS. 
BE TAKEN CARE OF BY NEW YORK OFFICE. 


Address Box L-446, scare of HARDWARE AGE 


MANUFACTURERS 


BASIS? 
YOR THE DISTRIBUTION OF YOUR 
AND FOR MORE PAR- 
ALL BXPORT FORMALITIBS WILL 


100 East 42nd St., New York 17, N. Y 








(Classified Opportunities continued on page 214) 
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| Accounts Wanted 


JL 


Poritioms Wanted | 


[Business Opportunities | 





ATTENTION MANUFACTURERS. WANT 
REPRESENTATION OF PRODUCTS WITH 
MERIT, that need intelligent merchandising and 
thorough sales distribution, in Cleveland market. 
L. Robert Wittrock, 8510 Linwood Ave., Cleve- 
land 6, Ohio. 





ACCOUNTS WANTED. WEST COAST 
AGENCY, 10 men covering Dealers, Jobbers, 
Contract Dealers. Top Lines Only. Address Box 
L-473, care of Harpware AGz, 100 East 42nd 
St., New York 17, N. Y. 





ACCOUNTS WANTED. MANUFACTUR- 
ERS: DIVISIONAL SALES MANAGER for 
Nationally Known Cutlery Manufacturer has 
resigned to establish Eastern Sales Agency in 
cooperation with other experienced men. [nter- 
ested two substantial lines for promotion through 
wholesale chain export trades. Exhibition space at 
National Hardware Show in New York. Address 
Box L-459, care of Harnware Ace, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURERS, INCREASE DISTRI- 
BUTION OF YOUR HARDWARE PRODUCTS 
in New England. Live wire, manufacturer’s 
representative with established following among 
hardware jobbers in New England and Upper 

ew York State, interested in three non-competi- 
tive lines which can be distributed through same 
outlets. Particularly hardware, houseware and 
toy lines. Write Box L-463, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 








MANUFACTURERS AGENT 
WANTS ADDITIONAL LINE 


for Wholesale Hardware Trade. Established acquaint- 
ance of ten years. Territory: Michigan, Ohie, Indiana 
and Illinois, covered four to six times per year. Can 
do steady progressive job with items of merit for 
Manufacturer having eooperative policy. 
Addrese Bex L-48!1, care HARDWARE AGE 
100 East 420d Street, New York 17, N. Y. 














NATIONAL DISTRIBUTORS 
Established—Reliable—Aggressive 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Brench Offices 
Rew York - Philadeiphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We wiil carry 
secounts cr you can bill direct. " - 


Wrtte for farther inf and ref. 

















L__Positiows Wanted | 


_SALES MANAGER OR ASSISTANT—Ia- 
side; Outside Selling, Catalogue and Pricing Ex- 
perience with hardware factory and wholesale 
trade. 15 years with one company. Desires loca- 
tion States south of Penn. Age 46, married. In- 
vestment optional. Address Box L-421, care of 
a Ace, 100 East 42nd St., New York 








POSITION WANTED; BY MARRIED MAN 
AGE 39, High School Education, no college, grad- 
uate of school of hard knocks, 12 yrs. experience 
as Factory Supt. in small Plant, did all purchas- 
ing, had complete charge of production and per- 
sonnel. Past three years running own Plant 
manufacturing hardware products of my own de 
sign- I designed and built my own jigs and 
fixtures. Have had considerable machinist experi- 
ence, served one year as machinist instructor for 
Gov’t during war. Recently sold own business 
and now desire connection with reputable concern, 
can go anywhere. What have you to offer? Ad- 
dress Box L-441, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 
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EXECUTIVE SALESMAN NOW _ EM- 
PLOYED WILL CONSIDER MAKING A 
CHANGE. 20 years experience in steel and 
wire products. Well acquainted with all jobbers 
in a number of Eastern States. Offer must be 
permanent, paying at least $5,000.00 plus com- 
mission and expenses. Address Box L-464, care 
of Harpware Ace, 100 East 42nd St.. New 
York 17, N. Y. 





ENERGETIC AND EFFICIENT RETAIL 
HARDWARE MAN, whose 20 years in general 
hardware building products, and farm equipment 
and supplies has included merchandiser, buyer, 
and manager. All around worker, capable of read- 
ing blueprints and architects specifications. 
Familiar with light construction methods. Will go 
anywhere at a salary that will be mutually ac- 
ceptable. Box L-462, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 





[ Basiness Opportunities | 


SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 








WRITE TO 

MAC WINNIG 
153 FRANKLIN ST. NEW YORK 13, N. Y. 
FOR SURPLUS LIST—OR CALL BE 3-7354-5 








HARDWARE MANUFACTURERS — DOU- 
BLE YOUR BUSINESS. Sell through auto ac- 
cessory chain stores. The fastest growing hard 
goods distributors. Our specialized organization 
has a long connection with this field. We will 
sell, and finance or advertise if desired. Your 
brand or private brand. Investigate in confidence 
without obligation. Address Box L-467, care of 
—— Ace, 100 East 42nd St., New York 17, 





BUSINESS OPPORTUNITIES. HARD.- 
WARE, EXCELLENT OPPORTUNITY AS 
PARTNER in Progressive Established Industrial 
Supply and Store Business, must be a good out- 
side salesman with a following or a bookkeeper 
with long factory supply experience, reason ex- 
pansion, replies strictly confidential, location 
Newark, New Jersey. Capital required $15,000.00 
upwards. Address Box L-460, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 








FILLING FACILITIES 
AVAILABLE 


for Canning of Industrial Chemicals such as Turpen- 
tine, Alcohol, Benzine, etc. under your owar label. You 
or we supply bulk material. We furnish all size eans, 
cartons and printing for this fast packaging service. 


SEALED LIQUIDS COMPANY 
29 West Mt. Eden Avenue, New York 6&2, N. Y. 




















SURPLUS STOCK—LIMITED SUPPLY 


PLOMB REVERSIBLE RATCHETS 


| WF 21 — %" Drive 
Cadmium Plated and Guaranteed 
List $5.82 ea. — $21.00 Doz. Net 
LEROY AUTOMOTIVE DISTRIBUTORS 
451 Tenth Ave. New York 18, N. Y. 

















GUARANTEED FORGED STEEL 
STILLSON TYPE PIPE WRENCHES 


10” to 36” — ALL SIZES. 
AVAILABLE FOR IMMEDIATE 
SHIPMENT. PRICED RIGHT. 


J. C. FARBER, INC. 


HARDWARE DISTRIBUTORS 
98 Park Place, New York 7, N.Y. 














HARDWARE BUSINESS FOR  SALE— 
WELL ESTABLISHED, SUBSTANTIAL VOL- 
UME, located on prominent corner of the main 
street in a Lower East Coast Florida City, in 
own large two story building. Stocks consist of 
general and industrial hardware, household wares, 
sporting goods, fishing tackle, marine supplies, 
etc. Several leading lines on exclusive basis. 
Modern fixtures, excellent ‘personnel. Price 
$125,000, business and property. Owner retiring. 





Fast 42nd St., New York 17, N. Y. 





Interested in Purchasing 


HARDWARE FIXTURES 
(anywhere) 
Will pay High Cash Price. Also Entire Stocks Bought. 
WILLIAM BROUDY 
72 Sumner Ave. Brooklyn, N. Y. 
Tel. Evergreen 8-2547 




















WE WILL PURCHASE FOR CASH 
COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 
HOUSES 
Write Us What You Have To Offer 
MILTON SUPPLY COMPANY 


U. S. ROUTE #1 OXFORD, PA. 
No Stock Too Large Or Teo Small. 




















Address Box L-470, care of Harpware Ace, 100 


FOR SALE 


PAPER ASBESTOS 


150 ROLLS, COMMERCIAL GRADE, 
Ye" x 35" 


EACH ROLL APPROXIMATELY 100% 
MANUFACTURED BY KEASBY & 
MATTISON AND CAREY 


$6.25 PER 100 LB. 
F.0.B. BRATTLEBORO, VT. 


ZACKEY BROTHERS 


West Brattleboro, Vermont 
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464 WEST 34th STREET, NEW YORK 1, 


M. GRUMBACHER OF CANADA LTD. 179 KING STREET W.. TORONTO. ONTARIO 





NEW YORK 





Artists’ BrusHes 





More 


ON RENTALS WITH 


REID-WAY ‘‘8” 


Mmmm FLOOR SANDER 


¢ TROUBLE-FREE 


NO Belts, Pulleys, Gears 


¢ NO EDGER NEEDED 


Sands to 12” of baseboards — 
both sides 


Write Dept. HA for Full Details 
















2917 First Ave., S.E. 
REID-WAY, INC. Cedar Rapids, tows | EMPIRE LEVEL MFG. CO. 





For ALL TRADES 
—ALL CRAFTSMEN 





No. 26 Torpedo — Aluminum — 


No. 25 Line Level, 3” long 
Plumb, Level, 45° Vial 





No. 15] Aluminum — 2 Plumbs, 2 Levels, 2—45° Vials 
No. 59 Mahogany Mason Level — 42", 48” long 
The Standard of Accuracy 


70S S. 6TH STREET 


MILWAUKEE 4, WIS- 








PLYMOUTH 


ss Fnoducld 





Sim lity Your S tock Takin g with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 


‘ us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 


the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


eee ween ee ne ne eeeeeeeeeeee===sUSE THIS COUPONjnn-n0-2222nn nnn n nnn nnennnnennn= 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 

Hove te my $B. 5 ....5:06000008 Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
DN. 5 hot So diene diiickdaeatasrekntssh we taneeeaeumbesesans PE EE oe iaes ded icta eis essehsinaseen sana ee eee ewes en 
ES ee Pe oe en Pe rer eer BE seddcsconwccuear sosowsaebaine saan oti yi vewtadantaves 
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eMILK STOOLS 
@WATER BOWLS 
@STALLS 
@STANCHIONS 
@FEED TRUCKS 


in stock—ready for 
immediate delivery 


GIRTON MFG. CO. 


Millville, Pa. 

















new JUMBO Model No. 801 
72 oat NU ee 












For LARGE FLOOR AREAS 


Now anether model of the famous Cellulose Sponge Minute Mop and 
*# Drainer—the No. 801 Jumbo Model, for homes, stores, offices, shops— 
50% more sponge—bigger head—bigger drainer. List price, Jumbo 
model, $2.98 Complete with new Drainer, 54” handle and handle- 
tight clamp. (List price regular mode] No. 101—$1.95 complete). 
Write or phone your jobber today. 


MINUTE MOP (0. 


WE OFFER 
The following (manufactured by 
A WELL KNOWN FIRM) 


No. 1 Pail, 12 Quarts, 2 Electric Welded 
Hoops at $9.55 per. doz. 
No. 2A Tubs, 2 Electric Welded Hoops, 
Drop Handles at $2.02 each 


$ 50.00 or more—10% discount 
$100.00 or more—15% discount 


F.0.B. ST. MATTHEWS, S. C. 


PEARLSTINE HARDWARE CO. ST. MATTHEWS, S. C. 


P. O. BOX 237 





13 E.23 rd. St. 
CHICAGO 16 ILL. 





























Genui"° NOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLCORS-CREATE QUIET 


Domes of Silence 


Glide 


SOc SET -15¢ SET-10c SET 


Name 


on each genuine 


Glides 


ushion 


oment and 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pear! 


If he is not supplied write to 


St., N.Y. C. 
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DEALERS’ CHOICE... For Greater Profits! 
For Satisfied Customers! 
THE BUDDIE REVERSIBLE RANGE OIL BURNER WICK 


- Eliminates Carbon: Patented elips 
raise wick proper amount to burn of 
carbon. 


. Lights Faster: Raised wick allows oil 
to flow freely around the base. 


3. Gives More Heat Per Unit of Oil: 
Air space beneath wick allows com- 
plete combustion of oil. 


i) 


- 


. Makes Cleaning Easier: Resting on 
clips wick does not carbonize to base. 
Lifts out easily. 

5. Lasts Longer. 


1901834 6. FITS ALL BURNERS. 





It’s reversible. 


PAT. NO. 


Manufactured By: 
BUDDIE PRODUCTS COMPANY, Greenfield, Mass. 











Your best customer 


© The man with an inquisitive, exploring, inventive mind. 
© The man who uses his head and hands to create and improve. 
© The man who never forgets that it takes good tools and hard- 
ware to do a good job. 
© The man who keeps coming back to buy something new he 
needs for a building or repair job. 
. 
The3.7 MILLION readers of Popular Mechanics are men 
just like that. And every month we’re using a full page 
in color to remind them that BRANDED tools and hard- 
ware—bought at the HARDWARE store—are BEST. 


Watch for these ads in every issue of ° 


POPULAR MECHANICS 
| [ CUSTOM MADE 

‘Mi WOOD, STEEL & ALUMINUM 
BLINDS 


Made to measure 

















up to your 
requirements 
in 
ANY SIZE—ANY COLOR 
e an 
10 DAYS TO 
WEEKS DELIVERY 


Excellent mark-up. 
A sure profit maker 


Sead fer Peider **H™ 


ay Stober Manufacturing Co. 


“991 Paltes Sé. Brooklyn 14, 0. ¥. 





SPRAYERS AND DUSTERS 
HAY TOOLS AND BARN EQUIPMENT 
LIVESTOCK EQUIPMENT 
BARM VENTILATION EQUIPMENT 
POULTRY EQUIPMENT ” 


AS BEST 
in the minds of 
the most buyers 
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SON MANUFACTURING COMPANY. CHICAGO 11, 1LL.. | 
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Cahil FIVE-WAY 
Quintuplet* Model 205. 
Wall type, drops out of 
the way when not in 
a use, opens tin cans of 
ey any size or shape. 


Veahil FIVE-WAY ouintupiet* 
Model 110. Hand type with plas- 
tic handle, as versatile as the 
above, but without the wall 
bracket. 

Cahil FIVE-WAY Quintuplet* Openers are sanitary, 

do not dip into liquid contents of cans, always build 

enthusiastic customer satisfaction. Moderately priced 
with profitable margin. Fair traded. 


Ask your jobber salesman. 
*Trademark Reg. U. S. Pat. Off. 


CAHIL MANUFACTURING CO. 
500 West 52nd Street, New York 19, N. Y. 














B-LINE GOALS 
_— 
NEW 


LOW PRICED LINE 
BASKETBALL GOALS 
AVAILABLE NOW 


PROVEN 


: MERCHANDISING PLAN) 
‘/BUILDS SALES| | 














Two models, full regulation size. Made of round steel, stoutly 
braced. All welded construction, no rivets. Scientific design 
maintains goal straight and sure. Heavy mounting bolts. Folds 
compactly for storage and handling convenience. Each goal a 
complete package unit; net, bolts, everything included. 

MODEL # 5 HAS RETAIL LIST OF 

$4.00 EACH COMPLETE 
MODEL # 3 HAS RETAIL LIST OF 
$3.00 EACH COMPLETE 
Full dealer and jobber discounts allowed. 

Portable display board for mounting one goal furnished free 
with initial order. Helps greatly to merchandise goals to chil- 
dren as presents, etc. Best dealer sales idea ever offered on 
basketball goals. 

Order from your jobber, or order, on your letterhead direct 
from the factory, one sample of each model of goal shipped 
postpaid to you at 40% off list price, with illustration of dis- 
play board, full information and return privileges. 


The BONHAM COMPANY 


BOX 487 POMONA, CALIF. 








INTERIOR ENAMELS 


18 BEAUTIFUL COLORS % WOODWORK, WALLS, ETC. 
* * * 


Popular PAINTS 
THERE’S A BIG MARKET FOR THIS FAST-SELLING LINE 


Now with increased facilities, we can adda 
few new dealers for Donley paints, enamels 
and varnishes. Priced to meet all compe- 
tition. Available in 4 oz., 10 oz., pint, quart 


: and gallon sizes. 
Write for Color Cards and Price Lists 


DONLEY PAINT CO. 


CLEVELAND 5, OHIO 
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NO. 101 TRIPLE TREAD 
**TRIPLE-WARE" STEEL WHEELS 


Immediate Delivery | 


Yes! “CHICAGO'S” can be had! We can now make ] 
Immediate Delivery of 101, 181 and 173 skates. The 
smaller, lighter weight skates are still out of stock. | 


We are doing our best to apportion what is available, 
to our Jobbers and Dealers, so that as many as pos- 
sible can again serve the public. Just as soon as larger 
quantities of quality materials are obtainable, we will 
be able to increase our volume on "Chicago" Flying 
Scout and all other lines. 


Order NOW and avoid Christmas 
rush disappointments. 


CHICAGO ROLLER SKATE CO. 


World’s Greatest Roller Skates for Over 45 Years 


4456 WEST LAKE STREET e CHICAGO 24, ILLINOIS 








HARDWARE AGE 
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MEMO t© FSR 
Re: next ad in Hardware papers 
Subject Tell hardware men about the Quality and Completeness 
f the "Nat10° al" Line of Fasteners: (Show photo 
of the full line. 

Feature: NEW PACKAGES » with new, easy-to-read labels, that 
make it easier sae) nandle and sell these quality 
fasteners: 

jor scheme on 


(Show cut 
jabels: ) 


special In additi m 
Mention: polts, nuts screws» 
mNational” furnishes phillips Recessed 
and polts- 
Oh yes: try to squeeze wNAT" 12, 400. 
G. F- J. 
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PRESSURE <t PAN 
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Guoranteed by "es 
Good Housekeeping 
a yA 

wo 45 ADVERTISED neg 


PATENT 2399115 
OTHERS PENDING 


Easy selectivity of necessary pressures, 5, 10, or 15 lbs. 


MIRRO-MATIC offers 


... accurate, audible, automatic control of whichever pressure 


is selected ... and no watching throughout cooking period... 





these are practical, sales-making advantages, pioneered by 


~) MIRRO-MATIC and wanted by women everywhere. 


f 
of all three pressures M R R O 


‘ , FINEST ALUMIN 
without watching _ _— 





ASK YOUR JOBBER FoR M/IRRO-MATIC 


MIRRO has never stopped National Consumer Advertising 


ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WIS. _ 


FIFTH AVENUE BLDG., NEW YORK 10 « MERCHANDISE MART, CHICAGO 54 4 
WORLD’S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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